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an a ar tae 11— Was wales se — session, car salesmen and me- | exhaustive and protracted hear- 
e éf-| 12 are sure of at least one big legis-| House and Senate bills. It was A bill to disclosure 
Fn of oa me ey ge eee o lative battle. 4 obvious from floor debate that | of sidaniomen-tonanahe abediing will 
sas aie i aestry’ pons aenekaa i b— President-elect Kennedy has| dealers had worked hard on both | pe introduced. Senator Paul Doug: 
: al n s top stories in a. promised to go all out “for a mini-| sides of the aisles for their ex- las, Illinois Democrat, told Auromo- 
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It is a story that may unfold in both House and te commit-| fectly should con- } full disclosure bill, but that he 
in Congress as well as in the tees will be manned: by, liberals al-| tinue to press for exemptions. must deal with distressed-area leg- 
In the long run, it ready on record as to go at} Adam Clayton Powell, New York | islation first. 









marketplace. 

could affect the prices that deai- 
ers and customers pay for their 
cars, 

The change in shipping practices 
ig being brought about by the use 
of bi-level and tri-level railroad 


Further details on Page 26. 





least as far ag Kennedy himself. 
During last summer’s. bobtail 


3 Makes Hit Sales Peaks; 








ttee, 
told Automotive News he would be 
willing to accept the bill passed 
by the Senate last year. 
This would leave car dealers in 
the clear. But if Senator Pat Mc- 


It is expected to be substantially 
the same bill—one that would re- 
quire a car dealer to figure the 
simple ‘annual interest rate on a 
declining balance. 

Legislation to prevent auto mak- 

car 





cars in the piggyback operation, 


GINALLY, the piggyback 
system consisted of placing a 
loaded haulaway trailer on a flat- 
car and lugging it to a distant 
point. At the end of the journey, 
the trailer was hitched to a tractor, 
and the cars were delivered to the 
showroom. 

‘The trailers carry their usual 
eargo of four or five autos, The 
new tri-level railroad cars can 
load 12 standard-sized cars or 15 
compacts. Bi-level units can han- 
die eight standards or 10 com- 
pacts. 







































Rambler Pays 


UTO makers totalled their 1960 
sales last week and reported ex- 
cellent results for the 12-month 


period. 
vrolet, Cadillac and Ram- 


Chrysler Corp. reported retail 
sales of 925,620 new cars for 1960. 
The company said this was 32 per- 
cent ahead of its 1959 figure. Chrys- 
ler said December sales totalled 57,- 
546, making it the best December 
since 1957. 

Sales in the final 10 days of the 
month were 21,334 which, Chrysler 
said, was 31 percent above the mid- 
dle 10-day period. However, Decem- 
ber trailed November’s 68,623 sales. 

- *~ * 


EE A. IACOCCA, Ford Division 
general manager, said 380,000 
Ford cars were sold in the fourth 
quarter. It wag the best quarter of 
the year and was 23 percent above 
the third quarter. 

Iacocca said full-year new-car 
sales totalled 1,414,100. Ford’s 1959 
registrations were 1,468,451. 

He said Falcon ended the year 


The haulaway industry, already 
badly hurt by the rail shipments, 
will be socked even harder in 1961. 
Piggyback rates are lower than 
truck rates, and the haulaway op- 
erators can see their long-haul 
business going down the drain. 

The truckers contend that the 
railroads’ piggyback rates are non- 
compensatory—that they do not 
reflect the full cost of doing busi- 
ness. They are pleading their case 
before the Interstate Commerce 

mn. 
* 


ae lower rates mean that auto 
makers who ship by rail are 
saving money, and this has raised 
the “phantom” freight question in 
Washington. Some members of 
Congress wonder whether the deal- 
er. and the customer are being 
ove 

It is possible that hearings on 
this question may be scheduled 
with an eye toward amending 
the price-sticker law to require 
manufacturers to show actual 


New Cuts to Hold 
Car Production 
Below Year Ago 


By Martin L, Whitmyer 
Staff Writer 

Aare car manufacturers 
are expected to return to five- 
day operations this week, but lay- 
offs and continued downward ad- 
justments in production schedules 
are expected to hold output well 

below the year-ago level. 
Last week’s output totalled 74,355 

carg.and 17,143 trucks. 

; has laid off 2,700 


However, Washington sources 
say it sometimes ig harder to 
amend a bill than to push through 
@ new one. Another approach to 

(Continued on Page 35, Col. 1) 








Auto News 


@ Sales Testing the ’61 Chevrolet, 
Page 20. 











employes at 

; Flint this week, and Oldsmobile 

eee ee Oe is in the process of furloughing 
Page 8. some 1,000 workers. 

@Salesmen’s unionizing ha'ts, In addition, Mercury’s assembly 

Page 6. plant at Wayne, Mich.,. will be 

@ Freed .a dealer pace-setter for || down this and n next week, 


agai 
and Rambler, which had its output 
curtailed last week by a fire at its 
Kenosha (Wis.)* plant, is planning 
(Continued on Page 39, Col. 3) 


85 years, Page 29. 


@ Midwest dealers far from pes- 
simistic, Page 3. 
















Rebates : 


ing in T-Bird’s six-year life. Truck 
sales totalled 285,000. ~ 
Iacocca said deliveries of stand- 
ard-sized Fords in the fourth quar- 
ter climbed 31 percent over the 
previous three-month period. 
* * * * 
((ADnAAC dealers delivered 151,- 
954 cars during 1960 to establish 
an alltime high, according to Har- 
old G. Warner, Cadillac general 














presstime—a broad-coverage bill is 
likely. 
Senator Wayne Morse, Oregon 


This is in line with Celler’s post- 
election remarks in Chicago, He 
said then “it is impossible for the 

(Continued on Page 4, Col, 1) 


Import Stockpile 
Declines Again 





for labor—even bigger than will 
McNamara, who has the unquali- 
fied blessing of organized labor. 


manager. ion, it is clear that exemptions may 85- Still 
than 5 cones the apt Cadil- 4 eae Ser ee ee Couns ian 
industry for itself, 
lacs sold in 1955, the best previ- eee 
ous year, he said, The ’60 total By Maynard M. Gerdon 
might have been higher except yee wage, however, will News Editor 
for a lack of cars available at the not be first on the agenda. |.HE United States dealer stock- 
year’s end, he added. Kennedy is expected to test his pile of imported new cars de- 


“Many of our dealers are sold 
out through February and March,” 
Warner said in predicting that Cad- 
illac. Sales. in the next 12 months 
will continue at the ’60 level. 

* = * 


AMBLER’S “progresg-sharing| ‘Territorial-security legislation ’ 
Rian" went into m in De-| does not seem to be in the pic- ie, kevalbese fear Last ha the nove 
cember—-topping its first plateau| ture, at least at the beginning of | month effort by importers to bring 
snd Renan 0 Oot See sales rec-| the session: Neither Senator |their U. S. stocks closer to the 
. A. S. Mike Monroney, Oklahoma | slumping rate of sales. © 
U. S. savings bon denom- Rep Or sa Mlecvtn terms of days’ supply, little 
inations were 2 a beginn -| Seen ae ees ts tee made in ' 
day, to 84,824 customers. who took Arkansas Democrat, are expected in show- 
delivery of Rambler carg'in Decem-| to push their bills, which failed | ing ae eee 
(Continued on Page 4, Col, 1) to pass the last Congress despite ee ood course - 
ventory reflected an 85-day sup- 
ply, compared with a 91-day bur- 
den as of Déc. 1. 
An estimated 455,000 new cars 
were shipped into the U. S. last 
year. This was 32 percent below the . 
1959 import of 668,070 units — the 


ae Ta ‘ 
Officers Ds yr 


New officers have heen elected by the Milwaukee Automobile Dealers Assn. They 
are, left te right, A mm eee Sirens, Corns Tense nronisenty Sarat 
treasurer; |Phil J. Tolkan, Phil Tolkan Pontiac, Inc., 


3, 
Humphrey, = Co., 
president, and A. 1 tocheh, Hub Sales, secretary 
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Banks Hazy on Future... 
Business Listless at Year’s End 


saying about business conditions| pect 1961 sales to exceed the late- 
on the regional level. 1960 level. 
* 2 


* * * * 
New York 


New England 
7 money market has contin- 


Pastas of New England 
manufacturers was a mixture ued on the easy side, although 


of optimism and pessimism in the 
latter part of 1960, a report from 
the Boston FRB indicates. 

While manufacturers of dura- 
ble goods cut back on capital 
investments during the course of 
1960, manufacturers of nondura- 
bles increased their outlays. 
The manufacturers said their 

1960 sales ran ahead of the 1959 
totals and two-thirds said they ex- 


By Kenneth C, Kelley dr. 
Staff Writer 


7 economy of the United 
States closed out 1960 on a list- 
less note, recent bulleting from 
the regional Federal Reserve banks 
show. 

Business in many lines was below 
that of the latter part of 1959 but 
there were some lines which could 
report better volume, The economy 
was off a bit, on average, but there 
were no strong signs that a renew- 
ed decline lies ahead. 

On the other hand, there were 
no sure signs that an upturn lies 
just around the corner. Indeed, 
things may get worse before they 
get better. This pattern of a 
plodding business pace with no 
clear sign of what lies ahead 
adds up to one thing—listless- 


ness, 
Here is a roundup of what the 
Federal Reserve banks have been 


60 Chevy Output 
Set Two Industry 
Marks, Cole Says 


OAKLAND, Calif.— Chevrolet in 
1960 set new industrywide records 
in production of automobiles and 
total vehicles, Edward N. Cole, 
Chevrolet general 
manager, said 
here last week. 

He said the di- 
vision built a rec- 
ord 2,267,608 ve- 
hicles, including 
1,868,439 cars. This 
exceeded the in- 
dustry’s previous 
records, set by 
Chevrolet in 1955 
" when the division 
Edward N, Cole assembled 2,223,- 
341 vehicles, including 1,830,029 cars. 

Cole made the announcements at 
a luncheon for San Francisco area 
press, radio and television repre- 
sentatives who earlier had watched 
the assembly of the 44 millionth 
Chevrolet built since 1911. 

The milestone unit, a four-door 
Bel Air sedan, is on display at the 
General Motors Motorama in Civic 
Auditorium at San Francisco. The 
show closes Sunday (Jan. 15). 

Cole said Chevrolet’s assembly 
operations at Oakland have pro- 
duced more than 2,695,200 of the 
44 million Chevrolets. The Oakland 
plant, which completed its first unit 
on June 16, 1916, is one of Chev- 
rolet’s oldest. 

Chevrolet expects to award build- 
ing contracts and break ground for 
its new plant at Fremont, 24 miles 
southeast of Oakland, in the second 
quarter of 1961, Cole said, with steel 
erection scheduled to begin in the 
third quarter. The plant will begin 
production of standard cars and 
trucks in September, 1962, he said. 


Business Barometer 


Automotive News Economic Index — 


94.3 Percent of Last Week 
97.0 Percent of Like Week Last Year 


side of the big metropolitan bank- 
ing centers, the New York FRB 
reported. 

The Federal Reserve Board has 
given the nation’s 
loanable funds so that the banks 
were able to meet. the Christmas 
rush for credit and still keep the 
money market fairly easy. 

The New York bank also noted 
that there has been an air of 
hesitancy in some areas of the 
money market in face of the 
change of administrations in 
Washington, uncertainties overseas 
and the nation’s troubles with its 
balance of payments with other 
countries, 





Philadelphia 


7 Philadelphia district came 
into the home stretch of 1960 
with some economic indicators 
showing a gain for the year and 
others showing a loss, the FRB in 
that city reported. 

Most of 1960’s gains over the 
1959 showing were small, Coal 
mining, for instance, was up one 
percent, Department store sales 
were one percent ahead; factory 
employment, 2 percent, and fac- 
tory wage payments, 4 percent. 
One of the sharpest declines 

_|from 1959 was in the awarding of 

‘|construction contracts. This indi- 

eator was 11 percent under 1959. 
* Oo” ~ 


Richmond 
ee weeks have brought 
evidence of further erosion in 
Fifth District business conditions” 
(Continued on Page 36, Col. 1) 





S-P’s New Boss— 


Sherwood H. Egbert stands beside a 
Lark, a car whose sales volume he hopes 
to build as new president and chief execu- 


tive officer of Studebaker-Packard. He 
called his appointment to the job a “per- 
sonal challenge.” 


Chats with S-P Dealers 
High on Egbert’s Agenda 


covers one hell of a lot of ground 
in a hurry. In 1961 I’m going to be 
seeing a lot of dealers. You know, 
when two people get together, they 
can’t help but come up with a better 
idea. To earn the dealer’s respect 
and confidence, I’m going to be 
out there showing them what I’m 
out to do. 

“The people at Studebaker have 
100 years of tradition behind them. 
There’s a lot of damn fine men there 
to back me up. It would be an in- 
sult to their intelligence to make a 
lot of statements about the future. 
So until I get back in South Bend, 
to listen to and evaluate the prob- 
lems, there’ll be no crystal gazing 
into the future.” 

Egbert was graduated from the 
Engineering School of Washing- 
ton State University in 1940, At 
the age of 20, he was assistant 
chief construction engineer for 
Austin Co., then building produc- 
tion shops for Boeing B-17 and 
B-29 aircraft. 

In 1941 and 1942, he served as 
assistant to the superintendent. dur- 
ing high production stages of the 
ae and early production of the 

-29. 

From 1942 until 1945, he served 
as engineering officer for the 





By William Carroli 
West Coast Editor 

LOS ANGELES. — Studebaker- 
Packard’s new president and chief 
executive officer, Sherwood H. Eg- 
bert, told Automotive News: “I’m 
thrilled with the personal challenge 
the appointment offers me. But I’m 
not going to learn the automobile 
business from behind a mahogany 
desk. 

“We've a hell of a lot of good 
dealers in the Studebaker-Pack- 
ard family. It seems that my job 
is to lead and help them. And 
most-importantly of all, to lis- 
ten to their advice in reaching 
our common objective. 

‘T’ve travelled nearly a million 
miles in the past six years. I per- 
sonally fly my own airplane, which 
































Truck Production .............. 15.460 78 88.1 || Marine Corp Air Transport Service, 
Aute Registrations—Year to date 5,693,436 see 106.7. || Which operated a 26,000-mile route 
Truck Registrations—Year to date 830,008 bids 99.1 through the South Pacific and Far 
Steel Production—Tons ......... 1,103,000 83.2 40.5 || Hast. Decorations included the 
Production—Board feet 179,612,000 89.6 98.9 Bronze Star. Egbert was assigned 

Seft Coal Output—tons ........ 7,560,000 104.2 108.2 to duty with the Navy Department 
oll cose 51,921,000 101.6 99.3 during 1945 and 1946, in the Bureau 
Cer Loadings 277,800 96.6 99.4 of Aeronautics, Power Plant Divi- 

Store Sales Index 320 104.9 130.1 sion, which was responsible for de- 

i 5 velopment of ram and jet engines. 


117.4 






McCulloch Motors Corp. hired Eg- 








—Fiscal year to date ..........+. $47,148,230,000 < hbe 101.0 bert in August, 1946, as purchasing 
Cemmercial and Industrial Loans $32,112,000,000 101.0 105.3 department and production man- 
weds chudeaseons $32,843,000,000 100.1 108.0 ager. In January, 1951, he was ap- 

$1,082 101.0 94.0 pointed manufacturing vic e-presi- 





dent. Shortly thereafter the com- 











Stocks Jan. 4 Dec. 28 1960-6) Range Stocks Jan.4 Dec. 28 1960-61 Range || pany name was changed to McCul- 

AMC....... 18% 17% 29%4-17\2 ee ee 434%, 43 50%-28% || loch Corp. 

Chryster... 39% 38% 71%-38 Mack...... 34% 33%, 52%-29% er 1956 manees was appointed ex- 

Ford y S-P 7 ? ‘ ecutive manufacturing vi c e-presi- 
eeoeces 66Y, 64%, 92 %_-605% eccceeses “ am 24 Yo- 6% dent foe all McCulloch activities 

oe ae ees. | Wille... 42 40% 67%-26 || including the Los Angeles Saw Di- 

tae vision, the Minneapolis electronics 






(Continued on Page 35, Col. 4) 





the ease is more pronounced out-~- 





States instructed his salesmen that 


Hoglund, Daum 
Move Up at GM 









































and overseas operations and a mem- 
ber of the executive committee. 


Daum a vice-president to succeed 
Hoglund as general manager of the 
Overseas Division. Daum has been 
assistant general manager since 
June, 1960. 


ber of the administration commit- 
tee, succeeds Carl H; Kindl, ‘who 


the GM retirement program. Hog- 
lund has been a GM vice-president 
since 1949. 
















Dealership Sign Wins Recognition— 

This impressive and attractive plexiglas sign mounted on the facade of Harry 
Groussman, Inc. (Ford), Denver, has won both national and local acclaim. The sign 
was the recipient of a National Electric Sign Assn. award in 1960 and was also cited 
by a Denver newspaper as “an example of a good sign.” The sign consists of a 
series of modular letter panels made of 18-inch-wide white translucent acrylic plastic 
channels. The length and number of channels used to form each letter varies accord- 
ing to the size of the individual panels. The largest panel is 33 feet high; other 
panels range in height from five to 10 feet. 


With Birth of a Year... 
An Auto Man’s Dream 


the price of each new car listed 
under windshield was the retail 
price. Every used car would be ap- 
praised at cash value less recondi- 
tioning. 

I dreamt service facilities 
would be greatly improved, there- 
by creating more sales. All used 
cars would be reconditioned and 
guaranteed, thereby making the 
cars safer on the highway and 
the financing solid. 

On all unfit-for-use cars to be 
junked, registration certificates to 
be stamped JUNK, NOT FOR RE- 
SALE. Then mailed to the state 
motor vehicle departments. 

I sincerely believe that as pre- 
dicted an eight-million car year is 
possible, but it will take a lot of 
effort on the part of the sales train- 
ing and promotion departments to 
do the job. 

Complete job being done will 
bring untold blessings to manu- 
facturers, dealers, salesmen, 
finance companies and insurance 
companies, etc. It would bring 
back much lost prestige. It would 
set a pattern for the whole mer- 
chandising system of the U. S. 
and who could do it better than 
automobile men—our associations, 
or manufacturers? 

Are there dealers who could make 
this dream come true? It can be 
done in ’61! 

I am grateful to be a part of this 
great organization that has put 
the world on wheels.—Henry S. 
PerREN (BMC, Jaguar), Los Angeles. 


Moore Gets Post 
On AMA Board 


DETROIT.—Directors of the Au- 
tomobile Manufacturers Assn. have 
accepted the resignation of Robert 
S. McNamara, 
former president, 
Ford Motor Co. 
McNamara re- 
signed recently 
from hig position 
at Ford Motor 
upon being des- 
ignated by Presi- 
dent-elect Ken- 
nedy for appoint- 
ment as the next 
Secretary of De- 
fense. 


























Eprror’s Note: The following 
telegram was received by AvurTo- 
motive News last Tuesday. 

* * * 

Happy New Year! I had a dream 
that starting Tuesday, Jan. 3, 1961, 
every dealer in our great United 


NEW YORK.—Directors of Gen- 
eral Motors Corp. have elected GM 
Vice-President Elis S. Hoglund, 62, 
director of the corporation, group 
executive in charge of Canadian 





Elis 8S. Hogiund Eari C. Daum 


The directors also elected Earl C. 


Hoglund, who remains as a mem- 


retired Dec. 31 under provisions of 





©, F. Moore Jr. 


. Charles F. Moore jr., public rela~ 7} 
tions vice-president at Ford, was | 
elected to the board, filling the 
vacancy created by the resignation 
of McNamara. 


Monza's Saloon— 


Luxury features and special trim are 
standard equipment in the four-door Chev- 
rolet Corvair Monza, which now has been 
placed in production. Distinctive features 
include body moldings, deep pile carpets, 
rich paneling, vinyl headlining and up- 
graded vwpholstery. The four-door Monza 
is offered with either a full, three-pas- 
senger seat. in front er an optional two- 
passenger form-supporting bucket-type seat 
as shown above. 


Fedders Lays Off 197 


BUFFALO. — Fedders Corp, 
manufacturer of auto radiators, 
has laid off “indefinitely” 197 of 
its approximately 530 member work 
force, according to a union official. 
He said the layoffs include work- 
ers with seniority as high as 4@ 
years. The plant reopened Jan. 
after an 11-day holiday shutdown. 
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Dealer Forum 


by Robert M. Finlay 





ir TALKING with dealers lately 
about inventories, we came 
across one that stood out. We'll 
read you some of his conversation 
and let you judge for yourself: 

“Look,” he said, “Mr. (Frederick) 
Donner (chairman of General Mo- 
tors) and Mr. (Ed) Cole (general 
manager of Chevrolet) keep tout- 
ing 45-day inventories (they didn’t 
exactly say 45 days, they simply 
urged more than 30-day inven- 
tories). So here I am sitting with 
a four-day inventory, and the fac- 
tory won’t give me any more cars. 
How about that?” 

So I asked: 

Are you what other dealers 
might call a stimulator dealer? 

“Well,” he replied, “I suppose in 
a way I do stimulate other dealers, 
but I’m no bootlegger, or exporter, 
as are some dealers here on the 
East Coast. As for stimulating 
other dealers .., Well, I remember 
the time I won a sales contest two 
months after taking on the fran- 
chise. 

“So, they were telling me at this 
meeting what a great dealer I was. 
I got up and I said: 

“‘Heck, I’m not so great, it’s 
just that the rest of your dealers 
are so bad that I look great in 
comparison.’” gtk 


Need for Aggressiveness 
LL, then, you can see that he 
might stimulate other dealers. 
Aggressive? 
“My point is,” insisted the 
dealer, “that these are times that 
call for aggressive dealers. Unless 


NADA Accepting 
Applications for 


Group Insurance 


WASHINGTON. — The National 
Automobile Dealers Assn. said last 
week that dealer interest in the 
NADA Executive Group Life In- 
surance Program’s new enrollment 
openings was greater this year than 
in any previous open enrollment pe- 
riod. 

Enrollment without physical ex- 
aminations, regardless of age, now 
is being accepted by NADA and 
the Occidental Insurance Co., ac- 
cording to A. E. White, chairman 
of the NADA Insurance Trust. The 
period will be limited and dealers 
should apply for enrollment as soon 
as possible, he said. 

White said he can only guess why 
dealer interest in the program had 
increased over the last open enroll- 
ment period in 1958. 


“We have given increased pub- 
licity to the program,” he explain- 
ed, “but I think a part of the an- 
swer can be found in reading the 
obituary columns, It is surprising 
and alarming how many younger 
men are dying in our industry. 

He said application blanks and 
brochure describing the program in 
detail are available from NADA, 
2000 K St., N.W., Washington 6, 
D. C. 
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we take an aggressive attitude, we 
may have a disasterous year. And 
we can stimulate business by fun- 
nelling cars to dealers who can 
sell them right away. 

“ve got orders on my books 
right now that won’t be filled for 
three months. At the same time, 
other dealers are complaining of 
too many cars. Why just this 
morning I sold two cars. They 
asked me when they would be 
in. I had to tell them about two 
weeks, even though I know I 
won’t be able to fill their orders 
for three months.” 

How about selling cars out of 
your territory? I asked. 

“Well,” he said, “when I see a 
prospect, I try to sell him a car. I 
don’t ask him what his address is. 
But I’m not out working the ter- 
ritory of other dealers. I spend only 
$500 a month on newspaper adver- 
tising in an area of 140,000 popula- 
tion. And this is really a bustling 
ne The plants here are work- 
ng.” 

How does he get business? 

* * * 


Repeat Business 


“cats through recommenda- 
tion. We use the personal ap- 
proach. I’ve got 10 salesmen all 
earning more than $10,000 a year. 
Seventy to 80 percent of the people 
in my area are working people. 
They appreciate extra attention, 
and that’s what they get at my 
dealership. 

“I ask my salesmen who our 
customers are, and they say, work- 
ing people. No, I say. To us, they 
are VIPs. To us, they are people of 
status. Why? you ask. Because 
they make it possible for us to be 
in business. To us, they are the 
most important people on earth. 

“Treat them like you appreci- 
ate the fact that they make it 
possible for you to earn a good 
living. Give them so much atten- 
tion that they will come back to 
us, and bring their friends with 
them. 

“We've had this franchise for six 
years now, and we were a used-car 
dealer before that. So we've got a 
list of 10,000 people we call cus- 
tomers. We keep in touch with 
them. We try to serve them. 

“Oh, we have had some com- 
plainers. We’ve even got sons of 
complainers. But, by and large, we 
recognize each customer ag a 
builder of our business, deserving 
to be treated as such.” 

What about his franchise? 

7 * * 


Need for Humility 

‘T LIKE my franchise, too. With- 
out it I couldn’t have built my 

business. But I don’t think fac- 

tories have a monopoly on brains. 

If factory men have a failing, it is 

lack of humility. 

“Oh, they are willing to admit 
that they built up the greatest 
corporation in the world, by them- 
selves, but they can’t understand 
that an organization is made up of 
people, and that these people have 
worthwhile ideas. 

“That’s what is giving George 
Romney, president of American 
Motors, so much leverage with 

the people. He has an air of 
humbleness about him. He identi- 
fies with people. He gets across 
to them. He gives people confi- 
dence. He is willing to admit 
that he needs others. That’s why 
the other factory men don’t like 
him. 

“So I say to factories—try to see 
the other fellow’s viewpoint. If you 
are going to hold allotments down 
to potential, make sure the figures 
on which you are gauging potential 
are fresh figures—that they truly 
reflect the market. 


“I feel that the factories are try- 
ing to strengthen the weak dealers. 
— may be the road to depres- 

on.” 

So, how do you read this dealer? 





Truck ‘Trader’ Gets $50 
In Asheville Flimflam 


ASHEVILLE, N. C.—J. L. Las- 
siter, owner of Asheville Truck 
& Tractor Co., 240 Valley St., told 
city police he had been flimfilam- 
med out of $50 by an unidentified 
person seeking to trade trucks. 

Lassiter reported to city detec- 
tives he had sent a service truck 
and driver to Charlotte to pick up 
a truck to be offered in trade. 
The man was given $50 in cash in 
advance to pay a labor bill in 
Charlotte on his truck and then 

sappeared. 





New-Car Sales Hum... 


No Recession Blues 


Heard in Midlands 


By L. H. Houck 
Travelling Correspondent 


PADUCAH, Ky.—While the cur- 
rent recession, recently termed the 
country’s best kept secret, is not 
much of a secret anymore, with 
more than 7 percent of the labor 
force unemployed in the area 





Portland (Ore.) Dealers Elect— 


These dealers will preside over affairs of the Automobile Dealers Assn. of Portland 
(Ore.) during 1961. From left are Knute Qvale (Volkswagen), president; Marvin Tonkin 


(Mercury-Comet), retiring president and director; Dave Logan (Oldsmobile), vice- 
president, and M. M. Meadows (Pontiac), secretary-treasurer. 


VW Distributor Is Named 
Portland Assn. President 


By Ernest W. Peterson 
Staff Correspondent 

PORTLAND, Ore.—Members of 
the Automobile Dealers Assn. of 
Portland made history at their an- 
nual meeting by naming a dealer 
in foreign cars as their 1961 presi- 
dent. He is Knute Qvale, Riviera 
Motors, Volkswagen distributor in 
Oregon and part of Washington. 
He succeeds Marvin Tonkin, Ton- 

kin Motors (Mercury-Comet). 


Highlights of Qvale’s program 
for 1961 include: 1. A stronger as- 
sociation wielding greater influence 
in the local business community. 
2. Better attendance at dealer 
meetings by providing better and 
more helpful programs, 3. Improv- 
ed business relations between new 
and used-car dealer associations. 
4. General adherence to the NADA 
code of ethics in local advertising, 
especially in used cars, 

To further these objectives, 

make 


hold private conversations on 
matters which members hesitate 
to discuss in open meetings, in 
an effort to learn the collective 
thinking of dealers on these mat- 
ters. 


Also elected at the annual meet- 
ing were Dave Logan, Logan Olds- 
mobile, vice-president, and M. M. 
(Bud) Meadows, Meadows Pontiac, 
secretary-treasurer. 

The new board of directors in- 
cludes James Aiken, Jim Aiken 
Oldsmobile; Donald Frank 
Chevrolet Co.; Dick Niles, Dick 
Niles Lincoln-Mercury; Norman 
Vickerman, Billingsley Motors 
(Plymouth-Valiant); George E. 
Wallace jr, George B. Wallace 


Bygel GMC Bankrupt 

ALBUQUERQUE, N. M.—Bygel 
GMC Truck Co. has filed in bank- 
ruptcy in Federal District Court 
here. R. H. M. Associates, Inc., is 
defendant in a suit brought by 
Yellow Mfg. Acceptance Corp., De- 
troit, that claims R. H. M. guaran- 
teed credit of the insolvent Bygel 
GMC Truck Co. The suit asks $277,- 
242. 


Buick; Charles W. Wentworth, 
Wentworth & Irwin Inc. (Ram- 
bler), and the retiring president. 
About 60 members and guests at- 
tended. Special guests included 
Warne Nunn, administrative as- 
sistant to Gov. Mark Hatfield; 
R. P. (Rube) Leslie, Pendleton, 
president of the Oregon Automo- 
bile Dealers Assn., and Chet Mc- 
Robert, McRobert Motor Co., Gres- 
ham, Ore., director to the National 
Automobile Dealers Assn. 

The meeting was arranged by 
Howard J. Steib, general man- 
ager of the Portland Assn. Steib 
and his assistant, Wally Peters, 
were complimented on their gen- 
eral management of the recently 
successful Portland Motor Show. 

In his brief su of 1960 
accomplishments, Tonkin thanked 
the advertising committee for ac- 
quainting the newspapers and radio 


around St. Louis, southern Illinois 
and parts of Indiana and Ken- 
tucky, the greatest surprise ele- 
ment is the optimism of most auto 
dealers in the area. A swing 
through this area brought up more 
different pictures of the retail auto 
situation than ever before. 

In the first place, sales are not 
off too much. Luxury car dealers 
such as Cadillac and Lincoln are 
asking for more cars. Most Cadillac 
dealers in this area need more 
cars. 

Buyers for Cadillacs and Lin- 
colns are all in a hurry. They want 
delivery day before yesterday of 
what they picked out today from a 
colored slide. 

Ford dealers, Plymouth dealers, 
Chevrolet dealers all report busi- 
ness about on a par with or a lit- 
tle ahead of last year. At this 
time last year there was a steel 
strike and a definite shortage of 
cars. a dealers have no com- 


Almost all dealers interviewed 
complained about used-car prices 
and reported used-car sales off 
considerably. 

In some areas, such as Cairo, IIL, 
lately in the news with the death 
of a dealer and a gangster trial, 
business in both new and used cars 
is definitely improving. 

There is considerable evidence, 
however, that finance companies 
and auto loan departments of a 
few banks are becoming a little 
nervous over present conditions. 

Finance companies, particular- 
ly, get out their past due notices 
on about the third day of a de- 
linquency and send a man to 
check in about a week. This can 
be attributed partly to the soft 
condition of the used-car market 
and the fact that it may be diffi- 
cult to realize compicte loan re- 
covery on some present loans if 
the car is d. 

Ordinarily under the economic 
conditions generally prevailing 
over this wide area, repossessions 
in fairly large numbers would be 
expected. But both dealers and fi- 
nance companies report no more 
than normal repossessions. 

Banks, always a little more con- 
servative in the first place and re- 
luctant to crowd a buyer into a 
repossession, report no More than 
normal. A good many dealers re- 
port almost no repossessions of the 
1960 sales, which in some cases are 
better than a year ago. 

One of the factors that may be 
helping the dealers and the finance 
companies in this category is the 
fact that part of this area has long 
been listed under a distress signal, 
particularly the coal mining areas 
and of these areas, especially 
southern Illinois. Here it might be 
considered that all the water has 
long since been squeezed out of the 
buying population so that those 


stations of the community as to| who are buying are doing so on 


the advertising code of ethics. 

He reported nine more automo- 
tive dealers had joined the associa- 
tion during the year, for a net in- 
crease of five members and a grand 
total of 32 firms. 


On the 





emhoft 





Party . 


House... 


What are high inventories doing to dealer profits? 
Latest report, from Chicago-area group of dealers, 
is that net profit (before taxes) amounted to $12 
per new car sold in November. This compares with 
$64 in October and $88 in November, 1959 . . . South 
Carolina is near its goal of 50 new NADA members 
. . » Evan Mecham (Pontiac-Studebaker-Rambler), 
Glendale, has been elected Arizona state senator .. . 

Chuck Hutton, owner of nine dealership. 
seven states, is the nation’s first dealer to sell 
50,000 Dodges . . 
eral Manager Nelson Turner plan to visit every 
New Mezxico dealership by June . 
past president of NADA, was feted recently on his 25th anniversary 
as North Dakota’s National Committeeman for the Democratic 
. . Joe Romania (Chevrolet) succeeds Harry Kendall, re- 
signed, as Oregon association regional director . . 

Ford dealers’ campaign backing Jack Davis, retired Ford sales vice- 
president, for president of Ford Motor, brought a letter from Henry 


solid incomes. 

St. Louis the picture is 
clouded by more than 50,000 per- 
sons out of work in the area and 
a 65 percent increase for assist- 

(Continued on Page 37, Col. 1) 
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. President Ed Black and Gen- 







. . Dave Kelly, 








Ford II, declaring: “As you know Mr. Davis has retired from active 
business, except for the time he spends with us as a consultant. 
Much as I personally admire him, I do not feel we can infringe on 
his personal plans or break into his well-earned retirement.” 
—Perre Wemuorr, Editor, 
Automotive News 
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Rambler Hits Rebate Mark .. . 


Three Makes Set Sales Records 


(Continued from Page 1) 


ber, President George Romney said. 


Romney said dealers in Decem- 
ber delivered 34,324 cars for a 
13.8 percent increase over Decem- 
ber a year ago, when 30,165 were 
sold. This carried the company 
over the first plateau of the prog- 
ress-sharing plan which called for 
a 10 percent increase in Decem- 
ber over the same month a year 
ago. However, December sales 
barely nipped November's 33,577 
and American Motors announced 
plans to halt production all this 
week. 

December marked the 39th con- 
secutive month in which Rambler 
Sales exceeded the same month in 
the preceding year, and brought to 
434,704 the number of Ramblers 
sold in the United States in 1960, 
an alltime high for an independent 
auto manufacturer, said Romney. 


* + * 
Tse progress-sharing plan, an- 
nounced Dec. 15, calls for pay- 
ment of bonds to Rambler and Met- 
ropolitan customers on a sliding 
scale related to Rambler sales in- 
creases in the four-month period 


Bonneville Takes 30 Pct. 


Of ’61 Pontiac Sales 


PONTIAC. — The highest-priced 
Bonneville series has accounted for 
30 percent of Pontiac’s retail sales 
since the ’61 models were intro- 
duced last October, S. E. Knudsen, 
Pontiac general manager said last 
week. 

Knudsen said Bonnevilles took 
22 percent of ’60 model sales. The 
series was introduced in 1958 and 
was responsible for only 6 percent 
of the division’s sales that year. 


Industry Is Facing Bills 
On Pay Floor, Finance 


(Continued from Page 1) 


time-sales financing industry to 
survive part free and part slave.” 
He told the American Finance 
Conference: “Prompt divestiture by 
General Motors and Ford of their 
finance subsidiaries and prohibition 
of the institution of similar ar- 
rangements by other manufactur- 
ers are, I am convinced, of first 
priority if we are to preserve free 
enterprise competition in this great 
industry.” 
* + a 

ENATOR Estes. Kefauver, Ten- 

nessee Democrat who sponsored 
a companion bill in the Senate last 
year, may reintroduce his bill. 
Hearings are not thought likely in 
the Senate, since the last Congress 
held hearings and Kefauver’s sub- 
committee has much pending busi- 
ness, 

Rep. Kenneth Roberts, Ala- 
bama Democrat, has reintro- 
duced his bill to require all gov- 
ernment-owned cars to have 
built-in safety devices prescribed 
by the Bureau of Standards. The 
Roberts bill passed the House 
last year but died in the Senate. 

In introducing the bill, Roberts 
predicted: “Passage of this bill will 
not only protect government em- 
ployes, it will help crack the re- 
sistance barrier the automobile in- 


dustry has put up against safer-|t 


designed automobiles, 

“By putting the federal govern- 
ment in this position of leadership, 
it will encourage all motoring 
Americans to expect that some day 
soon the automobiles they purchase 
are as safe as it is reasonable to 
make them. This is clearly not the 
case at the present.” 

Roberts also has introduced a 
bill to require that seat belts for 
cars meet certain safety standards, 


and a bill to establish a national |7 


accident-prevention center, 
* * * 


QOME air-pollution legislation 
dealing with auto exhausts and 
unburned hydrocarbons is also in 
the offing. Senator Clair Engle and 
Rep. John Moss, California Demo- 
crats, want to establish a _ three- 
man advisory group for natural 
resources and air pollution. 

A measure to exempt rebuilt 
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sharing program arrives Jan. 31,|%. 95 
with figures to be reported Feb, 3. 
“If January and December 

Rambler sales together are 10 

percent higher than the cormpar- 

able December and January sales 
of a year ago, when they totalled 

65,114, buyers taking delivery in 

January will each. receive a $25 

bond,” Abernethy said. “If sales 
are 20 percent higher, buyers 
taking delivery during the month 
will receive a $50 bond and the 

December owners will be mailed 
an additional $25 bond,” 

Chevrolet auto sales in 1960 set 
records for both the industry and 
the division, according to Edward 
N. Cole, general manager. 

He said dealers sold 1,730,091 cars 
during the 12-month period, com- 
pared with 1,722,745 units in 1955, 
Chevrolet’s best previous year. 
Sales last year were up 21 percent 
over those in 1959, he added. 

The standard Chevrolet account- 
ed for 1,494,776 of the record sales 
in ’60, and the Corvair took 235,315, 
Cole said. 

Fourth-quarter sales reached a 
record 417,457, compared with 394,- 
2388 in the final quarter of 1955, 
Chevrolet’s previous fourth-quarter 
high, Cole said. 

* 


ending Mar. 31. The scale ranges 
from a $25 bond if the sales increase 
is 10 percent or above, to $125 in 
bonds if the increase is 50 percent 
or above. The plan is both cumula- 
tive and retroactive through the 
period. 

Mailing of bonds to Rambler 
buyers is being handled by the Na- 
tional Bank of Detroit, largest of 
the U. S. Treasury Department's 
bond-issuing agents. The Rambler 
mailing is believed to be the largest 
single bond distribution yet made, 
Romney stated. 

“We had only a dozen work- 
ing days in December for the 
plan to get in operation,” Rom- 
ney said, “Buyer response was 
rapid, but obviously we are only 
beginning to feel the results of 
the favorable consumer reaction, 
We now have indications that 
the program will be highly ef- 
fective despite the slower gen- 
eral business conditions it was 
partially designed to attack. 

“Under this plan, nearly all of 

the benefits of the plus volume gen- 
erated are being passed on to 
Rambler and Metropolitan buyers. 
The company will benefit by the 
enlargement of our total number 
of owners and by moving into still 
higher sales volume levels, In the 
last few years, Rambler has not 
only sparked a national revolution 
in the automobile industry, but has 
moved from the position of a tail- 
ender in the business to become 
one of the four most popular car 
makes. We are not planning to pull 
up short at this point.” 


* * * 


OY ABERNETHY, executive 
vice-president, said the next 
plateau in the consumer progress- 






























MEMA Elects Officers— 


















Bearing Co., and A. J. Tirri, MEMA office 


To 85-Day Supply... 


tals fell 85 and 2.6 percent, re- 
spectively. February and March 
chalked up gains of 13.7 and 12 
percent. 

+ 


* * 
ONTRIBUTING to _ increased 
shipments in the fourth quar- 
ter of 1960 were resumption of or- 
ders from Renault and Fiat, which 
had virtually ceased to import in 
October and September. However, 
spokesmen emphasized that new 
arrivals of ’61 models would be 
substantially lower in number than 
the monthly averages of 1959 and 
early 1960. 
Volkswagen’s runaway sales of 


Compacts Grab 
Nearly 40 Pct. 
Of L. A. Volume 


LOS ANGELES.—The 10 com- 
pacts bagged 38.7 percent of Los 
Angeles County’s 24,016 new-car 
registrations in November, accord- 
ing to Donnelley’s Motor Recorder 
of California. 

The November total dipped im- 
perceptibly from the October vol- 
ume of 24,037 new-car sales. Ford 
outsold Chevrolet in November, 
5,997 to 5,802, with Falcon topping 
Corvair, 2,296 to 1,939. The Ford 
total included 603 Thunderbirds 
and the Chevrolet total, 102 Cor- 
vettes. 

Other compacts finished as fol- 
lows: 

Rambler, 1,402, including 617 
Americans; Comet, 1,165; Valiant, 
805; F-85, 450; Lancer, 433; Special, 
317; Studebaker, 309, and Tempest, 
171. 

Oldsmobile squeezed ahead of 
Rambler for third place in the 
overall make standings, 1,414 to 
1,402. Plymouth’s 1,383 sales took 
fifth place. 

The imports, paced by Volkswag- 
en’s 515 sales, accounted for 6.9 
percent of the November market. 
Renault sold 153 units and Austin- 
Healey 100, with the other imports 
below this level. 


p Heads Up 


* * 


New-Car Sales Rise 
45 Pct. in Sioux City 


SIOUX CITY, Ia.—New-car sales 
spurted 45.7 percent in December 
here, reaching 379 units in Wood- 
bury County. This exceeded both 
the 260 new cars retailed in No- 
vember and the 273 in December, 
1959. 

Chevrolet led Ford in December 
registrations, 119 to 103. The break- 
down of other makes follows: 
Buick, 28; Pontiac, 22; Oldsmobile, 
20; Plymouth, 17; Rambler, 15; 
Dodge, 13; Cadillac, 9; Studebaker, 
7; Chrysler and Comet, 6 each; 
Mercury, 5; Volkswagen, 3; Re- 
nault and Opel, 2 each; Valiant 


parts and accessories from the | and DKW, 1 each, 


manufacturers excise tax, spon- 

sored by Rep. Frank Ikard, Texas 

Democrat, is among the miscel- 
laneous bills of interest to car 
dealers. 

Another is a bill, reintroduced 
by Rep, Emilio Q. Daddario, Con- 
necticut Democrat, to exempt cer- 
tain business concerns engaged in 
interstate commerce from the obli- 
gation to collect state use taxes. 

On the first day of Congress, 
representatives put into the House 
hopper more than 1,700 bills. Sena- 
tors traditionally do not introduce 
legislation until] after the Presi- 
dent’s State of the Union message 
due on Jan. 12, and so their flood 
is yet to come. Most of course, get 
weeded out, but all signs point to 
an active session. 





°61 Buick Design Cited 
By Decorators’ Institute 


CHICAGO.—Buick received one 
of the 42 prizes awarded last week 
by the American Institute of Dec- 
orators. The AID said it was the 
first time it had singled out an 
automobile for a special citation 
in its annual design award pro- 
gram. 

The citation said Buick was 
“selected for distinguished car de- 
sign and outstanding contribution 
to interior comfort.” It was pre- 
sented in the AID category of “re- 
search and development in the 
interior furnishings field.” 





Cudli 
Renault Sales 


NEW YORK.— Appointment of 
William J. Cudlip as sales man- 
ager of Renault, Inc., is announced 
by Maurice Bos- 
quet, president 
and general 
manager, 

Cudlip will 
have charge of 
all field sales op- 
erations of the 
motor vehicle 
marketing com- 
pany, supervising 
activities of the 
New England, 
East Coast, Mid- Wm, J, Cudlip 
west and West Coast sales divi- 
sions. 


Touring a Plant Via Tape— 


A pioneering effort in mass communications transports visitors at the Society of 
Automotive Engineers International Congress and Exposition from Cobo Hall in Detroit 
to the plants of Delco-Remy Division in Anderson and Muncie, Ind., more than 250 
miles away. Visiting engineers find themselves making “in person” plant tours of 
actual production lines and engineering and manufacturing facilities in the plants 
via instant video tape. As shown above, all scenes in the taped tours were taken on 
location in the plants and were unstaged and unrehearsed. The SAE exposition closes 
Friday (Jan. 13). 








Officers of the Motor and Equipment Manufacturers Assn., elected by the association's 
directors, at a meeting in Coral Gables, Fla., include Frank L. Bredimus, president, 
Globe Hoist Co., president; G. H. Goehrig, Blackhawk Mfg. Co., vice-president; S. S. 
Gordon, Republic Gear, secretary, and Charles H. Seibert, Behr-Manning Co., treasurer. 
The directors also honored John W. Anderson, MEMA past president and president 
of Anderson Co., by presenting him with an illuminated copy of a resolution tendering 
the “sincere thanks” of MEMA. Directors attending the meeting were, clockwise around 
the table, H. F. Griffin, Griffin Lamp Co.; Goehrig; R. R. Dunn, Hastings Mfg. Co.; 
Dr. Ben Werne, MEMA counsel; C. A. Benoit jr., Permatex Co., Inc.; W. A. Raftery, 
Signal-Stat Corp.; T. S. Rose, Sealed Power Corp., retiring president; Anderson; R. D. 
Williams, E. Edelmann & Co.; Gordon; Seibert; Bredimus; John Howell, Timken Roller 


manager. 





Import Stocks Dip Anew 


(Continued from Page 1) 


’61 cars have brought about con- 
tinued increases in shipments 
from West Germany. Alone among 
importers of economy sedans, VW 
has carried relatively low supplies 
into the new year. 

Typifying the sales problems 
confronting the captive makes, 
those dualled by domestic pro- 
ducers, wag the admission by one 
concern that its year-end stocks 
were equivalent to almost a six- 
month supply. 

This captive reported some 2,800 
units on hand or in transit at the 
end of December, which produced 
500 sales. The volume lag occurred 
in spite of a lofty program of deal- 
er cash sales incentives. 

* * * 


c= importer, it was learned, 
has been asked pointblank for 
a large-scale rebate program to 
help move economy sedans. The 
factory representatives have coun- 
tered with a demand for more 
orders and asked the distributors 
to institute American-style price 
cutting or “go out of business and 
sell back to us.” 

At year’s end, Jaguar had 
joined Standard-Triumph and 
Renault in distributor buyout 
programs. This trend is expected 
to continue in 1961. 

The import stockpile decline of 
6,000 new cars in December was 
less than half of November’s drop-— 
off. More than 40,000 units were 
shaved from the foreign-built 
stockpile in the course of the 1960 
balancing-out program, 


p. Pockets 
Dealer’s $3,850 
In Money ‘Swap’ 






told police he was swindled out” 
of $3,850 in a new version of an old 
confidence game, Here’s his story: 

An unidentified man told him he 


funds from Cuba.” 


The man finally agreed to take & 


$3,850, all the small bills which 
Chase had. The man placed the 
money in an envelope and sealed 
it with tape. 

When Chase asked for the 
$10,000, the man said it was hidden 
nearby and that he would go get it. 
Chase demanded his money back 
and the man agreed, reaching into 
his coat and handing over an en= 
velope which appeared to be the 
one into which the money was 


placed. 
After the man left, Chase opened 


the envelope and found only paper —— 


torn into the shape of bills. 


cata sis 


oR” Shae 





CLEVELAND, Tenn—A Cleve 
land used-car dealer, James Chase, 


had a friend in possession of 
$20,000 in United States currency” ~ 
smuggled out of Cuba and who ~ 
was willing to trade $10,000 of the ~ 
money for $5,000 because “trouble ~ 
threatened over removal of the ™ 
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ate * * . > « 
-.. most experienced finance institution 


specializing in the auto business” 


says JACK G. SCHWARTZ, 
Rambler dealer, Levittown, N.Y. 


















“Having used the ComMeErRcIAL CrepiT PLAN 
since I started in business, I have great admira- 
tion for the company and for the high caliber 
men they employ. I feel sure that CoMMERCIAL 
CrepirT is the most experienced finance institu- 
tion specializing in the auto business. It is cer- 
tainly the best equipped to work with a volume 
type dealer, particularly with the large fleet deals 
we handle. On the retail side, the past exposure 
a customer has to the many dealers that use 
ComMMERCIAL CrepiT helps sell our house plan. 
We use COMMERCIAL CrepiT’s Morning Meet- 
ing Guide program in training our salesmen, and 
we offer bonuses to those who close deals that in- 

clude our house plan.” 










Commercial Credit 
serves successful dealers 










For complete information on how our service can help pro- 
mote your success, call or write the COMMERCIAL CREDIT 
CORPORATION office nearest you. 
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Election Petitions Withdrawn .. . 


Unions Give Up on Salesmen 


Boise, Id., and Indianapolis. Fresh 
campaigns to organize salesmen in 
Houston, Dallas and throughout 
Ohio also are expected to fail. 

Labor observers contend that one 
of the chief reasons for the unions’ 
failure to organize salesmen is a 
move by dealers and dealer as- 
sociations to develop and maintain 
conditions of employment which 
allow little ground for union con- 
troversies. 

Such a warning was issued last 
week by the Illinois Automotive 
Trade Assn. 

In its weekly dealer bulletin, 
the IATA pointed out that “pres- 
sures are being generated at the 
top echelon of labor leaders to 
increase the organizing activity 


elections and has withdrawn from 
the last seven. 

The collapse of the Detroit cam- 
paign is still another indication 
that unions are having a tough 
time organizing the nation’s auto- 
mobile salesmen, 

This latest setback is in tune 
with a national trend in which 
salesmen have been rejecting 
unions in representation elections 
conducted by the board. 

Similar setbacks have been suf- 
fered by unions in Kansas City, 


Alameda Studies 
Loss of All But 3 











By Francis J. Gawronski 
Staff Writer 


ee by two unions to 
organize some 3,000 new and 
used-car salesmen in the Detroit 
area have collapsed. 

The unions, Teamsters Local 376 

and Salesmen’s 

Guild of America, 

apparently have 

given up their at- 

tempts to organize 

the dealerships be- 
cause of a lack of interest among 
the salesmen. 

In the last two weeks, the unions 
have withdrawn petitions with the 
National] Labor Relations Board 
for representation elections among 
salesmen at 15 dealerships in the 




















New in Trucks— 

Industrias Motorizadas Onieva S. A., the builders of small motor tricycles (motorcarts), 
has built this model which can carry a semi-trailer. It is fitted with a 200-c.c. motor, 
four-speed gear box and reducer. The motor is positioned under the driving seat and 
is suspended with four rubber stop-plates. The rear suspension is with spring-carriers. 
The front suspension has two articulated arms fitted with cushions, and it can carry a 


Detroit area. Seven of the with- 
drawals involved elections sched- 
uled for last week. 

The withdrawals were filed with 
the board following a series of 






New-Car Outlets 


ALAMEDA, Calif.—The Chamber 
of Commerce here has been told 
major 4uto manufacturers are cut- 


as it pertains to franchised deal- 
ers.” 

“We urge that you keep a watch- 
ful eye for signs of discontent 


load of 1,320 pounds. 



























ting the number of dealerships and 
centralizing them in metropolitan 
areas. 

The City Council asked the cham- 
ber to investigate after losing Pon- 
tiac, Mercury, Buick and Stude- 
baker-Chrysler dealerships in less 
than two years. Chevrolet, Ford 
and Plymouth are the only dealers 
left in the city handling United 
States-made new cars. 

Frank V. Bridge, Pontiac execu- 
tive, wrote the chamber that some 
dealerships have been closed under 
General Motors’ quality dealer pro- 
gram because they weren’t profit- 
able. He said moving the Pontiac 
dealership to Oakland “would better 
serve a greater number of people, 
while increasing profit opportunity.” 

M. H. Hayward, a Lincoln-Mer- 
cury franchising executive, told the 
chamber the Alameda area can sup- 
port only two L-M dealerships and 
that there are two in Oakland. Ala- 
meda, a city of more than 60,000, 
adjoins Oakland, 


Wholesalers to Meet 


FOND DU LAC, Wis.—The Wis- 
consin Automotive Wholesalers 
Assn. will hold its charter meeting 
Jan. 11 at the Retlaw Hotel here, 
according to David I. Gordon, Gor- 
don Auto Parts, Inc. Racine, a 
WAWA director. 


elections in which the unions were 
rejected by the salesmen. 

After filing 71 election peti- 
tions with the NLRB, Teamsters 
Local 376 managed to win only 
two in 24 conducted by the board. 

The Teamsters first election vic- 
tory came after 18 straight rejec- 
tions by the salesmen. After win- 
ning two of the next six elections, 
the big union asked the NLRB to 
call off the next 13 scheduled elec- 
tions. 

Observers predict that the Team- 
sterg local will withdraw from all 
future elections scheduled by the 
board. 

The second union wooing De- 
troit-area salesmen, the guild, has 
filed 31 election petitions with the 
NLRB. To date, it has lost 10 of 12 


N. Y. Dealer Group 
Asks NADA Aid 
On 12-12 ‘Reforms’ 


NEW YORK.—A number of de- 
mands on the factory growing out 
of the new 12-12 warranty program 
have been proposed in a resolution 
forwarded to the National Automo- 
bile Dealers Assn. by the Greater 
New York, Long Island and West- 
chester Automobile Dealers Assn. 

Asking NADA’s aid in “vigorous- 
ly pursuing a program with the 
manufacturers,” the New York as- 
sociation proposed: 

That dealers be adequately com- 
pensated for all warranty work; 
that time allowances be fixed on a 
more realistic basis; that diagnos- 
tic time be extended. 

That warranty claims be paid 
within 30 days or less. The associa- 
tion suggested that the procedure 
for applying for and receiving pay- 
ment should be standardized and 
that audits be eliminated if pos-| 
sible, or, if not, that they be made| | 
within 30 days after payment. 

That labor rates on warranty 
work be increased at least i5 per- 
cent to cover additional cost of lia- 
bility insurance because of the ex- 
tended warranty and the “increased 
dealer exposure to lawsuits by dis- 
gruntled customers.” 

These proposals were highlights 
of the program suggested in the 
resolution, it was pointed out. 


OKLAHOMA CITY. — Stiffer re- 
sistance to factory sales pressures 
is imperative to dealers who hope 
to survive in today’s increasingly 
competitive mar- 
ket, Roy Tant, 
manager, Okla- 
homa Automobile 
Dealers Assn., 
warned in a New 
Year’s message 
to members. 

“Where are 
those hard-crust- 
ed dealers of yes- 
terday who could 
say no to a fac- 

Roy Tant tory rep and then 
knew where to tell him to go if the 
message didn’t get through?” he 
asked. 

Tant called today’s dealers “soft 








Chevrolet Dealers Elect— 

lex J. Daoust, center, Marysville, Calif., was elected president of the Oakland Zone 
Chevrolet Dealers’ Assn. at the group's recent organization meeting. The association 
includes 144 Chevrolet dealers in Northern California and Western Nevada. Daoust 
receives congratulations from other newly elected officers. From left are Walter Roche, 
Petaluma, Calif., secretary; Bud Helgren, Reno, Nev., treasurer; Daoust; Ben Celli, 
Oakland, Calif., and Stub Hatch, Los Altos, Calif., vice-presidents. 












'|fall for this (factory) bait,” 
'| said, “A big factor in the deteriora- 


among your employes,” the IATA 
advised its dealer members. “Get a 
little closer to your employes to 
determine if they have any deep- 
seated problems pertaining to em- 
ployment—correct the trouble at 
once.” 


Michigan Banker 
Publishes Book 
On Floor-Planning 


SAGINAW, Mich.—‘“Floor Plan- 
ning the Dealer,” a guide for deal- 
ers and bankers, has been published 
by Everett D. Gibbons, assistant 
vice-president, Second National 
Bank of Saginaw. 

One chapter lists the steps to be 
considered in screening a dealer for 
floor-planning, such as his charac- 
ter, his financial condition, business 
experience, location of business and 
opportunity for success, and the 
type of factory agreement with the 
dealer. 

Another chapter tells how a 
banker should set up a floor plan 
for the dealer and accommodations 
that should be provided. These 
pages cover dealers in new and used 
cars, mobile homes, appliances and 
marine products, 


touches” for the factory’s “hard- 
sell programs,” particularly when 
rebates on outgoing models are of- 
fered about the time new models 
reach the market, 

“The factory pays a dealer 5 or 6 
percent in the form of an addition- 
al discount so the dealer can give 
away 5 or 6 percent more of his 
profit,” Tant continued, “plus giv- 
ing him the added incentive of 
killing profitable sales on virtually 
all of his new-car inventory for the 
coming year.” 

Asserting that dealers now are 
in “the most precarious economic 
position of all time,” Tant said they 
have “killed most of their profit- 
able market for ’61 model sales 
through distress advertising of ’60 
models. 

“And let’s face it,” he added, 
“the public is on to it all.” 

The possibility of 30-day time 
billings also was viewed dimly 
by Tant. 

“God help our business if dealers 
he 


tion of the retail automobile busi- 
ness of today is the ease with 
which Joe Doaks can get into the 
business without the risk of his 
own capital. 

“Give him a free 30-day supply 
of cars on top of this and the 
legitimate, adequately financed 
dealer who is in business for some- 
thing besides social contacts and 
health, might as well fold his tent.” 

Tant labelled as a myth factory 
contentions that the growing num- 
ber of options is a result of “pub- 
lic demand.” 

“This is a classic sales promo- 
tion,” he said. “The public hasn’t 
demanded it. 

“The manufacturers have seized 

upon it, have made these cars in 
every style and hue and have con- 


Two More Dealer Groups 
OK Guaranteed Warranty 


CHICAGO. The Guaranteed 
Warranty program for used cars 
has been adopted by the Illinois 
Automotive Trade Assn. and the 
Nebraska New Car Dealers Assn. 

The G-W plan, which origi- 
nated in Iowa and spread to 
South Dakota and Wisconsin, is 
available only to franchised new- 
car dealers who are members of 
a state association. 

Under the program, a used-car 
buyer receives a 15 percent dis- 
count on all parts and labor for a 
one-year period, but the work must 
be done in the dealer’s shop to 
qualify for the discount. 

Any dealer participating in the 
program agrees to honor the war- 
ranty card of any other dealer in 
any state using the Guaranteed 
Warranty plan. 

At a rate of 50 cents per car, 
the dealer receives a windshield 
sticker denoting the G-W; a one- 
year warranty card for the pur- 
chaser, explaining the warranty; 
a booklet listing all dealers in the 
state who participate in the plan, 





Where are the No-Sayers ? Manager Asks 


vinced the dealer that he should 
carry as many as possible in order 
that he may have what the public 
demands. 

“The public never demanded it 
until the factories came out with 
it, and they wouldn’t demand it 
now if the options weren’t avail- 
able,” Tant said. 


Guest Speaker— 


George J. Cutler, left, Plymouth service 
director, addressed educators at a spe- 
cial luncheon sponsored by Plymouth in 
Los Angeles in connection with the con- 
vention of the American Vocational Assn. 
Cutler spoke to nearly 100 supervisors 
of automotive training programs in schools 
throughout the country. At right is George 
Funk, industrial education supervisor for 
the Los Angeles Board of Education. 





and a 10-inch window decal show- 
ing the dealer is a participant. 

Half of the 50-cent fee is used 
by the state association to adver- 
tise and promote the program, 
and the other half covers the 
cost of printing the material and 
financing mailing and handling 
by the association. 

Every six months a new booklet 
will be put out listing all partici- 
pating dealers, a spokesman for 
the Nebraska group said. 

“The beauty of the thing,” he 
said, “is that it keeps your custo- 
mer in your shop. And dealers 
using it say it costs less than the 
regular 50-50, 30-day warranty. 

“G-W also provides a good sell- 
ing opportunity when you tell the 
customer he can drive to Chicago, 
or all over Nebraska, and still get 
his 15 percent discount if his car 
is under warranty and needs re- 
pairs,” he said. 

He added that about 125 dealer- 
members in Nebraska are needed 
to make the program “worth going 
into.” 

The Illinois program is due to 
get under way April 1, and, an as- 
sociation spokesman said, it will be 
preceded by news releases and ads 
in the state’s daily newspapers an- 
nouncing the plan to the public. 

Inquiries about the program re- 
portedly are coming in from dealer 
associations in Connecticut, Ala- 
bama, Mississippi, New Mexico, 
Colorado and Wyoming. The plan 
is under study by the Utah Auto- 
mobile Dealers Assn. 


Dealers to Stick 
To Sundays Off 


FORT LAUDERDALE, Fla. — 
The Broward County Automobile 
Dealers Assn, has voted to continue 
Sunday closings in spite of the fact 
that the State Supreme Court has 
invalidated the law banning Sun- 
day sales. 

The action was taken at a meet- 
ing at which George R. Slaton was 
elected president. Turner Narmore 
was named vice-president, and 
Donald Atherton, secretary-treas- 
urer. 

The association has 22 members 
and represents most of the new- 
car dealers in the area, said Ather- 
ton. He added that used-car dealers 
also have indicated a preference 
to continue Sunday closings. 


"61 Opel Goes on Sale 
With No Price Boost 


FLINT.—The restyled ’61 Opel, 
featuring a squared-off roofline 
and no change in prices, went on 
sale Friday at Buick dealerships. 
Models also were on display at 
the General Motors Motorama in 
San Francisco. 

Advertised-delivered prices of 
the German-made car remain 
$1,987.50 for the Rekord two-door 
sedan and $2,292.60 for the Cara- 
van two-door station wagon, at 
East Coast ports of entry. These 
prices include federal excise and 
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Customer Progress 
Sharing Program Lauded 
By Dealers And Press 





TYPICAL PRESS COMMENTS: 


Thinking Is Sound 


...“*The basic thinking of the American Motors 
Corporation president deserves commendation .. . 
We think that the automobile-buying public will 
be intrigued by this novel way of recognizing that 
the road to larger profits is selling more for less.” 

Detroit News 


* * * 


**The bold new crusade by American Motors for a 
more equitable division of economic progress is an 
interesting effort to brighten the economic picture. 
At least one major corporation is not waiting for 
the unemployment picture to worsen, or waiting 
for the government to act.” 

Kenosha News 


* * * 


“‘George Romney came to our Big Town this week 
—and let’s be frank, he’s never on a tourist trek. 
You can bet he’s always got an idea. Now that he’s 
got American Motors running in high gear with 
its Rambler compact cars, ranking fourth in new 
car registrations tabulated for nine months this 
year, he doesn’t intend to stand still . . . He came 
up with a bonus idea of rewarding Rambler buyers 
with U.S. savings bonds iri ratio to the increase 
in sales scored by Rambler over previous months. 
It’s a sales stimulant.” 

Charles M. Sievert in 


N. Y. World Telegram - 


+ 





* * 


. . » ‘Power to American Motors and its president 
for giving the idea a try.” 
Des Moines Register 


TYPICAL RAMBLER DEALER COMMENTS: 











‘We have a golden cere e to 
make automotive history and further 

solidify our position as leaders in 
the compact car concept. You have 


— a drive unheard of in 
automobile industry.” 


Patrick F. Viscome 

Biltmore Motors, Rye, N.Y. 
“‘so big—so far-reaching. No ques- 
tion that it will have terrific impact 
upon the public.” 


George Sheffler, 
Sheffler Rambler, Inc., 
Cleveland, Ohio 


2 aun enthusiasm of the customer 


program has hit this town 
ikea. a bombshell.” 





**Fantabulous’ is the word!” 
Glenn Burdick, 
Glenn Burdick Rambler, Inc., 
N. Syracuse, N.Y. 


“Finest program we’ve had to 
attract public to Rambler.” 
Roy A. Cruze, 
Knoxville Motor Co., 
Knoxville, Tenn. 


“Terrific. Don’t see how we can 
miss. Only one way we go. . . UP!” 
W. M. Ricker, Ricker Motors, 

ittier, Californé 


“‘Greatest thing ever happened in 
auto industry.” 
C. W. Wentworth, Jr., 
Wentworth & Irwin, Inc. 
Portland, Oregon 


‘‘Builds tremendous traffic—makes 

all customers salesmen—gets every- 

one on the block talking Rambler.” 
W. P. Williams, 
Williams & Baker, Inc., 
Washington, D. C. 


“‘Customer sharing program tre- 
mendous, excellent acceptance by 
prospects.” 


“‘Most unheard of thing in auto- 
mobile industry and the most 
stimulating.” 
W. A. Fritz, Jr., 
Anheuser Motors, Inc., 
St. Louis, Mo. 





a ee ee 





We Have the Proved Product for the Exploding 
Compact Car Market . . . There Are Still a Few 
Franchises Available in Select Markets .. . 


YOU Have The Opportunity! 


ve Dear Sir: Will you please provide me with more complete 
information about the Rambler franchise. | understand that | 
am under no obligation and my inquiry will be held in the 


Ne sce 
HUE ooxs 
TODAY 


Rambler Franchises Also Available in Canada and impertant Export Markets. 
In Canada, Write to: American Metors (Canada) Lid., Brampten, Ontario. 





oe 
See. 





vin Spies cade ace aaa St 
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Chief Has 100,000 Shares .. . 





Romney Salary Hiked, 
AMC Cuts 3 Others 


DETROIT.—American Motors 
last week reported that President 
George Romney’s aggregate remu- 
neration was boosted to $250,000 in 
the fiscal year ended Sept. 30, Rom- 
ney’s raise amounted to $24,650 from 
the previous fiscal year. 

At the same time, a stockholder 
proxy statement revealed, total sal- 
aries and bonuses for three other 
top executives were reduced to $166,- 
691 each. The reductions, reported 
as $18,210 apiece, were extended to 
Executive Vice-Presidents Roy Ab- 
ernethy, Roy D. Chapin jr. and 
Bernard A. Chapman. 

The annual meeting of AMC 


at the corporation offices here. 
The company: has no. proposals 
for action at the meeting. 

The proxy statement showed that 
Romney exercised options for 65,205 
shares of AMC stock last year. On 
July 15 he picked up 45,675 shares 
at $3.04 and 6,300 shares at $10.11. 
He added 3,150 shares at $10.11 on 





Romney Retracts 
Accusation on 


GM Parts Import 


DETROIT, — George Romney, 
president of American Motors, said 
last week he was mistaken in hav- 
ing charged General Motors with 
intent to use its facilities abroad 
for importation of automotive com- 
ponents into the United States, 

“In the verbatim account of my 
press conference statement in New 
York on Dec. 15, there was a seri- 
ously inaccurate assertion,” Rom- 
ney said. “General Motors is 
charged with intention to use its 
facilities abroad for importation of 
components into the U. S., and for 
the purpose of disregarding na- 
tional boundaries and policies. Such 
facilities were not established for 
that purpose, and there is no evi- 
dence of that intention now. 

“One other comment to avoid 
possible misinterpretation: Where 
I made broad reference to the au- 
tomobile industry, I did not intend 
this necessarily to include every 
company in the industry, 

“For example, when I pointed out 
the decline in Michigan’s share of 
total U. S, automotive employment, 
I was not attributing any deliber- 
ate action to any single company, 
large or small. I was simply noting 
and generally interpreting the sta- 
tistical fact.” 

Romney continued: “I want to 
make this correction in a state- 
ment that was widely distributed 
in news.media through advertising 
and other means, for the simple 
reason that I was wrong in these 
specific assertions. 

“However, I intend to continue to 
do my utmost to direct attention 
to trends resulting from failure of 
all consumers to share in economic 
progress. As long as these trends 
continue, we are faced with greater 
loss of domestic and world mar- 
kets, a weakening in our world 
competitive ability, additional in- 
stances of excesses in foreign in- 
vestment of American corporations 
— both from our own national 
standpoint and in the public senti- 
ment of many countries — even 
friendly neighbors such as Canada.” 





Losing Bidder Takes 
Parts Fight to Court 


CLEVELAND.—LaRiche Ford, 
Inc., has taken its fight for a 
$50,000 city contract for auto parts 
to court, The city awarded the 
order to Birkett L. Williams 
Ford. 

The city was directed by Com- 
mon Pleas Court to answer La- 
Riche claims that the city could 
save at least $500 by buying the 
parts from LaRiche. The city has 
said it accepted the Williams bid 
of a 2 percent discount, rather 
than LaRiche’s 3 percent, be- 
cause the former agreed to limit 
to 10 percent any price increase 
applied to parts in the future, 








Sept. 30 and 10,080 shares at the 
same price Dec. 1. 
AMC stock ranged in market 


price from $19.69 to $20.94 on the. 


day the AMC chief exercised his 
options. 

On Nov. 25, Chapin purchased 
1,575 shares at $3.04 and an iden- 
tical number of shares at $1.85. 

Under a 1960 stock option grant, 
Abernethy on Dec, 1 was allowed 
to purchase 15,753 shares at $18.71. 
Previous option prices to AMC of- 
ficials were: 1959, $18.77; 1958, 
$10.11; 1957, $2.40; 1956, $1.85 and 
$2.10; 1955, $2.74 and $3.59, and 
195A, $3.04. 

Abernethy, Chapin and Chapman 
all exercised stock options for vary- 
ing amounts of shares in November, 
1959. 

Of the 18,015,123 shares of AMC 
stock outstanding as of Dec. 1, Rom- 
ney held 100,725; Chapin, 54,450; 
Chapman, 20,965, and Abernethy, 10,- 
491. Holdings of other AMC direc- 
tors were as follows: 

Harlan T. Pierpont, 11,580; Eu- 
stace Seligman, 1,125; Richard E. 
Cross, 630; Harcourt Amory, 1,000; 
William E. Stirton, 315; J. Willard 
Marriott, 900; Don G. Mitchell, 300, 
and William C. Scott, 300. 

The corporation estimated that 
approximate net 1960 remunera- 
tion after Federal income tax for 
its four top executives would be: 
Romney, $72,818, and Chapin, 
Chapman and Abernethy, $62,479 
each. 

In its pamphlet report on fiscal 
1960 operations, also mailed to 
stockholders last week, American 
Motors reported that its 25 percent 
return on shareholder investment 
was the “highest such rate of re- 
turn in the U, S. automobile indus- 
try in the period of our fiscal year.” 

AMC listed 90,000 shareholders at 
Sept. 30, compared to 57,000 a year 
before. They received $20,628,563 in 
dividends, compared to the previous 
year’s payout of $7,122,730 in cash 
and a 5 percent stock dividend. 

Excess costs of approximately 
$12% million accrued against 
AMC in the latest fiscal year be- 
cause of procurement charges 
during the steel] strike. The cor- 
poration raised the equity in its 
Canadian subsidiary from $2,523,- 
199 to $3,818,144 to prepare for 
resumption of Rambler produc- 
tion there. 

All figures bearing on AMC stock 
were adjusted in the proxy state- 
ment and annual report to reflect 
the 3-for-1 split of last Feb. 10. 

Previously, AMC reported record 
sales of $1,057 million for fiscal 1960, 
exceeding the previous year’s $869 
million. However, net profits de- 


clined to $48,243,361 from the 1959 
peak of $60,045,760. 





100,000th GMC of '60— 


The 100,000th GMC truck built in 1960, 
highest production achievement in five 
years, is inspected by GMC Truck & Coach 
Division officials as it rolls off the final 
conditioning line in Pontiac. Shown, left 
to right, are R. C. Woodhouse, general 
truck sales manager; Calvin J. Werner, gen- 
eral manager; T. E.. Wilson, general manu- 
facturing manager, and C. V. Crockett, 
chief engineer. 
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Columbus Prociaims ‘Auto Show Week'— 


Mayor Ralston Westlake of Columbus, O., signs the proclamation setting aside the 
week of Jan. 14-22 as “auto show week" in- Columbus. With the mayor for the cere- 
mony are John B. Barton, executive secretary, Columbus Auto Dealers Assn. and 
show manager, and show committee members Sandy McPherson (Volkswagen), Herman 
Marte (Pontiac), Willard Ewart (Pontiac), committee chairman; Edgar Planck (Dodge), 
Robert Keim (Ford), Robert Germain (Mercury), Herman Beck (Rambler), and Jack Schmidt 


(Oldsmobile). The 1961 show will be held 
Fairgrounds. 





Syracuse Breaks Early niath 


in the Buckeye Building at the Ohio State 


Five Cities Open Shows 


By John E, Walsh 
Staff Writer 

DETROIT. — Auto shows will 
open this week in five more cities— 
Clearwater, Fla.; Washington; Syra- 
cuse; Toledo, O., and Columbus, 
O. The Fort Worth event, which 
opened yesterday (Jan, 8), closes 
tomorrow (Jan, 10). 


of the three-day show which gets 
under way tomorrow, W. E. 
Crown, Crown Motor Co. (Impe- 
rial-Chrysler-Plymouth), is chair- 
man and the sponsor ig the 
Clearwater Automobile Dealers 
Assn. 

The 32nd annual Washington 
show, sponsored by the Automotive 
Trade Assn. National Capital Area, 
will begin a five-day run tomorrow 
in the National Armory. Erle R. 
Kirby, Arlington (Va.) dealer, is 
chairman. 

The 52nd Syracuse show, Jan. 
14-21 in the Onondaga County War 
Memorial, igs the earliest staged by 
the Syracuse Automobile Dealers 
Assn. in years. In the last three 
years, the show has been held in 
mid-February and all: were plagued 
by snow and blizzards which hurt 
attendance. 

Stuart C. Ballard, SADA execu- 


Record Turnout 
Seen by NIADA; 
Bicks to Speak 


MIAMI BEACH.—The largest at- 
tendance in the history of the Na- 
tional Independent Automobile 
Dealers Assn. is expected to turn 
out here next week for the group’s 
14th annual convention. The con- 
vention will be held for the second 
straight year at the Eden Roc Hotel. 

Featured speaker will be Robert 
A. Bicks, assistant Attorney General 
in Charge of the Justice Depart- 
ment’s Antitrust Division. He will 
address a luncheon Jan. 18, 

The convention will open Jan. 15 
with a meeting of NIADA’s 1960 
steering committee, The first gen- 
eral session is scheduled for the 
morning of Jan. 16, with Presi- 
dent John B. Kinnaird presiding. 

Board Chairman A, H. Schwartz 
will moderate a Monday morning 
panel on business management for 
independent dealers. 

Directors of the association will 
elect 1961 officers at a meeting Tues- 
day morning. A Wednesday morn- 
ing session will feature a panel on 
advertising media, 

The convention will conclude 
Wednesday evening with a banquet, 
featuring talks by the new presi- 
dent; General Counsel Milton T. 
Raynor, and Joseph C. Briley, presi- 
dent of the Nationa] Auto Auction 


n. 
On the entertainment side, a cock- 
tail party is scheduled for Monday 
evening and a luau for Tuesday 
evening. Comedian Alan King and 
singer Anita Bryant will perform 
at the banquet. Ladies’ events will 
include a luncheon and a boat 
cruise, 


tive vice-president and managing 
director of the show, said there will 
be more displays this year by ac- 
cessory and allied firms. 

Com pact-car giveaways, ex- 
hibits from the National Auto 
Show and more car displays will 
be highlights of the Columbus 
“Command Performance” show . 
opening Saturday in the Buckeye 
Building on the Ohio State Fair- 


gro 
Willard Ewart, Avery Pontiac, 
show chairman, said the admis- 
sion price will be 75 cents for 
adults, with children under 10 
being admitted free. Both domestic 
and imported cars will be dis- 
played. 


SAE Convening 
In Cobo Hall; 


Engines Stressed 


DETROIT.—A two-part presen- 
tation on the new engines in ’61 
models will feature this week’s 
program of the International Con- 
gress and Exposition of the Society 
of Automotive Engineers. 

All business sessions and the ex- 
position will be held for the first 
time in Detroit’s waterfront Cobo 
Hall, scene of the National Auto 
Show last October. 

Engineers involved in the devel- 
opment of the new engines will 
participate at discussions Thursday 
afternoon and evening. 

At Wednesday night’s annual 
dinner in the Cobo Hall main ban- 
quet room, General Motors Presi- 
dent John F. Gordon will speak. 
Ford Vice-President Andrew A. 
Kucher will succeed Plymouth 
General Manager Harry Chese- 
brough as SAE president. 

The convention opened at 9 a. m. 
today (Jan. 9) with reports on 
new powerplant effects on auto 
body design and on effects of truck 
weight and size limitation changes. 

Other highlights will include dis- 
play of a Russian-made car by 
Timken Roller Bearing Co.; special 
presentations by McLouth Steel 
and Aluminum Co. of America, and 
a report on the NSU-Wankel ro- 
tating combustion engine by engi- 
neers from Germany tomorrow 
night (Jan. 10), 


Late Report... 





Seat-Belt Law 
Weighed by N. Y. 


Action Would Apply 
To New Cars Only 


ALBANY. — There is a good 
chance that before long cars sold in 
New York State will be required to 
have seat belts as standard equip- 
ment. 

A new report by the New York 
State Joint Legislative 
on Motor Vehicles & Traffic Safe- 
ty notes that a bill will be intro- 
duced in the 1961 session of the 
Legislature mandating installa- 
tion of. seat belts on all cars 
sold in the state, 

Assemblyman Julius Volker, De- 
pew, who is vice-chairman of the 
committee, said he thinks there is 
a good chance the bill will be passed 
during the coming legislative ses- 
sion. If it doesn’t make the grade 
in 1961, in all likelihood it will 
within a couple of years, he added. 

Volker said that if and when 
the bill is passed, its effective date 
probably will be delayed at least 
two years to give the auto makers 
time to make provisions for in- 
stalling fittings ‘for the belts, It 
also would. apply only to new cars 
sold in the state after a certain date 
and not those on the road. 

The committee believes strongly 
that the auto makers will not now, 
nor in the foreseeable future, install 
seat belts as standard equipment 
unless forced to do so. 

The. Automobile Manufacturers 
Assn. told the legislative committee 
that “public acceptance of seat belts 
is only 2 percent and, therefore, 
the industry favors a slow, volun- 
tary approach to the problem.” 

The committee takes a dim view 
of this attitude. 

A few years ago some of the 
auto makers, notably Ford, 
use of seat belts strongly. 

But the program has taken a 


might indicate that a car was un- 


safe. 

“Certainly, no single auto Manu- 
facturer will embark on a seat-belt 
program, but compulsory legislation 
in the nation’s most populous state 
could lead to an industrywide seat- 
belt program,” the legislative com- 
mittee report said. 

The committee said it is con- 
vinced that once installation has 
been made compulsory the public 
wil accept the belts as necessary 
safety equipment. 


Davidson Buys 


Deal in Colorado 


LOVELAND, Colo.—Nick David- 
son, member of a family which 
owns three auto dealerships, has 
purchased Knox Chevrolet Co, here, 


Davidson’s father is a Denver 


Rambler dealer, an uncle OWns & 
Denver Chevrolet dealership and 
two brothers own’a Chevrolet deal- 
ership in Mobridge, S. D. 

The dealership which han 
Chevrolet, Buick and Pontiac 
been renamed Nick Davidson, Inc. 
Forrest S. Knox sr., who has op- 
erated the dealership since 1925, 
plans to retire. 


Biller Dodge Bankrupt 
SOUTH BEND.—Lowell M. Biller, 
part owner of Biller Dodge Sales, 


Inc., Goshen, Ind., has filed a peti- . 


tion for bankruptcy in United 
States District Court here listing 
debts of $14,239 and assets of $466. 


Used-Car Market 


The overall average of used 
dropped for the third straight 


cars sold at wholesale auctions 
week, reaching $1,069 last week, 


according to the Automotive News index. The decline was $9. 


All but the latest two model groups suffered setbacks, with '588 
taking a $56 beating. Gains of $53 were shown on ’6ls and $26 on 
60s. 


The other losses were $8 on ’59s, $7 on ’57s, $16 on ’56s, $44 on ’558 


and $41 on ’54s. All of the pre-’60 brackets 


new lows. 


At a group of representative auctions last week, the sales ratie 
was 71.2 percent, compared with 63.6 percent a week earlier. 


Auction reports begin on Page 24. 
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Again... one of the most remarkable votes of 
public confidence in the history of American industry 
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Again in 196l...as in every single year for 46 consecutive years 


MORE PEOPLE RIDE ON GOODYEAR TIRES 
THAN ON ANY OTHER KIND 


GOODSYEAR 


Watch “Pete & Gladys” on TV every Monday evening. The Goodyear Tire & Rubber Company, Akron 16, Ohio. 
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What's New... 


Miracle Power Stages 


One-Cent-Sale Promotion 


CLEVELAND.—A one-c en t-sale 
promotion involving engine lubri- 
cant and top cylinder lubricant has 
been inaugurated by Miracle Power 
Products Corp. 

Customers receive a 3%-ounce 
can of top cylinder lubricant for 
a penny with the purchase of a 
can of engine lubricant. To enable 
its dealers to profit from the pro- 
gram, Miracle Power is giving them 
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In Parts and Accessory Distribution 


free with each purchase of 24 cans 

of engine lubricant. 
* * * 

Reisert, McGraw, Naue 


Named Ammco Tools Reps 

CHICAGO. —Ammco Tools, Inc., 
North Chicago, has announced the 
addition of three representatives. 
They are: 

Cyril Reisert, covering Western 
Ohio, a portion of Northeastern 
Kentucky and a portion of Western 
West Virginia; Grady F. McGraw, 
field service engineer in Florida, 





and Gene Naue, field service engi- 
neer in Georgia and Alabama. 
* * * 


Maremont and Wholesaler 


Stage Dealer Meetings 


CHICAGO.—More than 250 deal- 
ers attended a series of eight meet- 
ings sponsored by Maremont Muf- 
fler Division, Monroe Auto Parts 
Equipment Co., and Service Parts, 
Inc., parts wholesaler in Southwest- 
ern Idaho and Eastern Oregon. 

Among representatives of the 
sponsors participating were Cal 











Holtz, Service Parts sales manager, 
and Everett Loving, Maremont dis- 


trict sales manager. 
* ” 


Hall-Toledo Names Hollis 


TOLEDO.—Hall-Toledo, Inc., an- 
nounced the appointment of Robert 
Hollis as a direct factory sales rep- 
resentative. He will be responsible 
for sales and customer relations in 
Ohio, Indiana, Illinois and other 
market areas contiguous to these 
states. 


+ * * 


Mohawk Forms Unit to Sell 


Tires Through Independents 


AKRON.— Mohawk Rubber Co. 
has set up a new Petroleum Mar- 
keting Division to coordinate the 
sale of Mohawk tires through in- 
dependent oil jobbers. 

O. L. Dailey jr. has been named 
manager of the division. He for- 


merly was executive secretary of 
the Arkansas Oil Marketers Assn. 
oe + 4 


Krasoff Heads Boosters 


PORTLAND, Ore.—C. A. Krasoff, 
Johns-Manville, is the new presi- 
dent of Automotive Boosters Club 
B-29 of Portland. W. S. Ramp jr., 
Alemite Co., was elected vice-presi- 
dent. 

” * * 


Distributor Named 


WYANDOTTE, Mich.—J. B. Ford 
Division of Wyandotte Chemicals 
Corp. has appointed Frederic B. 
Stevens, Inc., distributor for Wyan- 
dotte metal cleaning and finishing 
products in New England, Stevens, 
a Detroit firm, also handles the 
Wyandotte line in the Midwest. 


‘Statesman’ Unit 


48 cans of top cylinder lubricant 


ae 
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Air Express gets your shipment first on, first off 


When the AiR EXPRESS label goes on your product, it becomes a top priority shipment... handled 
with kid gloves all the way. It never waits for package accumulation; it goes out immediately and 
on the first plane. And it goes where the jets go—always first on, first off on all 35 scheduled 


U.S. airlines. It’s sped from pickup point to plane and delivered at its final destination by one of 
73,000 AiR EXPRESS trucks, many radio - dispatched. Just 

large or small—to any one of 23,000 communities in all Al re 

| 50 states... by swift, dependable jet-age AiR EXPRESS. 


one phone call is all it takes to speed your product — 
& CALL AIR EXPRESS DIVISION OF ReEeA EXPRESS + GETS THERE FIRST VIA U. S. SCHEDULED AIRLINES 





















































Of APRA Viewed 
As Trade Model 


CHICAGO.—The Automotive 
Parts Rebuilders Assn.’s3 Commit- 
tee for Business Statesmanship, 
made up of past presidents of the 
association, is receiving wide at- 
tention from the nation’s trade 
group, an APRA spokesman has 
reported, 

He said the committee’s chief 
function is to study legislative and 
economic matters which have an 
impact on business and the econ- 
omy as a whole. 

The committee will meet in 
Washington when Congress recon- 
venes in January, he added, and 
will discuss current issues with the 
United States Chamber of Com- 
merce and visit personally with 
legislators. 

“Similar committees from all 
businesses, professional and trade 
associations in the U.S., working 
together in the public interest, can 
ecome an outstanding example of 
democracy in action,” the APRA 
spokesman said. 

He added that such groups 
“create the vehicle by which these 
knowledgeable leaders, represent- 
ing the best in maturity and sound 
judgment, can assist legislators.” 
of ea * 


Bredimus Heads 
MEMA’s Slate 
Of Officers for 61 


NEW YORK, — F. L. Bredimus, 
Globe Hoist Co., has been elected 
president of the Motor & Equip- 
ment Manufacturers Assn.. Other 
officers are: 

G. H. Goehrig, Blackhawk Mfg. 
Co., vice-president; S. S. Gordon, 
Republic Gear Co., secretary, and 
Charles H. Seibert, Behr-Manning 
Co., treasurer. 

The directors for 1961 include: 
R. D. Adams, Clayton Mfg. Co.; 
Cc. A. Benoit, Permatex Co., Inc.; 
J. B. Dempsey, Speedway Mfg, Co.; 
R. R. Dunn, Hastings Mfg. Co., J. 
zs Howell, Timken Roller Bearing 
0. 

R. W. Lackner, Gumout Division, 
Pennsylvania Refining Co.; W. A. 
Raftery, Signal-Stat Corp.; R. D. 
Williams, E. Edelmann & Co. 
Bredimus, Goehrig, Gordon and 
Seifert, 


Two Fined $500 
On Theft Charges 


WINDSOR, Vt.—William J. May- 
nard, 41, North Ferrisburg used-car 
dealer, has been found guilty by 4 
jury in United States District Court 
on three of four charges in connec- 
tion with dealing in stolen cars 
from Canada. 

Judge Ernest W. Gibson sen- 
tenced the defendant to one year 
and a day in federal penitentiary 
on each count, the sentences to run 
concurrently, and fined him $500. 
The judge then suspended the sen- 
tences and placed Maynard on pro- 
bation for three years, during which 
he must pay the fine. 

Urbain Desmarais, 43, Richford, 
who had testified against Maynard 
after pleading guilty to transport- 
ing two stolen cars from Canada 
in connection with Maynard’s of- 
fense, was given one year and a day 
on each of two counts and fined 
$500. The terms were suspended and 
he also was placed on probation for 
three years, during which he must 
pay the fine. 
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OUR 
MONTHLY 
PROFIT 
POINTERS 


timely, interesting, always useful—another extra service from Associates 


This is the first page of the latest issue of “Profit Pointers,”’ a four-page letter that we 
mail free to dealers all over the country. It’s mostly advice and comment’(plus a few 
predictions) on the aspects of our business that we all think about a lot but never discuss 
much. Everybody tells us they like it, and we’d be glad to send you a copy. 

One more offer: we’d also like to show you the Associates’ brand of financial service— 
fast, complete, and experienced—that has been so well received in the past. “Profit 
Pointers” and full details can be had from our local representative. Call him today. 


ASSOCIATES wees 
SOUTH BEND, INDIANA 


ASSOCIATES DISCOUNT CORPORATION * ASSOCIATES DISCOUNT (CANADA) LTD. * EMMCO INSURANCE COMPANY 
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Visit our Hospitality Center in the St. Francis Hotel during the National Automobile Dealers Association Convention. 
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AUTOMOTIVE 


AUTOMOTIVE NEWS PLATFORM 

§ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S, governments, applied to building and maintenance of highways; 
¥ 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more-of the better things of life than anywhere 
else in the world. 








Capsule Comment 


Makers are reducing car production this month and for 
the first quarter, as well. 
If dealers can do the same with inventories, sunshine is 
due for an early return. 
* * * 
West Coast dealers complain of discount-house selling of 
new cars. 
But what’s the source of car supply? Dealers discount- 
ing to the discounters. 
: * * ” 
Nearly every major auto concern had its share of top- 
level personnel moves in 1960. 
Reviving the old gag: “If my boss calls while I’m gone 
to lunch, find out his name.” 
* + x 
Factories at year’s end were quick to report that 1960 
was one of their best years. | 
How many dealers can make that statement? 
cg * * 
NADA will begin publication this month of its wholesale | 
used-car guide. 
No room in the current market for near-sighted ap- 
praisers. 
* - ” 
The truck sales outlook is called good for the first six 
months of this year. , 
Everybody needs a pickup. 


Editorial Director—Robert M, Finlay. 
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Events 


% Eprror’s Norn: To facilitate 
recognition, new items in this 
column wilt be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Jan, 15-19—National Independent Auto- 
mobile Dealers Assn., Eden Roc Hotel, 
Miami. 

Jan. 28-Feb. | — National Automobile 
Dealers Assn., San Francisco, 

March 13-14—Louisiana Automobile Deal- 
= Assn., Roosevelt Hotel, New Or- 
eans. 

¥%& March 23-24—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, Omaha. 

March 26-28—Attomobile Dealers Associ- 
ation of Alabafifa, Biloxi. 

May 11-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh. 

May 14-1 eorgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 


vannah, 

May 14-16—| daho Automobile Dealers 
Assn., Idaho Falls. 

May 14-15—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit, 

April 20-21 — Illinois Automotive Trade 
Assn., Chase-Park Plaza Hotels, St. Louis. 

April 23-25—Arizona Automobile Dealers 
Assn., Pioneer Hotel, Tucson. 

April 23-25— Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Richmond. 

April 30-May 2—North Carolina Automo- 
bile Dealers Convention, Carolina Hotel, 
Pinehurst. 

*% June 2-3—New Mexico Automotive Deal- 
ers Assn., La Fonda Hotel, Santa Fe. 
Dec. 4—Utah Automobile Dealers Assn., 

Hotel Utah, Salt Lake City. 


* * * 


Auto Shows 


Jan. 6-15 — Upper Midwest Auto Show, 
Minneapolis Auditorium, Minneapolis. 
Jan. 7-15 — Buffalo Auto Show, Masten 

Avenue Armory, Buffalo. 
Jan. 8-10 — Fort Worth Auto Show, Fort 


Worth. 

Jan. 10-12—Clearwater Auto Show, Midway 
Shopping Center, Clearwater. 

Jan. 11-15—National Capital Area Auto 
Show, National Guard Armory, Wash- 
ington, D. C. 

Jan. 11-22—Brussels Auto Show, Brussels, 
Belgium. 

Jan. 14-21—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse, 

Jan. 14-22—Toledo Auto Show, Sports 
Arena and Exhibit Hall, Toledo. 

Jan, 1422— Columbus Auto Show, Ohio 
State Fairarounds, Columbus, O. 

Jan. 25-29—Fort Wayne Auto Show, Me- 
morial Coliseum, Fort Wayne, Ind. 
Jan. 26-29—Birmingham Auto Show, Munic- 

ipal Auditorium, Birmingham, Ala. 

Jan. 28-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 2-11—Amsterdam Auto Show, Am- 

sterdam. The Netherlands, 

Feb. 3-8—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 


Miami. 

Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 

Feb. 22-26—Eleventh annual National Au- 
torama, Connecticut State Armory, 






Letterbox 


Chrysler’s Youngest? 

Your article about the 26-year-old 
Chevy dealer and the more recent 
letter from Dealer Alan Peterson 
have been of great interest to me. 

You see, I was about to send in 
a claim of being the youngest dealer 
around, but it now seems that at 
25 I am a bit too “old.” Perhaps all 
is not lost, for I now wish to claim 
that I am the youngest Chrysler- 
Plymouth-Valiant dealer and just 
for good measure the same goes for 
International trucks. 

Like Mr. Peterson, I have been 


Hartford. 

March 16-26—Geneva Auto Show, Geneva, 
Switzerland. 

April 1-9—5Sth International Automobile 
Show, New York Coliseum, N. Y. 

April 15-23 — Philadelnhia International 
Auto Show. Trade & Convention Center, 
Philadelphia. 

Nov. !1-18—Philadelphia Auto Show, Phila- 
delphia. 

* * * 


General 


Jan, 7-15 — General Motors Motorama, 
Civic Auditorium, San Francisco. 


Jan. 9-13—Society of Automotive Engi- 
neers International Exposition, Cobo associated with this business for 
Hall, Detroit. several years, beginning in the 


Jan. 28-Feb. 5—General Motors Motor- 
ama, Pan Pacific Auditorium, Los An- 
geles. 

Jan. 30-Feb. 2— Automotive Accessories 
Manufacturers of America, New York 
Coliseum, New York. : 

March 13-16 — Annual Spring Conference, 
National Truck Leasing System, Boca 
Raton Hotel, Boca Raton, Fla. 

%& March 20-22—Motor Vehicle Maintenance 
Conference, University of Washington, 
Seattle. 

April 12 — Tribute Luncheon, Cocoanut 
Grove, Ambassador Hotel, Los Angeles. 
Sponsored by Automotive Council of 
Los Angeles, Inc. 

April 13-15 — 43rd Anniversary National 
Truck, Trailer & Equipment Show, Great 
Western Exhibit Center, Los Angeles. 


The Big Stories 


35 Years Ago—1926 


Dodge announced price reductions ranging from $75 on commercial 


parts room, up to used cars, sales 
manager and now dealer. 

My father held the abovemen- 
tioned franchises from 1934 until 
his death in March of this year. 
The new franchises were awarded 
in July of this year. I must add that 
wonderful cooperation was received 
from Chrysler and International in 
getting started. 

It is hoped that this will be of 
interest to your readers, but as for 
the “claim,” there’s probably a 
young dealer somewhere in these 
United States that will make Mr. 


| cars to $205 on sedans .. . Specifications and details of the new Gen- 


eral Motors Corp. six-cylinder car, the Pontiac, were released by 
Oakland Motor Car Co. 


20 Years Ago—1941 


Disregarding a possible curtailment of normal car and truck pro- 
duction during 1941, automobile companies were going ahead with 
plans for record-breaking operations during the coming year. 


10 Years Ago—1951 


United States auto plants opened the new year geared to schedules 
about 30 percent below previous levels. Part of the downturn was 
due to material restrictions which went into effect Jan. 1 as a result 
of the Korean war. 





“You may quote me as saying that | believe ‘61 
will be better than." 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


Peterson and myself feel like old- 
timers. — Bos Lucas Jr., Capital 
Motor Company, Emporia, Va. 

+ * * 


No Upturn Here 

In reference to the article writ- 
ten on Page 63 in the Nov. 21 issue 
under the heading, “St. Petersburg.” 
I do not know who this lady is that 
has written this article or where 
she could have gotten her informa- 
tion. 

Since the election, business in 
the new-car field hag stopped. Up 
until the election in November we 
had sold 10 new cars. Since the 
election we have not sold a single 
new car. We have had to return 
deposits made on new cars as the 
buyer wants to wait to see how 
business will become. 

The showroom traffic has com- 
pletely stopped. We have talked to 
other new-car dealers in this area 
and they all say the same. Who is 
this lady and where does she get 
her information? —E. M. Ba.uan, 
Brown Rambler Motor Co., St. 
Petersburg, F'la. 

Eprror’s Nore: Reader Ballah 
refers to Evelyn Bash, our able 
correspondent, who, we are sure, 
will be in touch with him shortly. 

* * ok 
‘Disservice?’ 

I suggest NADA and AUTOMOTIVE 
News are possibly, “off the track” 
and doing dealers a disservice in 
considering the “carryover” of 60 
cars a “headache” and “problem.” 
To us they are merchandise which 
was desired, ordered, was and will 


be sold as a part of our normal | 
business of merchandising automo=~ 


biles. 


Please let the dealer decide for 


himself what he wishes to buy, 
how much and when. 
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NADA does not speak for me. T | 


suspect a number of other dealers 
also differ from their “group” opin= 
ions. —Epwarp J. STspHani, presi- 
dent, Nickey Chevrolet, Chicago. 
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For Full Information 


on Installing Series 53 and 


71 Diesels in trucks you sell 


. . - mail this card today. 


Yes, I'm interested in learning more about how Series 53 
and 71 Diesel engines can be installed in trucks | sell. 


[]Also please send me a copy of 20-page book, ‘Why 
Series 53 Diesels for Smail Trucks." 
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First Class 
Permit 10,688 
PAID 
Section 34.9 P.L.&R. 
Detroit, Mich. 


BUSINESS REPLY CARD 
5¢ POSTAGE WILL BE PAID BY 


DETROIT DIESEL 
13400 West Outer Drive 
Detroit 28, Michigan 





Series 53 and /1 
TRUCK DIESELS 


Can easily be installed in most 


any make or model truck 
from 16,000 GVW up. 


GET THE FULL STORY! 
MAIL CARD TODAY! 


Missing 
the brass ring 
because you don't 
have a Diesel 

in your light 

trucks ? 


The prospect likes your truck but he wants a 
Diesel—you don’t have a Diesel in the model 
he wants. 


This may be costing you business— plus business 
that can be yours, because now you can get 
Series 53 and 71 truck Diesels to fit most any 
make or model truck from 16,000 GVW up. 


Just call your GM Diesel distributor listed in 
the: Yellow Pages under ‘Engines, Diesel.” He 
sells engines and nothing but, is ready to give 
you plenty of sales help, has flywheel housings 


and kits to make many installations fast and 
easy. He will gladly work with you. 


But don’t wait until the prospect starts to walk 
out—set up a working arrangement with your 
GM Diesel distributor today. Call him or mail 
the postcard for more information. 


DETROIT DIESEL ENGINE: DIVISION 
GENERAL MOTORS, DETROIT 28, MICHIGAN 
In Canada; GENERAL MOTORS DIESEL LIMITED, London, Ontario 
Parts and Service Worldwide 


TRUCK MODELS OF THE 


ALL-PURPOSE POWER LINE 


SERIES 71 


“V"’ and “in-line” engines 
145 to 434 H.P, 


SERIES 53 


“V" and “in-line” engines 
97 to 185 H.P. 
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most every major university in this 
country and many foreign coun-|% 
tries. It now exceeds 200 people! % 
and will be expanded to almost 300| & 
by next fall. 

Perhaps typical of the young 
Ford scientists is Dr. A. W. Over- 






TURNINGS ... 













Ford Shooting High 
In Its Scientific Lab 


By Joseph M. Callahan 


Engineering Editor 
i” SOME great discoveries don’t come out of the Ford 
Scientific Laboratory in the next few years, there is go- 
ing to be a lot of disappointed people around Detroit. 


Among these will be Henry 


Ford II, who approved the 
five-year guaranteed budget mak- 
ing the laboratory independent of 
sales, and Ernest 
Breech, former 
Ford chairman 
who strongly 
boosted research 
at Ford after see- 
ing its results at 
General Motors. 
Also disappoint- 
ed will be Andrew 
A. Kucher, Ford’s 
engineering and 
research vice- 
president who was 











instrumental in the establishment 
of the Scientific Laboratory, and 
Michael Ference jr., lab director, 
who is in the process of organizing 
an industrial basic research staff 
that he expects will be second to 
none. 

“The payoff in this kind of an 
operation can be:terrific,” Ference 
said, “but it’s mandatory that you 
have the best people—people who 
are automatically capable of tap- 
ping a tremendous amount of 
‘scientific literature for the latest 
information.” 

Ference is extremely proud of the 
staff of young scientists who have 
been lured to Dearborn from al- 








hauser, 
and solid state physics. He has won 


an international reputation as the 


developer of the “Overhauser ef- 


fect,” a concept dealing with the 


nature of primary matter. 

These scientists are quite differ- 
ent from the hard-driving engineer- 
ing and maufacturing people gen- 
erally found in the auto industry. 
They have little interest in or 
knowledge of automotive compo- 
nents but they’re vitally interested 
in exploring the frontiers of knowl- 
edge for new information that 
would improve cars, 

> + * 


No Regular Hours 
i KEEPING with the campus- 
like atmosphere at the Ford 
Scientific Laboratory, many of the 
scientists keep no regular working 
hours, often coming in at noon and 
working late in the evening. 
Ference, who recently was elect- 
ed to the Board of Governors of 
Wayne State University, said the 


supervisor of theoretical 





Ford Scientist— 


Dr. A. W. Overhauser, supervisor of 
theoretical and solid state physics at Ford's 
Scientific Laboratory, who has won an 
international reputation as the developer 
of the “Overhauser effect.” 

* * oe 

basic research and university 
basic research is that Ford moves 
on to applications with its acquir- 
ed information, while a university 
either publishes the data in scien- 
tific journals or exploits it in 
other ways. 

However, all scientists generally 
have a compulsion to publish their 
new data. Science is best advanced 


major difference between Ford | by exchanging information and rec- 





when you 
think big 
think 
Kelsey-Hayes 


a producer of 


industry's biggest truck and trailer 
wheels, is now a division of 
Kelsey-Hayes Company. 
Formerly.Gunite Foundries Corp., 
Rockford, Ill., Gunite is one of 

the oldest and most respected 
suppliers of cast steel wheels and 
heavy duty truck drums. 

Facilities and experience of 

this new division, combined with 
our own, now make it possible for 
us to supply industry with a 
complete range of truck wheels 
and drums. Kelsey-Hayes 
Company, Detroit, Michigan. 


KELSEY 
HAYES 
COMPANY 


World's largest producer of automotive 
wheels, hubs and drums 


OPERATIONAL PLANTS: Detroit and 
Jackson, Michigan; Los Angeles; Philadelphia 
and McKeesport, Pennsyleania; Springfield, 
Ohto; New Hartford and Utica, New York; 
Davenport, lowa; Rockford, Illinois; 
Windsor, Ontario, Canada. 











ognition by his colleagues is highly 
important to a scientist. 

Sometimes conflicts develop be- 
tween a scientist’s loyalty to science, 
which requires informatioi. ex- 
change, and his loyalty to his auto 
company, which often demands se- 
ecrecy. Generally, this conflict is re- 
solved satisfactorily. 

Ford management is highly grati- 
fied when papers are published by 
its scientists and the Laboratory 
staff gives considerable help to any 
publishing author. More than 200 
papers were published by Ford 
scientists in the last 2% years. Some 
200 scientific papers a year also are 
published by GM scientists. 


* * * 


S , staff meetings are held 
at the Scientific Laboratory at 
which two or three staff members 
report on their activities. This stim- 
ulates and adds to the knowledge 
of the other scientists and gives 
recognition to the two or three 
speakers. 

Ference formerly met with most 
of his scientists each week, but 
now there are too many and he 
does this as best he can now. 

“They all want to talk about 
their work,” he said. “They need 
to talk and this develops a com- 
petitive attitude.” 

An important function of the lab- 
oratory is to encourage consultation 
between the scientists and the prod- 
uct engineers. No approval of any 
supervisor is needed for consulta- 
tion. 

Ference said the biggest obstacle 
to horizontal communication be- 
tween scientists and engineers is 
the distance between them. This 
obstacle has been reduced by put- 
ting the scientists and the engineers 
from the Product Study Engineer- 
ing Group on the same floor. 

“Consulting has paid off in many 
ways,” said Ference. “Production 
people often run into snags and we 





(This is the third of a four-part 
series on research in the auto in- 
dustry.) 





do our best to help them upon re- 
quest. We’re not obligated to initi- 
ate such projects, but we sometimes 
look around to find problems. 

“For instance, glass is a big part 
of our business, yet it is very im- 
perfectly understood. So we’re look- 
ing into glass. Why it is brittle 
is a good question.” 


x * ok 


A ROTHER way in which new 
knowledge is imparted by the 
Scientific Laboratory is through 
scientific abstracts—capsule reports 
on specific subjects which are gent 
to a long company list. If a sub- 
ject is of particular interest to an 
official, he will get a longer report. 

Ference said the direction that 
research takes at the Laboratory 
is changing all the time, because 
the company can’t afford to con- 
tinue in an area if it shows no 
signs of productiveness. 

“If we don’t get good data,” he 
said, “We ask ‘why.’ Is it the in- 
dividual’s fault or is it truly an 
unproductive area?” 

According to Ference, Ford re- 
search is expanding in the fields 
of ceramics and glass, energy de- 
vices, se mi-conductors and poly- 
mers. He said these are the areas 
of greatest potential. 

Among the developments pro- 
duced at the Scientific Laboratory 
so far are titanium carbide bits that 
outwear the best tungsten carbide 
bits for finish machining, new 
metal-bonded graphite materials 
that combine the strength of met- 
als and the anti-friction proper- 
ties of graphite and new ultra-high 
strength steels. 

* o* * 


Equipment Costs Are High 


i KEEPING with the expanding 
staff at the Scientific Laboratory, 
between $500,000 and $1 million is 
spent each year for additional 
equipment. Originally, the building 
and equipment involved an invest- 
ment of over $10 million, but this 
has risen to about $12.5 million. 

Asked if suppliers couldn’t do just 
as good a job, Ference said, “Re- 
search is fabulously expensive and 
few suppliers can afford it. Also, 
they have to push their own vested 
interests. Ford has to make sure 
we're on top of all related develop- 
ments so we don’t lose out on @ 
breakthrough.” 
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Blow at ‘Mad Ave.’ ... 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


Contented, self-satisfied, clock- 
watching copywriters who bask in 
the distorted image of Madison 
Avenue are doing a great disservice 
to the advertising profession, ac- 
cording to Donald J. Dolen, Batten, 
Barton, Durstine & Osborn, Inc., 
and copy chief of its Detroit office. 

Speaking before the Detroit 
Copy Club, Dolen said “there are 
too many who haven’t found that 
making ads is a hard, lonesome 
way to make a living. It’s a job 
that can make you disagreeable, 
angry, and sick or make you feel 
like king of the mountain.” —~ 


Dolen said “copywriter is not a 
title you can give yourself, A pro- 
fessional has to give it to you, And 
it’s hard to come by.” 

Dolen assailed “self-controlled, 
sophisticated slobs who think ad- 
vertising is fun and self-styled 
jerks who think copy is a fashion- 
able way of making a living until 
they can get around to writing 
about the important things that 
clutter their flea-size brains.” 


Advertising art may never be 
hung and advertising copy won’t 
get the nod from the Harvard 
Classics, Dolan said, but “I think 
being a part of a group of people 
in this country who turn out $12 
billion worth of commercial cre- 
ativity a year is something to be 
proud of. And if you don’t think 
the same way, get out.” 

Dolan said advertising can never 
pretend to be anything more or less 
than what it really is—a_ basic, 
vital form of commercial com- 
munication. “It is not salesmanship 
in print. It is not fine art. It is not 
show business. It is a strange, 
peculiar kind of a job, a job few 


people can do well,” Dolan said, 
* * * 


TV Billings Up 


Spot television gross time billings 
in the third quarter of 1960 were 
$125,012,000, an increase of 4 percent 
over the like period of 1959, ac- 
cording to the Television Bureau 
of Advertising. 

Prime night time billings ac- 
counted for $42,288,000 of the total 
daytime $34,689,000, early evening 
$22,462,000 and late night $25,573,000. 
Announcement total billings were 
$91,989,000, programs $18,926,000 and 
ID’s $14,097,000. 

Only advertiser in the Top 
100 with direct automotive connec- 
tions were Ford Motor Co, dealers, 
who finished 17th with an expendi- 
ture of $1,155,200, and General Mo- 
tors dealers, who placed 18th with 


$1,074,400. 
Ce a 


Journal-American Review 


The New York Journal-American 
will publish its 1961 Business and 
Financial Annual on Tuesday, 


Jan. 10. 
+ Eo * 


Buick Goes Outdoors 


Buick unveiled the biggest out- 
door “spectacular” in Michigan on 
Dec. 21. It igs located in Detroit. 


The dominant feature of the 
“spectacular” is a 65-foot Buick, 
more than 15 feet high. The overall 
display area of the sign is 3,980 
square feet. 

The 65-foot Buick is located just 
below the Buick name. The bottom 
part of the “spectacular” is devoted 
to Buick’s advertising slogan, “The 
Clean Look of Action.” 

om * + 


Look Guarantee Upped 


Because Look’s net paid average 
circulation already exceeds the cir- 
culation guarantee of 6,300,000 
which will go into effect with the 
Feb. 14, issue, the magazine is mov- 
ing its guarantee up to 6,500,000 
effective with the July 18, 1961, 
issue, according to Don Perkins, 
advertising director. 

Simultaneously, the advertising 
page rate on Look will be increased 
5 percent, 

a” aK * 


Mass Media Analyzed 


_Scripps-Howard Research, a divi- 
sion of E. W. Scripps Co., has re- 
leased the findings of a study of 
advertising media research. 

The report, titled “A Factor An- 


and Oldsmo 


alytic Study of Attitudes Toward 
the Mass Media,” examines atti- 
tudes toward newspapers, radio, 
television and magazines, in terms 
of such factors as ethical qualities, 
potency, informative vitality and 
entertainment, 

ok * * 


Petersen Mag Reactivated 


Sports Car Graphic, reactivated 
by Petersen Publishing Co., will ap- 
pear monthly beginning April 1, ac- 
cording to publisher Robert E. Pet- 
ersen. 

John Christy, sports car writer 
and authority, has been named edi- 
tor of the publication. 

oe ad * 


Theatre Screens Are Popular 
Twelve auto makers are using 
theatre screen advertising to pro- 
mote their products this year. 
They are Buick, Chrysler, Chev- 
rolet, Dodge, Ford, Lark, Plym- 
outh Division, Pontiac, Rambler 
e, Also using thea- 


tre screen advertising are GMC 
and Willys. 


* * a 


Personnel Changes 


Paul R. Coutless from Hearst Ad- 
vertising Service, Inc., to San Fran- 
cisco sales staff of Million Market 
Newspapers, Inc. .. . William 
Michaels, vice-president and man- 
aging director of Station WJBK-TV, 
Detroit, to television regional vice- 
president of Storer Broadcasting 
Co. .. . Frederick W. Reynolds jr. 
from Kastor, Hilton, Chesley, Clif- 
ford & Atherton, Ific., to Geyer, 
Morey, Madden & Ballard, Inc., copy 
department .. . Richard J. Ross 
from Maxon, Inc., to art director at 
GMM&B .. . Vincent F. Aiello from 
MacManus, John & Adams, Inc., to 
creative department of GMM&B... 
Nelson Futch from TV Guide to as- 
sociate promotion diréctor of Play- 
boy ... Robert P. Edwards III, from 
General Time Corp. to promotion 
manager of Playboy ... John E. 
Nielan from Hearst Advertising 
Service, Inc., to Detroit sales staff 
of Scolaro, Meeker & Scott, Inc., 
newspaper representatives ... John 
S. DeForest from Ford Motor Co.’s 
central staff publications depart- 
ment to national public relations 
representative for Ford trucks, re- 
placing Thomas J. Tierney jr. 








Plymouth-Valiant Dealers Meet— 


At a recent meeting, the Delaware Valley Plymouth and Valiant deolers selected 
N. W. Ayer & Son, Inc., as the agency to handle their regional Valiant Advertising 
Assn. At the same time, they made preparations for the Philadelphia Automobile 
Show. From left, back row, are John Montone; Thomas O'Brian, manager; C. Bott; 
George Kneck; H. B. Robinson; Gene Freed; Thomas Lawler, Philadelphia district man- 
ager, and Robert Elfman. Front row: Robert Hudson; Alex Wolfington; James Ruland, 
Philadelphia regional manager; Norman Gorson, and Thomas L. Hanley, N. W. Ayer, 
regional account executive. 





Packard Wiring Systems 


SAVE 


ASSEMBLY 
OPERATIONS! 


Packard Electric engineers strive continually 
to make their products less expensive and 
faster to install. Now they have made it 
possible for the already efficient automotive 
wiring harness to become an even more com- 
plete sub-assembly. @ For example, the 
dome light of the Corvair is attached to the 
wiring harness at Packard and shipped ready 
to snap into the roof of the car along with the 
wiring. Single terminals are replaced by 
“Snap Fast” multiple connectors, fuse blocks 
and other cost-saving components. @ If your 
present wiring harnesses do not include these 
advantages ask Packard Electric engineers to 
help work out modern wiring systems for you. 
Packard Electric, the world’s largest producer 
of automotive wiring systems, has sales and 
engineering offices in Detroit and Chicago. 


Electric 


soross| 


“Live Wire’ division of General Motors 


Packard 


Warren, Ohio 
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old ideas about the 


A MONUMENTAL NEW MARKET STUDY 


Approved by The Advertising Research Foundation! 





The most comprehensive study ever made of the Chicago market—and the first to win 
A.R.F. approval—has recently been completed by W. R. Simmons and Associates. It contains 
the results of 4,374 extensive interviews with Chicago people. 

“Chicago NOW,” the report on this monumental study, is available now for your use. In ' 
this report are page after page of new and surprising facts about Chicagoans ...what they 
now own and buy...where they vacation and how they get there. ..where they live... what 
they drive. It tells you their incomes, ages, occupations, activities, education. And it tells you, 
for the first time, the true relationship of Chicago's four great newspapers to their market. ‘ 


FOR EXAMPLE: “Chicago NOW” reveals that more than 8 out of 10 Chicagoans 
read one or more newspapers every week... and that on any typical weekday, more than 


7 out of 10 are newspaper readers. 
But it also reveals that any single Chicago newspaper now misses from 62% to 81% of 


Chicago’s people! : 
Obviously, it takes two (or more) newspapers to do the job in Chicago now. 





HERE’S WHAT YOUR DOLLARS | 


IF YOU USE 2 CHICAGO NEWSPAPERS— 


The new Sun-Times/Daily News combination now delivers more automobile owners 
per dollar than any other 2-paper Chicago combination. 
AUTO OWNERS PER DOLLAR* 


Unduplicated Readers Total Readers 





Sun-Times 
Daily News 





Sun-Times 
Tribune 


Daily News 
Tribune 


American 
Tribune 


Sun-Times — : 
American 


Daily News 
American F 


It's clearer now than ever before—in Chicago, 
it takes 2 or more and The Chicago Sun-Times and | 
The Chicago Daily News are | 
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A MONEY-SAVING NEW RATE STRUCTURE 


for The Chicago Sun-Times and The Chicago Daily News! 


Effective date: January 15, 1961! In light of new market facts, this rate structure up- 
sets all previous concepts of efficient newspaper advertising in the Chicago market! 


New City and Suburban Rate. Advertisers buying The Sun-Times and The 
Daily News in combination now have the choice— broad coverage offered by full run, or pin- 
pointed metropolitan coverage at new low rates. 


New, Uniform Contract Rates. Advertisers using either or both newspapers 
will now be able to take advantage of the same generous discount structure at any level of 


contract linage. 


New Combination Discount. A special extra discount of 10% for advertisers 
placing the same ad in The Sun-Times and The Daily News. This discount gives you the sales 
power and trade impact of two ads at tremendous savings. (And you can schedule the ads on 
different days, as many as 8 days apart.) If you are now using The Daily News, you can add 
The Sun-Times to your schedule at a full 20% savings—and vice versa. 


- CAN DOIN CniGawo Now! 


IF YOU USE 3 CHICAGO NEWSPAPERS 


Any 3-paper combination that includes both The Sun-Times and The Daily News 
now delivers more Chicago auto owners per dollar than combinations not in- 
cluding both these newspapers. 





AUTO OWNERS PER DOLLAR* 
Unduplicated Readers Total Readers 


Sun-Times 
Daily News 
Tribune 


Sun-Times 
Daily News 
American 


Sun-Times 
American 
Tribune 


Daily News 
American 
Tribune 






*Readers living in households owning an auto; 1000- 
line insertion, based on following rates: Sun-Times/ 
Daily News C & S rates effective Jan. 15, 1961; Chi- 
cago Tribune C & S rates, Card No, 112: Chicago 
American, Card No. 20. 


Call today for your 
showing of “Chicago NOW." 


nia anaes : 401 N. Wabash Avenue 
CHICAGO: WHitehall 3-3000 


NEW YORK: Time & Life Bldg., CIrcle 6-1919 
; Buhl Bidg., Room 1026 

DETROIT: WOodward 3-0930 

MIAMI BEACH: Hal Winter Co. 

ATLANTA 

LOS ANGELES Sawyer - Ferguson -Walker Co. 


SAN FRANCISCO 
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The Man Behind the Wheel . . . 


Sales Testing the ‘61 Chevrolet 


dogleg ig gone and the doors are 
wider and entrance is easier, The 
height of the front seat and visi- 
bility for straight-ahead driving 


release handle, now part of the 
front grille, This seems to be an 
ideal and logical place for this nec- 
essary gadget, rather than conceal- 


Epitor’s Note: This is one of a 
series of articles designed to ex- 
plore the selling features of 





American cars. 
By L. H. Houck 


Travelling Correspondent 


Bs story on the 1961 Chevrolet 
is its improved ride, handling 
qualities and styling, aided and 
abetted by a fast-acting and peppy 
V-8 engine, coupled to an improved 
automatic transmission. This ’61 
Chevrolet gets into action fast as 
the driver can soon learn by a 
feather touch on the throttle. 

Six hundred miles of city-coun- 
try driving proved that acquaint- 
anceship with Chevrolet improves 
in direct ratio to the miles, Its 
performance is in the Chevrolet 
tradition and makes it easy to 
understand its acceptance by the 
public, 

The test car was delivered with a 
little over 200 miles on the odom- 
eter. No trouble developed during 
the test run. 

Throughout the test, the com- 
fortable ride seemed to be upper- 
most in considering all the new 
features of this latest Chevrolet. 
Many changes made to achieve a 
coordinated easy ride, without the 
ride being too soft. 

Part of it comes from the new 
dimensions, the car is 2% inches 
narrower and a little over an inch 
shorter. The trunk has at least one- 
third more capacity and a deeper 
well that takes bags standing up 
because the gas tank has been 
moved forward and upward. 

* * + 


Better Weight Distribution 


DOUBTEDLY, the change in 

location of the gas tank has 
helped in providing new balance 
with more favorable weight dis- 
tribution. 

The designers should be com- 
mended for placing the spare tire 
in the most forward space of the 
trunk under the back seat shelf. 
This space has always been hard 
to reach and, being short on ver- 
tical dimensions, only accomodat- 
ed smaller parcels and almost no 
types of luggage. 

Both of these design changes 
have repositioned the weight of the 
gas tank and the spare tire slight- 
ly forward of the rear wheels for a 
much better balance of weight. 

Another improvement that I 
liked was the position of the hood 

* * * 


Car Tested: 
CHEVROLET 


1961 model: Impala four-door 
hardtop. 
Engine: V-8 OHV, displace- 
ment 282 cubic inches; compres- 
sion ratio 9.5 to 1, 170 horsepow- 
er at 4,200 revolutions per min- 
ute. 
Transmission: 
automatic. 
Specifications: Wheelbase, 119 
inches; overall length, 209.3 
inches; overall width, 78.4 
inches; overall height, 55.5 
inches; axle ratio 3.36; curbside 
weight, 3,665 pounds, 
Capacities: Fuel tank, 20 gal- 
lons; cooling system, minus 
heater, 17.5 quarts. 
Accessories: Power steering, 
power brakes, radio, heater. 
Tires: 7.50x14. 


ing it under the hood, 


Room for Servicing— 


Chevrolet's engine compartment is not 
too crowded. Battery is up front for easy 
checking. Most accessories are arranged 
for easy and economical servicing. 


Firestone Reports 
Record Year for 
Sales and Profits 


AKRON.—Firestone Tire & Rub- 
ber Co. reported record sales and 
earnings for the fiscal year ended 
Oct, 31. 

The company made $65,029,463 on 
sales of $1,207,247,997 in the year, 
compared with a profit of $64,- 
596,848 on sales of $1,187,787,024 in 
the preceding year. 

The company spent $82,811,262 for 
new plants and additions and im- 
provements to existing plants, com- 
pared to $48,476,032 in the previous 
year. Satisfaction was expressed 
with the cost-saving features of 
these capital investments. 

Firestone said profits from for- 
894,407 in the most recent fiscal 
year. 

One of the major foreign develop- 
ments during the year was the sei- 
zure of Firestone facilities in Cuba 
by that country’s government, an 
action which Firestone has pro- 
tested, 





Net earnings of General Contract 
Finance Corp., St. Louis, for the 
first nine months of 1960 totalled 
$873,000, compared to $1,140,000 for 
the same period of 1959, President 
Walter E. Burtelow, stated that 
several adverse factors held down 
earnings despite peak operations. 

“Collections have been slow and 
repossessions high,” he said. “The 
growth of compact car sales severe- 
ly hit the used-car market, with 
consequent effect on our sales of 
repossessed automobiles. , 

“As a result of higher interest 
rates, we paid out $195,000 more in 
interest on our borrowed funds 
than we had the year before, and 
taxes on our life insurance sub- 


Turbo Glide 








ADVERTISEMENT 





“STRONG IDENTIFICATION AT LOW COST” ... that’s what dealers 
say about Childers Carports with colorful Panorama trim. Big sign letters 
are easily attached to the smart front pane. Save the expense of a separate 
sign! Sheltered cars stay sparkling clean, and gay night lighting attracts 
extra customers. Read how Childers Carports pay for themselves by reduc- 
ing display costs. See Page 31. 








The Chevrolet body is new. The 
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eign subsidiaries amounted to $16,-|" 


Financial 


and parking have been improved. 
* + * 


Interior Seems Bigger 


i. styling of the dash and lo- 
cation of controls, are conveni- 
jent and easy to get used to. Power 
steering, power brakes are sensi- 
tive, almost effortless, making driv- 
ing in traffic easy. 

Interior of the Impala is lux- 
urious. Although outside dimen- 
sions have been scaled down, it 
seems that interior roominess has 
been increased over last year’s 
models. 

Newcomers to the Chevrolet 
stable are in for a surprise in most 
cases. The handling, roadability 
and parkability are tops and, with 
all this in the form of an extra 
dividend, they have interior room 
and luxury, plus a high economy 
of operation. 

Chevrolet has so many models 
and such a complete line of acces- 
sories and optional engines, that 
the exact degree of economy in re- 
lation to luxury, is quite easily 
achieved, making it well worth 
while to tailor your own Chevrolet. 

Our model used high test gas 
but delivered between 17 and 18 
miles per gallon during break-in 
period, indicating careful drivers 
could get 18 to 20 with Chevrolet’s 
top luxury car. 























































More Trunk Space— 


The spare tire was moved to the shelf 
and the trunk was made deeper by moving 
the gas tank upward and forward. The 
increased space permits luggage to be 
stowed away erect instead of flat. 
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Sidiary increased $40,000 over the 
previous year.” 

Burtelow said he believed that 
the worst of the readjustment in 
the auto finance business is over. 

ot * 


Steel Improvement’s Profit 
Tumbles; Strike Is Blamed 


Net income of Steel Improvement 
and Forge Co., Cleveland, for the 
fiscal year ended Sept. 30 was 
$79,166 on sales of $19,068,610. 

Net income for the previous fis- 
cal year was $257,556 on net sales 
of $19,589,626. The steel strike was 
blamed for the decline in profits, 

‘ + 


Volume, Profit Dip 


At Pacific Finance 


Pacific Finance Corp, reported a 
profit of $4,383,141 for the first nine 
months of this year, down from the 
$5,212,106 earned in the like period 
of last year. 

Retail auto contracts acquired in 
the first nine months amounted to 
$147,704,819 down from the $212,- 
824,980 acquired in the like period 
of 1959. Total finance business ac- 
quired in the first nine months of 
this year was $497,756,234, compared 
to $628,840,055 acquired in the com- 
parable period of last year. 

Total receivables. outstanding on 
Sept. 30 amounted to $502,888,897, 
up from the $499,768,681 outstand- 
ing a year earlier. 
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Test Car— 
This Chevrolet Impala was test driven 600 miles by Automotive News. Handling and 
driving comfort were outstanding. 


























In NADA Insurance Plan... 





59 the Critical Age 


WASHINGTON.—If you are 59, 
be careful and be prepared, the Na- 
tional Automobile Dealers Assn. is 
cautioning its franchised new-car 
and truck dealer members and their 
key employes. 

This was the average age of par- 
ticipants in the NADA executive 
group life insurance program who 
died in 1959, according to Bob 
White, Columbus (O.) Oldsmobile 
dealer and chairman of the pro- 
gram. 

“Actually, about 25 percent of 
those who died were in their for- 
ties and passed away suddenly,” 
White pointed out, “and the aver- 
age was pulled up by the number 
of participants who succumbed in 
late seventies and eighties.” 

During the past few years this 
average age has remained pretty 
constant, the Ohio NADA director 
reported, and since it is less than 
the national average, it would ap- 
pear the auto retailing industry, 
because of its strain, is a bit more 
difficult than some of the other pro- 
fessions and businesses. 

Of the participants in the pro- 
gram who died during the last year, 
heart disease was responsible in 
about 70 percent of the cases, White 
said. The widow and children of the 
average deceased participant, he 
added, have received $8,300 in cash 
benefits. In several cases only one 
quarterly premium had been paid, 
and in one instance the widow of 
a dealer who had paid $43.50 in 
premiums received $10,000 in bene- 
fits when her husband died of a 
heart attack at 52. 

In releasing these statistics on 
the NADA executive group life in- 
surance program, White said he did 
not feel like “the man who shot 
Santa Claus.” 

“Insurance,” he emphasized, “is 
never a gift for the deceased. It 
is a protection for the living—for 
those who are left behind. So, I 
can think of no better expression 
by a dealer or a key employe to 
his family, during this gift ex- 
changing season, than the mes- 
sage that increased insurance 
protection has been provided. 

“This is especially true, because 
committee experience proves that 
the average wife thinks more about 
adequate insurance protection than 
a husband may realize.” 

As chairman of this NADA com- 
mittee, White said his greatest sat- 
isfaction has been derived from 
reading letters from those who 
have benefitted directly by the pro- 
gram, 

New enrollments in the executive 
group life insurance program were 


Goin in Receivership 


LITTLE ROCK, Ark.—Wade Goin 
Ford Co., of Little Rock and Hot 
Springs, has been placed in re- 
ceivership by a majority of its 
stockholders, who filed suit in chan- 
cery court alleging that it is in- 
solvent. A receiver was appointed 
after it was alleged that the firm 
had liabilities totalling $49,800 and 
less than $10,000 in assets. 








possible beginning Jan. 1, and no 
physical examination, regardless of 
age, is required. 

This is an important factor, White 
pointed out, since recent studies re- 
vealed that 20 percent of those in 
the 40-to-45-age brackets were un- 
able to qualify physically for insur- 
ance, and the percentage of failures 
increases with older groups. 


LUGGAGE RACKS 


FOR ALL STATION WAGONS 
FOREIGN CARS AND COMPACTS 








Model $-48 Shown on Corvair 
Dealer Cost, $23.70 
(Clamp-ons from $14.85) 

Send for Details on Your Make 


CAMELL co. 


HUbbard 9-9651 
63 So. State St., Hackensack, N. J. 
DISTRIBUTOR INQUIRIES INVITED 





TYPED ON YOUR LETTERHEAD 


MRN’s Automatic Typing personal- 
izes your sales proposition with let- 
ters typed on your own stationery! 
Matched salutation, address. Tell us 
what to say, who to reach. We do the 
rest. Motor Registration News of 
California, Dept. T, 523 East 14th 
Street, Oakland 6, California. 
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WESTERN WRECKERS 


For All Vehicles—WILLYS @ FORD 
DODGE @ CHEVROLET @ GMC 


@® 3 Ton Models Available from 
Stock. 00 
Retails from ............... os $350 


STATE & LOCAL DEALER INQUIRIES 
TAXES EXTRA INVITED 


WESTERN WRECKER DIV., Dept. AN-9-12 
DOUGLAS MOTORS CORP. 
1234 N. 62nd St., Milwaukee, Wis. 








terests—took a giant swing 
upward last week, thanks to House 
Speaker Sam Rayburn. 

Rayburn’s un- 
witting morale- 
booster, which fol- 
lowed by only a 
few days an open 
pledge by key 
Democrats that 
they will give “top 
priority” to wage- 
hour proposals 
during Congress’ 
first weeks, came 
when he publicly 

William Ullman denied having 
promised reform of the all-impor- 
tant House Rules Committee to the 
incoming President. 

Though the veteran speaker de- 
clined to say just what his inten- 
tions are concerning much-discuss- 
ed overhauls of the committee, his 
statement that he was bound to no 
pledge in that sector led many to 
believe that Rayburn intends to do 
nothing at all—at least this session 
—about the problem. And his fail- 
ure to act would mean real trouble 
for pet Kennedy proposals such as 
wage-hour. 

In the last session of* Congress, 
the Rules Committee proved to be 
the largest single block to enact- 
ment of liberal legislative proposals. 
Though Rayburn promised, at the 
beginning of the 86th Congress two 
years ago, to keep the rulemaking 
group “in hand”—alone and with- 
out the aid of “reforms’—he was 
unable, in the closing days of the 
session, to stay its orders. 

As it is set up now,-the commit- 
tee can keep practically any piece 
of legislation it opposes from 
reaching the floor of the House 
for a vote, merely by “holding” 
the bill until there’s no more time 
for action on it. 

Kennedy, who himself has suffer- 
ed the effects of the committee’s 
powers a number of times, is vitally 
concerned about reforming the 
group. He has proposed that Ray- 
burn support one or more of the 
many ways open to accomplish this 
“cleanup”—methods such as enlarg- 
ing the committee’s membership to 
achieve a better balance of inter- 
ests, and allowing the House to vote 
on taking up a reported bill after 
the rulemakers have stalled it for 
21 days or more—and he believed, 
until last week, that the speaker 
had promised to do so. 

Whether Rayburn likes it or not, 
however, the incoming President 
doubtlessly will make every effort 
to push his planned reform of the 
committee. He certainly won’t be 
satisfied with another promise by 
the speaker to “control” the com- 
mittee singlehandedly, for without 
real assurances that the rule-mak- 
ers won't in the future be able to 
stall liberal proposals, Kennedy’s 
program is in very hot water. 

A fight over the Rules Commit- 
tee, however, would by its nature 
consume most of Congress’ opening 
weeks—the same weeks for which 
Kennedy, Vice-President-elect John- 
son, and, ironically, Rayburn him- 
self have promised decisive action 
on wage-hour and other “star” pro- 
posals. 





* * * 


Action Urged on Wage Bill- 


THE President-elect, in fact, has 
asked Rep. Adam Clayton Pow- 
ell, New York Democrat, and chair- 
man of the House Education and 
Labor Committee, to speed up work 
On wage-hour proposals which 
would boost the minimum to $1.25 
an hour, and would eliminate ex- 
emptions presently accorded car 
dealers and other small business- 
men 
In every other respect, the new 
Administration has every chance 
of seeing its proposals passed. 
With a majority in Congress— 


AUTOMOTIVE WASHINGTON 
| Rayburn Stand on Rule | 
| May Aid Wage-Bill Foes 


By William Ullman 
Washington Bureau Chief 
Tt odds against passage by the 87th Congress of too- 
broadened minimum-wage legislation during the current 
session—odds which in recent days have leaned heavily in 
favor of socalled “liberal” in-®——— vos ae 








backed now by control of the Ex- 





ecutive branch—the Democrats 
know that defeat of changes in 
rate and expansion of coverage 
in wage-hour legislation, as pro- 
posed in the Democratic platform, 
is practically impossible. 

Moreover, they can count on a 
number of “liberal” Republicans to 
side with them when the issue 
comes to a vote in Congress. 

But standing between the pro- 
posals and the vote is the Rules 
Committee and, unhappily, Rayburn, 
who may find at some future date 
he was responsible for voiding the 





Democrat promise to pass the con- 


troversial bill in the “first 100 days” 
of the 87th Congress. 


+ * + 


Highway Boss Replaced 
ERTRAM D, TALLAMY,, head 
of the nation’s road-building| 
program for the last three years, 
will be replaced by Rex Whitton, 
long-time Missouri highway official. 

The announcement of the re- 
placement of the present Federal 
Highway Administrator coincided 
with a statement by Tallamy that 
Congress will be requested during 
the present session to authorize 
the “additional $10 billion needed” 
to finish the Interstate System by 
1972, the current target date. 

In his swansong, Tallamy indi- 
cated that roads may be a big | 
source of issues for the new Con- 
gress, which will be faced with the 





Taggart Gets SBA Loan 


SPRINGFIELD, Vt.—The Small 
Business Administration has ap- 
proved loans for three Vermont 





firms, the largest, $20,000, having 
been authorized for Taggart Mo- 
tors, Inc., located at 121 Bridge St. 
here. The dealership employes 11 
persons. 


eg 
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You are looking at the profile of a piston ring magnified many 





problems of financing the system 
and acting to apportion $2.2 billion 
to the states for road projects in 
the 1963 fiscal year. 

Numerous studies of highway 
problems are due for submission to 
the legislators in coming weeks, the 
outgoing administrator also said. 
Further, Congress may have to con- 
sider proposals, still in the discus- 


| Sion stage, to create a new Depart- 


ment of Urban Affairs—a Kennedy 
project—and to review the division 
and use of Federal highway funds 
to states and agencies, he hinted. 
Whitton, who’s starting date has 


not yet been set, is chief engineer | 


of the Missouri State Highway 
Commission, He was appointed by 
Kennedy on the basis of recom- 
mendations made to the incoming 
President by Luther W. Hodges, 
Governor of North Carolina and 
next Secretary of Commerce. 
o * + 


Still a Problem 


— problem of unemployment, 
which has grown to such dan- 
gerous proportions in recent 
months, won’t “automatically” be 
solved by a recovery, Labor Secre- 
tary James P. Mitchell has warn- 
ed, although the nation’s economy 
is in an “improved” position. 

The outgoing labor chief’s ex- 
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pression of caution, linked to a 
plea for greater unemployment 
compensation, came in his year- 
end statement on the nation’s 
labor situation. Mitchell said that 
as the year began, a million “ex- 
perienced men and women” had 
been out of work for more than 
15 weeks, due largely to slackened 
activity in the manufacturing sec- 
tor and resultant layoffs. 


“While it is my belief that the 
employment and unemployment sit- 
uation will improve as 1961 pro- 
gresses,” Mitchell said, “it is im- 
portant to remember that, in a re- 
covery, hours are first lengthened, 
and only later are employes taken 
back on to the payrolls. In such 
a situation, unemployment insur- 
ance is a first line of defense for 
individuals and for the economy; 
unemployment compensation pay- 
ments should be of sufficient dura- 
tion and amount to meet the néeds 
of the times.” 


Personal incomes, earnings and 
per-capita purchasing power, the 
labor chief added, have “risen to 
new high levels,” and wage rates 
have gone up since the beginning 
of 1960. “These developments,” he 
concluded, “together with an im- 
proving inventory position in many 
fields are favorable for 1961.” 





times on a powerful comparator. These highly-accurate opti- 


cal devices are used in the factory to compare finished rings 


with standard dimensional specifications. 


The comparator is but one of the many sensitive instru- 


ments employed by Perfect Circle to maintain uniform 


high quality in all production rings. Such precise control of 


machine operations assures you of better ring performance. 


Whatever the need, Perfect Circles are built to take it. Put 


your trust in the ring preferred by more engine makers and 


mechanics than any other—Perfect Circle. 


PERFECT 2..CIRCLE 


PISTON RINGS - PRECISION CASTINGS - POWER SERVICE PRODUCTS - SPEEDOSTAT 
HAGERSTOWN, INDIANA . DON MILLS, ONTARIO, CANADA 





Why Falcon has won the battle of the compacts 


The truth of the matter is this: there can be only one best seller in any field. 
In compact cars, this honor goes to the Ford Falcon. .. overwhelmingly! 
Unwrapped just 14 months ago, Falcon has already sold over 525,000 cars. 


These sales represent the greatest automotive success since cars began. 








































































































































































































==» 1960 will be remembered.as Falcon’s year. 
This was the year Falcon won the Battle of 
the Compacts. 

It was a fascinating battle. America was asked to 
choose from 11 different compact cars. Each one 
offered something different, something new. Each 
one had its own ideas on what America wanted in 
compact cars. There were rear engines, aluminum 
engines, 4-cylinder, 6-cylinder, 8-cylinder engines, 
rear transmissions, mighty horsepower, meek horse- 
ater expensive luxury models, cheap bare-bone 
models. 


It was confusing in the beginning. But as sales 
figures began to come in... as state after state 
reported its registrations . .. a trend began to 
take shape. 

America was going Falcon! 

By March it was fairly certain. 

By July it was in the bag. 

By December it.was a landslide! 

Today over 525,000 people own Falcons . . . the 
greatest popular vote any new car has ever received 
from its introduction through its first full year. In 
fact, so great is the popular demand for Falcon, that 
every 30 seconds of every working day somebody else 
buys one. Just what has Falcon got. the others have 
not? It’s not just one thing . . .. it’s: many things... a 
combination of features you can’t find in any other 
compact except Falcon. 


Economy is one of these. features. All compacts 
Save you money in some ways. . .’but only Falcon 
Saves you all ways. Falcon goes up to 30 miles on one 
gallon of regular gas. A proven fact! Falcon goes 
4,000 miles between oil changes. With Falcon’s Dia- 
mond Lustre Finish, you can forget waxing forever! 


And because Falcon is a true compact, it costs 
less to service, less to license and, depending upon 
where you live, less to insure. Many of today’s com- 
pacts are so big, so powerful, they cost about as 
much to buy and run as a big car. No other compact 
saves you as much as Falcon. It took no time for 
America to see this. 


Another reason why Falcon has won the Battle of 
the Compacts: family comfort. Falcon is a full 6- 
passenger car . . . in every sense of the word. You 
can’t say that about every other compact. For 
example, Falcon’s rear seat is almost one full foot 
wider than another compact’s. 


There’s also enough luggage space in Falcon’s 
trunk so you can take off for weeks at a time. Not so 
with every other compact. One in particular has only 
about half as much trunk space. 


Perhaps the greatest Falcon surprise of all is its 
cheery interior. All the luxury hasn’t been stripped 
out of this compact! Falcon offers a car that is pleas- 
ant, comfortable .. . yes, even elegant . . . to sit in. 
Falcon has all the pleasantries: coat hooks, front arm 
rests, sun visors, foam-padded front seat, rich uphol- 
stery—all the little luxuries you never miss until 
somebody takes them away. And Falcon doesn’t 
charge extra for these luxuries. They’re all included 
in that low Falcon price—at not one penny’s extra 
cost to you. 


Finally there is the question of price. And here is 
where Falcon read America’s mind perfectly. Com- 
pacts are smaller cars. Their prices should be smaller 
... much smaller! A good many of today’s compacts 
are actually priced more than many big cars. To give 
you an idea of the difference between compact prices, 
let’s compare Falcon with the field. 
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The Ford Falcon is America’s very lowest-priced 
6-passenger car.* And not by mere pennies. It is 
priced as much as $505t less than other compacts. 
There is a $505 price difference between Falcon and 
the highest-priced compact. 

To be sure, we could have built the Falcon differ- 
ently. It would have been easy to make it larger, more 
elaborate, frillier and more expensive. We could have 
made it smaller and stripped it down to four wheels 
and an engine. We could have given it a V-8 or a 4- 
cylinder engine . . . transmission in the rear, alumi- 
num everywhere, a rear engine. We could have done 
many different, unusual things... but we didn’t. And 
apparently the public agreed with us! 

The Falcon’s design makes beautiful sense. It 
gives you a combination of three built-in bonuses .. . 
found in no other compact. The first of these is price. 
There just isn’t a lower-priced 6-passenger car made 
in America today. Falcon is the rock-bottom lowest! 

The second Falcon savings bonus might be en- 
titled, ‘“The Easiest Car In The World To Own.” You 
cash in on it every day you own a Falcon. It includes 
the hundred-and-one ways Falcon costs less to run 
... the savings on gas, oil, waxing, mufflers, servic- 
ing, licensing, insurance. 

The third Falcon savings bonus comes at trade-in 
time. You’ll find yourself in a very enviable bargain- 
ing position with one of the hottest resale cars ever. A 
December issue of Automotive Market Reports shows 
that Falcon depreciates from $138 to $175 less than 
the other compacts in its class. Falcon is as popular 
used—as it is new! 

Easier to buy, easier to own, easier to sell—the 
ideal combination of everything you want most in a 
compact. Only Falcon has it. That’s why only Falcon 
could be America’s best-selling compact! 





















Here’s why Falcon’s first! Over 525,000 sold since its introduction—makes Falcon the most successful new car 
in automotive history. And Falcon not only leads all other compacts—it breaks its own sales records, too. November 
Falcon sales jumped a whopping 46% over November a year ago! 
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THE BATTLE OF THE COMPACTS CAR RECEIVED SUCH AN OVER- 
IS WON...THE SMOKE HAS CLEARED...) | WHELMING MANDATE FROM 
AND FALCON IS THE VICTOR! 









Peanuts Characters © 1960 United Feature Syndicate Inc 






"59 '60 "60 


Feb. 


"69 





Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


* * * 


NEWINGTON, CONN. 


Newington Auto Auction, 
Prices off but selling was good, 


consignments, 


BUICK—’59 LeSabre 2-dr., $1,160. 
‘58 RM 4-dr. Riviera, $870 (ps), 
*S7 Century 2-dr, Riviera, $600* (ps). 
"56 Special 4-dr., $350°; Super 2-dr. 
Riviera, $325* (ps). 
‘55 Super 2-dr. Riviera, $265* (ps). 


Air (8) 2-dr., $1,075* (ps); Brook- 
wood (6) 4-dr., $1,045". 
‘58 Biscayne (6) 4-dr., $875*; Bel 


Air (8) 4-dr., $825*. 
’57 Two-ten (8) 2-dr., $670*. 


$1,600. 
*59 Custom 300 (8) 2-dr., $830. 
‘58 Fairlane 500 (8) 2-dr., $760*, $625*; 
Country Sedan (8) 4-dr., $700, 
‘ST Fairlane 500 (8) 4-dr. Victoria, 
$525*. 
"56 Country Sedan (8) 4-dr., $195, 
MERCURY—’56 Custom 2-dr. hardtop, 
$250°. 
PLYMOUTH — '57 Belvedere (8) 4-dr., 


$500°. 
"55 Suburban (8) 4-dr., §300*; Savoy 
(6) 2-dr., $125. 
ee — °'55 Chieftain 4-dr., 


$165. 
RAMBLER—’'56 Custom (6) Cross Coun- 
try 4-dr., $515, 
‘55 Cross Country 4-dr., $250, 


LOS ANGELES 


Harold Henry's Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are 
for sale of Dec. 29. 

$1,- 


BUICK—’59 LeSabre 2-dr. 
585* (ps). 

‘57 Super 2-dr. Riviera $865* (ps); Cen- 
tury 2-dr. Riviera, $750* (ps); Special 
2-dr. Riviera, $650*, $650* (ps). 

’56 Special 2-dr. Riviera, $400* (ps). 

‘55 Super 2-dr. Rivera, $435* (ps); 
Century 4-dr. Riviera, $310* (ps). 

CADILLAC—’60 de Ville 4-dr. hardtop, 
$4,150* (ps); (62) 4-dr., $4,100* (ps). 

’59 de Ville 4-dr, hardtop, $3,650* (ps); 
2-dr. hardtop, $3,360* (ps); (60) Spe- 
cial 4-dr., $3,500* (ps), $3,485* (ps). 

"58 (62) Sedan de Ville, 2 at $2,285* 


$225", 


hardtop, 


(ps). 

‘57 (60) Special 4-dr. hardtop, $1,875* 
(ps); (62) Coupe de Ville, $1,740* 
(ps); 2-dr. hardtop, $1,635* (ps), 

"56 (75) 4-dr., $1,700* (ps); (62) Sedan 


de Ville, $1,135* (ps), $1,050* (ps); 
4-dr., $835* (ps). 

’55 (62) Coupe de Ville, $1,070* (ps); 
(60) Special 4-dr., $700* (ps). 

"54 (62) 4-dr., $585* (ps). 

"53 (62) conv., $300 *(ps); Coupe de 
Ville, $250* (ps) 


"52 (62) Coupe de Ville, $275* (ps). 
*49 (62) conv., $135°. 
CHEVROLET — ’'61 Corvette (8) conv., 
$3,455; Corvair 900 (6) 2-dr., $2,270. 


‘60 Impala (8) sport coupe, §$2,110* 
(ps), $1,985; sport sedan, $2,000* 
(ps), $1,935° (ps); Bel Air (8) 4-dr., 
$1,690* (ps); 2-dr., $1,500*. 

"59 Impala (8) conv., $1,525* (ps); 
Bel Air (8) 4-dr., $1,335* (ps). 

‘58 Impala (8) sport coupe, $1,385* 
(ps); Brookwood (8) 4-dr., $1,150* 
(ps), $1,050*, $765*; Biscayne (8) 4- 
dr., $9650*, $910*. 

"57 Two-ten (6) station wagon, $795; 
Two-ten (8) 2-dr., $535*. 


"56 Bel Air (8) 4-dr., $715* (ps); sport 
sedan, $700*, $675*, $650* (ps); conv., 
$575* (ps); Two-ten (8) Delray, 
$605*; sport coupe, $320*; MTwo-ten 
(6) station wagon, $400; One-fifty (8) 
2-dr., $600; One-fifty (6) 2-dr., $475. 

"55 Bel Air (8) sport coupe, $560, $500*; 

: station wagon, $560*%; 4-dr., $525*; 
i Two-ten (6) 4-dr., $495, $400; 2-dr., 
$460*, $425; Delray, $390. 

"54 Bel Air 4-dr., $220°; 2-dr., $195. 

"53 Two-ten 2-dr., $250, $150; Bel Air 4- 


dr., $150. 
YSLER—'S6 NY Town & Country; 
$875* (ps). 
50 Suburban, $185*. 
DODGE—’58 Coronet (8) conv., $925* 


(ps). 
"ST Coronet (8) 2-dr. hardtop, $735* 
(ps); 2-dr., $505*. 





















Sale every 
Thursday, Prices are for sale of Dec. 29. 
Large 
percentage sold, Sold 43 cars from 67 


CHEVROLET—’60 Bel Air (6) 2-dr., $1,- 
550". 
’59 Bel Air (6) 4-dr., $1,245* (ps); Bel 


‘56 Bel Air (6) 2-dr., $530*; Two-ten 
(8) 4-dr., $455°*. 
'55 Bel Air (6) 4-dr., $365. 
’54 Two-ten 2-dr., $190. 
FORD—’60 Galaxie (8) 4-dr. Victoria, 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


58 60 
June 


"69 °60 
May 


"58 ’60 
April 


‘56 Coronet (8) 2-dr, hardtop, $390* 
(ps), 

FORD—’61 Thunderbird (8) 2-dr. hard- 

$4,575* (ps), $4,530 (ps); 2 at 

$4,300* (ps); conv., $4.450* (ps), 

60 Thunderbird (8) 2-dr. hardtop, §$3,- 
150* (ps); Country Sedan, (8) 4-dr., 
$1,800*, $1,785* (ps); Galaxie (8) 
starliner, $1,800* (ps), $1,785* (ps); 
Fairlane 500 (8) 4-dr., $1,530* (ps); 
Fairlane (8) 4-dr., $1,400*%, $1,350*. 

’59 Thunderbird (8) 2-dr. hardtop, §$2,- 
650* (ps); Galaxie (8) skyliner, $1,- 
700* (ps); 2-dr. Victoria, $1,625* (ps), 
$1,485* (ps); Country Sedan (8) 4- 
dr., $1,440* (ps); Fairlane 500 (8) 
2-dr. Victoria, $1,335* (ps); 4-dr. Vic- 
toria, $1,285* (ps); Fairlane (8) 4- 
dr., $1,150*, 

58 Thunderbird (8) 2-dr. hardtop, $1,- 


915* (ps); Fairlane 500 (8) 4-dr. 
Victoria, $925* (ps); Custom 300 (8) 
4-dr., $750*; Custom 300 (6) 2-dr., 
$690*; Fairlane (8) 2-dr., $715*; 4- 
dr., 2 at $710*. 

‘57 Custom 300 (8) 4-dr., $600*%; 2- 
dr., $600; Ranch Wagon (8) 2-dr., 
$600*; Fairlane 500 (8) 4-dr., $575°*. 

'56 Parklane (8) 2-dr., $500* (ps). 

’55 Country Squire (8) 4-dr., $580*; 
Fairlane (8) 2-dr. Victoria, $425*. 

’54 Country Sedan (8) 4-dr., $225. 

*40 Deluxe (8) 2-dr., $450, 

IMPERIAL — ’'58 Crown conv., $1,750* 


(ps). 
’57 Crown 2-dr. hardtop, $1,365* (ps). 
LINCOLN— '58 Continental Mark III 4- 
dr., $2,150* (ps); Premiere 4-dr. hard- 
top, $1,905* (ps); Capri 4-dr., $1,610* 
(ps). 

‘56 Premiere 2-dr. hardtop, $695* (ps). 
’54 Capri 2-dr. hardtop, $230* (ps). 
MERCURY—’58 Montclair 4-dr. hardtop, 

$510* (ps). 

‘57 Montclair 2-dr. hardtop, $615* (ps). 
’56 Montclair 2-dr. hardtop, $300*. 
OLDSMOBILE — '60 (88) Super 4-dr. 

Holiday, $2,700* (ps). 
‘58 (88) Super 2-dr. $1,300* 


(ps). 

'57 98) 4-dr. Holiday, $9125* (ps); 
(88) Fiesta 4-dr., $890* (ps). 

"56 (88) 2-dr. Holiday, $525* (ps); 

, (88) Super 2-dr. Holiday, $385* (ps); 
(98) conv., $355* (ps). 

"565 (88) Super 2-dr. Holiday, $565* 
(ps); (88) 2-dr. Holiday, $435*; (98) 
4-dr., $385* (ps). 


Holiday, 


PLYMOUTH — ’58 Belvedere (8) 4-dr., 
$800* (ps); Savoy, (8) 4-dr., $635*, 
$615, 

'57 Belvedere (8) 2-dr, hardtop, $785* 


(ps); Suburban (8) sport 4-dr., $660* 
(ps); custom 4-dr., $660 (ps); custom 
4-dr., $565* (ps). 


‘55 Belvedere (8) 2-dr. hardtop, $300* 
(ps). 
‘53 Cambridge 4-dr., $135. 
’49 business coupe, $125. 
PONTIAC—'57 Chieftain 4-dr. Catalina, 
$625°. 
’56 Star Chief 2-dr. Catalina, $475* 
(ps). 
’55 Star Chief 2-dr. Catalina, $425*° 


(ps), $335* (ps). 
a.” Super (6) Cross Country, 
$1,655, 

’58 Super (6) Cross Country, $1,095*. 

’55 Ambassador (8) Custom 4-dr., $255*. 

MISCELLANEOUS—’'60 Willys (6) Jeep 
pickup, $1,750; Ford (6) %-ton camper, 
$1.410; (6) Falcon Ranchero, $1,385. 

‘59 Chevrolet (6) Fleetside %-ton pick- 
up, $975; GMC (6) ‘%-ton pickup, 
$1,145. 

*58 GMC (6) 100 %-ton pickup, $1,- 
050; Chevrolet (6) ‘%-ton pickup, 
$930; Dodge (8) %-ton pickup, $800; 
Ford (8) %-ton pickup, $755. 

‘57 International (6) ‘%-ton 
$510. 

‘56 Ford (8) %-ton pickup, $525*. 


pickup, 


‘6565 Chevrolet (6) %-ton pickup, $450; 
delivery sedan, $385; Ford (8) 
Courier, $300. 


’54 Chevrolet %-ton pickup, $375*; In- 
ternational travel-all, $345; GMC %- 
ton LWB pickup, $280*. 


FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Dec. 28. Due to 
unseasonably cold weather and holiday sea- 
son the sale was anything but exciting. 
Sold 93 cars from 158 consignments. 
BUICK—’'60 Invicta 4-dr. hardtop, $2,375* 

(ps); LeSabre 4-dr., $2,240* (ps). 

‘59 LeSabre 2-dr. hardtop, $1,550* (ps); 

2-dr., $1,535* (ps); 4-dr. hardtop, $1,- 


150*; Invicta. 4-dr., $1,480* (ps). 
‘58 Special Estate Wagon 4-dr,, #1,215* 
(ps); Century 4-dr. Riviera, $1.050* 


(ps); Super 2-dr. Riviera, $750* (ps). 
’57 Century 4-dr., $790* (ps); 4-dr. Riv- 
Stade $750* (ps); RM 4-dr. Riviera, 


"56 Century. 4-dr., §530*° (ps); Special 
2-dr. Riviera, $390*. 

’55 Century conv., $205*; Super 2-dr. Riv- 
fera, $145*° (ps); RM 2-dr. Riviera, 


"69 
duly 


Prices of '61s added and '53s dropped in November, 1960. Prices of ‘60s and ’52s dropped in December, 1959. 
Figures alongside bars represent dollars. 


George A. Lamb 


"69 


"68 = °60 


Sept. 


"569 '60 
Aug. 


$135* (ps). 

OADILLAC—’59 de Ville 2-dr. hardtop, $2,- 
700* (ps). 

‘54 (62) 4-dr., $350* (ps). 

CHEVROLET—’60 Impala (8) 2-dr. hard- 
top, $1,905*; Impala (6) sport coupe, 
$1,765*; Brookwood (8) 4-dr., $1,805* 
(ps); Bel Air (8) 4-dr., $1,550*; Bis- 
cayne (6) 4-dr., $1,350*; Corvair (500) 
(6) 4-dr., $1,320*, $1,055, $900. 

'59 Impala (8) 4-dr., $1,240*; Parkwood 
(6) 4-dr., $1,210; Parkwood (8) 4-dr., 
$1,200*; Bel Air (8) 2-dr., $1,030*; 

4-dr., $1,000*; Biscayne (6) 2-dr., $1,- 


Air (8) 4-dr. hardtop, $830* 
(ps); Biscayne (8) 4-dr., $815*. 
’57 Bel Air (8) 4-dr, hardtop, $835* (ps); 










FORD—’60 Galaxie (8) Starliner, $1,710°; 
Falcon (6) 2-dr., $1,515; Fairlane 500 
(6) 2-dr., $1,290. 

’59 Thunderbird (8) conv., $2,170* (ps); 
Country Sedan (8) 4-dr., $1,165*; Gal- 
axie (6) 4-dr., $1,100* (ps); Custom 
300 (8) 4-dr., $955*; 2-dr., $870, $835; 
Custom 300 (6) 2-dr., $860. 

‘68 Thunderbird (8) conv., $1,880* (ps); 
Country Sedan (8) 4-dr., $850. 

’57 Country Sedan (8) 4-dr., $650*; Fair- 
lane (8) 4-dr., $535*; Custom (8) 2-dr., 
$455*; Custom 300 (8) 4-dr., $420*; 
Ranch Wagon (6) 2-dr., $375. 

’56 Fairlane (8) 4-dr. Victoria, $480*. 

"55 Custom (8) 2-dr. Victoria, $280. 

MERCURY — '58 Commuter 4-dr., $905* 
(ps); Monterey 4-dr., $620*. 

’54 Montclair 4-dr., $125. 

OLDSMOBILE—’60 (88) 2-dr., $1,700. 

‘S57 (98) 4-dr., $935* (ps). 

"ae 4-dr., $505* (ps); (88) 4-dr., 


$250, 
’55 (88) Super 4-dr., $260*; (88) 4-dr., 





$205*. 
PLYMOUTH—’58 Plaza (6) 4-dr., $515. 
'57 Savoy (8) 2-dr. hardtop, $475*; Bel- 
vedere (8) 2-dr. hardtop, $400*. 
PONTIAC—’60 Star Chief 4-dr., $1,905* 
(ps); Catalina 4-dr., $1,790*. 
‘58 Chieftain 4-dr., $775*. 
’S7 Star Chief 2-dr. Catalina, $550* (ps). 
’54 Star Chief 2-dr., $105* (ps). 
MISCELLANEOUS—’58 Chevrolet (6) %- 
ton pickup, $815. 
’57 Ford F-100 pickup, $560* 


56 Chevrolet %-ton pickup, $330, 






‘en: Bee a WAREHOUSE POINT, CONN. 







Southern Auto Sales, Inc. Sale every Wed- 
nesday, Prices are for sale of Dec. 28. 


BUICK—’59 Invicta 4-dr. hardtop, $1,515* 


(ps). 
’S7 Special 4-dr., $630* (ps), $540* (ps). 
’566 Super 4-dr.’ Riviera, $390* (ps); 2-dr. 





@ 1961, by Automotive News 





Two-ten (8) 4-dr., $800*, $450; station 


wagon 4-dr., $700*; station wagon 4-dr. ivi 250* . cial 2-dr. 
(9 pass.), $605; Two-ten (6) 4-dr., eer’ $ oe: er %. 
$490. ’55 Super 2-dr. Riviera, $245*. 


’54 RM 2-dr. Riviera, $125* (ps); Special 
4-dr., $115*. 
CADILLAC—’61 (62) 4-dr. hardtop, $4,900* 


’56 Bel Air (8) 4-dr., $515*, $515* (ps); 
Two-ten (8) Delray, $485*; 4-dr., $275. 
‘55 Two-ten (8) 2-dr., $130. 


CHRYSLER — ’'55 Windsor 4-dr., $185* (ps). 
ae. CHEVROLET “el impala’ (3) 2-ar, h 
his? -dr., '—"61 Impala -dr, hard- 
Oe eee Comet station wagon 4-dr top, | $2,625° (on; Ee ase ae 
ag F -dr. ha ‘ . ; scayne ) 2-dr., ’ . 
o300° (pee eeweeP A-dr. hardtop.) 69 Bel Air (6) 4-dr., $1,370*; Corvair 
’57 Fireflite 4-dr., $395*. 6500) 4-dr., $1,270. 
DODGE—'59 Sierra (8) 4-dr., $1,375* (ps). 59 Impala (8) 2-dr. hardtop, $1,425* 
"56 Royal (8) 4-dr., $330* (ps). (ps), $1,375* (ps), $1,350*; Bel Air 
EDSEL — ’59 Ranger (6) 2-dr. hardtop, (8) 4-dr., $1,250°, $1,210*, $1,055*; 


$670. (Continued on Page 25, Col, 1) 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








COLORADO 








Colorado Auto Auction 


4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782i 


SALE EVERY TUESDAY 
11:00 A.M. 


Owners & Operators 
MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our i4th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 


Auction. City Airport. Tues., 10 


A.M. Dealer-owned. Dealers only. 


WEST PALM BEACH — Florida's 


“quality” auction. 12 Noon. Thurs- 
day. W. Palm Beach Fairground. - 


Crossroads. 


. « « Where they meet... 
buyers and sellers . . . new and 


used car dealers. They meet at 
the dealer auctions of the na- 
tion. . . and on the pages: of 
Automotive News. 








Norman Early 





















MARYLAND NEW JERSEY 


_— ep oP Air — — Ti- 

es, guaranteed. Cars grou 

ed. Thur., 12 noon. Established 1947, 
MICHIGAN 


aN cae 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


. Aptco 


19241 Dix—Toledo Highway—Route 25 
Just 1/2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Aptco 











Minutes from New York City 





AUTO AUCTION 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured 
AUCTION INSURANCE AGENCY, 
Birmingham, 





Alabama 
EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 


Dealers! Consult this Page for 
Fast, Accurate Directions to 
Leading U. S$. Auto Auctions. 











Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
© “DUAL RING" 2 lines running simultane- 
ously. 
© Conveniently located in the heart of the 
automobile world. 
Ten acres of completely fenced parking 
area. 


NEW YORK 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 
Albany 5, N. Y. 

















© Always a fine selection of sharp cars. ; 
© Friendly relations prevail at all times, Every Menday — 11 O'Clock 
® Congenial auctioneers 00 car sale average 

9 7 All Titles and Checks Guaranteed 
@ Fair management, 


MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M.D. McCollum, Vice-President and Manage: 
3711 Western Road Phone CEdar 2-318! 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check 
Title Protection. (Wed.) 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea: week, Tues., Thurs., 12:30. 

A, 

L UC A D, the Dealers’ Directory 

to Leading Auto Auctions. 
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| Used-Car Auction Prices 
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(Continued from Page 24) 


2-dr., $1,045*, $1,000*; Bel Air (6) 
2-dr., $1,050; Biscayne (8) 4-dr., $1,- 
050*, $985* (ps). 

‘58 Impala (6) 2-dr., $1,065*; Bel Air 
(8) 4-dr., $925*; 4-dr, hardtop, $875*. 

'57 Two-ten (8) station wagon 4-dr., 
$800; 4-dr., $550*; Two-ten (6) 4-dr., 
$510. 

56 Two-ten (8) station wagon 4-dr., 
$675*; 4-dr., $425*; Two-ten (6) 2-dr., 
$510; 4-dr., $440, $360*; Bel Air (6) 
4-dr., $445*. 

’55 Two-ten (6) 4-dr., $350, $285, $250. 

54 Two-ten 2-dr., $225*; 4-dr., $125*; 
One-fifty 2-dr., $105, 

DeSOTO—’ 57 Firedome 2-dr. hardtop, $600* 
(ps); 4-dr., $565* (ps). 
56 Firedome 4-dr., $365* (ps). 
'55 Firedome 4-dr., $225*. 


DODGE—’57 Sierra (8) 4-dr., $650*. 


FORD—’'60 Ranch Wagon (6) 2-dr., $1,500; 
Falcon (6) 2-dr., $1,285. 

’*59 Country Sedan (8) 4-dr., $1,040*; 
Fairlane (8) 2-dr., $1,025, $850. 

58 Custom 300 (6) 2-dr., $675; Ranch 
Wagon (6) 2-dr., $625*. 

’57 Fairlane (8) 4-dr., $600*, $550*; Fair- 
lane 500 (8) 4-dr., $490* (ps); Country 
Sedan (8) 4-dr., $540* (ps). 

56 Country Sedan (8) 4-dr., $580; Cus- 
tom (8) 4-dr., $390*; Fairlane (8) 
conv., $325*; 4-dr., $205* (ps). 

'55 Main (6) 2-dr., $210; Ranch Wagon 
(8) 2-dr., $175*. 

54 Main (8) 4-dr., $125, $105; Ranch 
Wagon (8) 2-dr., $125. 

MERCURY—’ 54 Monterey conv., $165* (ps). 


OLDSMOBILE—’59 (98) 4-dr. Holiday, $1,- 


825* (ps). 
’58 (88) Super 2-dr. Holiday, $1,010* 
(ps). 


’57 (88) Super 2-dr. Holiday, $665* (ps); 
(88) 4-dr., $650*, $500* (ps). 

56 (88) 4-dr. Holiday, $450*. 

’55 (98) conv., $190* (ps). 

PLYMOUTH—’59 Fury (8) 4-dr., $1,220* 

(ps); Belvedere (6) 2-dr., $800. 

56 Plaza (8) 4-dr., $375*, $310*; Bel- 
vedere (8) conv., $280*. 

55 Savoy (6) 4-dr., $225*, $105; Plaza 
(6) 2-dr., $175; Belvedere (8) 2-dr., 


$130. 
PONTIAC—’59 Catalina 4-dr. Vista, $1,- 
505* (ps). 


55 Chieftain 2-dr., $275*; Star Chief 
2-dr. Catalina, $210* (ps), 
’54 Chieftain 4-dr., $150. - 


SALT LAKE CITY 


Salt Lake Auto Auction, Sale every 
Thursday, Prices are for sale of Dec. 
29. 

BUICK—’59 Electra 225 4-dr. hardtop, 
$2,080* (ps); LeSabre 4-dr., $1,425*. 

’57 Century 4-dr. Riviera, $795* (ps). 

’56 Super 4-dr., $490* (ps). 
CADILLAC—’60 de Ville 4-dr. hardtop, 

$4,345* (ps), $4,000* (ps). 

'58 (62) 2-dr, hardtop, $2,300* (ps), 
$2,010* (ps); Sedan de Ville, $2,080* 
(ps). 

’57 (62) Coupe de Ville, $1,700* (ps). 

’55 (62) 4-dr., $1,005* (ps). 

’54 (62) 2-dr. hardtop, $675* (ps). 

"51 (62) 4-dr., $185* (ps). 
CHEVROLET—’60 Impala (8) sport se- 

dan, $2,000* (ps); sport coupe, $1,- 

985* (ps). 

59 Impala (8) sport coupe, $1,645", 
$1,635* (ps); Bel Air (8) 4-dr., $1,- 
535* (ps), $1,455*, $1,415* (ps), $1,- 
370*, 2 at $1,355*, $1,170*; Parkwood 
(8) 4-dr., $1,305. 

58 Bel Air (8) 4-dr., $1,100*, $700* 
(ps); Impala (8) conv., $1,000; Yeo- 
man (6) 4-dr., $950*; Delray (8) 4- 
dr., $850; Biscayne (8) 4-dr., $320, 

’57 Two-ten (8) station wagon, $940*; 
Two-ten (6) station wagon, $935. 

’56 Bel Air (8) 4-dr., $700*, $680* Two- 
ten (8) 4-dr., $525*. 

’55 Bel Air (8) 4-dr., $600, $415* (ps); 
sport coupe, $545*; 2-dr., $525, $205; 
Two-ten (8) Delray, $520; sport coupe, 
$385°*. 

’51 Deluxe conv., $205. 

CHRYSLER—’59 Saratoga 4-dr., $2,000* 

(ps), 

"56 NY 4-dr., $550* (ps), 

’55 (300) 2-dr. hardtop, $535* (ps), 
DODGE—’ 57 Sierra (8) 4-dr., $480* (ps). 
FORD—'60 Thunderbird (8) 2-dr, hard- 

top, $3,020* (ps); Galaxie (8) conv., 
$2,065; starliner, $1,845* (ps); 4-dr., 

$1,700* (ps); Country Sedan (6) 4- 
dr., $1,605; Fairlane 500 (8) 4-dr., 
$1,575*, $1,485*. 

’59 Thunderbird (8) 2-dr. hardtop, §$2,- 
495* (ps); Fairlane (8) 4-dr., $1,295*, 
$1,100*, $1,050; Galaxie (8) 4-dr., $1,- 
250. 

’58 Country Sedan (8) 4-dr., $925* 
(ps); Fairlane 500 (6) 2-dr., $800. 
’57 Fairlane 500 (8) 2-dr. Victoria, $915* 

(ps); 4-dr, Victoria, $805 (ps), $755* 

(ps); Country Sedan (8) 4-dr., $570*; 

Custom (8) 4-dr., $570, $545; 2-dr., 
$565*; Custom (6) 2-dr., $460; Ranch 
Wagon (8) 2-dr., $540*. 

’55 Fairlane (8) 4-dr., $360*, 

"54 Custom (6) 2-dr., $285. 
IMPERIAL—’59 Imperial 2-dr. hardtop, 

$2,660* (ps). 

’57 Imperial 4-dr. hardtop, $1,400* (ps). 
MERCURY — '57 Montclair 4-dr., $855* 

(ps). 

’56 Montclair 2-dr. hardtop, $585*; Cus- 
tom 2-dr., $440°%; 4-dr., $365. 

‘55 Monterey 2-dr. hartop, $325*; 4-dr., 
$350*; Montclair conv., §315*; Custom 
2-dr., $145, 

’54 Monterey 4-dr., $250* (ps). 
OLDSMOBILE—’60 (88) Super 4-dr. Holi- 

day, $2,420* (ps). 

’59 (88) 4-dr. Holiday, $1,500* (ps). 

’57 (88) Super 4-dr. Holiday, $1,040* 


(ps), $650* (ps); (98) 4-dr., $890*. 
‘56 (98) 2-dr. Holiday, $665* (ps). 
"55 (88) 4-dr. Holiday $375*; 2-dr., 
$235*. 


PACKARD—’'55 Clipper 4-dr., $225* (ps). 
PLYMOUTH—'60 Sport Fury (8) conv., 
$1,930* (ps). 
*58 Suburban (8) Custom 4-dr., $920* 








(ps); Suburban (6) 2-dr., $610, 

"57 Belvedere (8) 4-dr., $570* (ps) 

’56 Belvedere (6) 4-dr., $375*. F 

"55 Savoy (8) 2-dr., $275. 

PONTIAC—'59 Star Chief 4-dr. Vista, 

$1,825* (ps), $1,600* (ps); Chieftain 
Safari 4-dr., $1,505* (ps). 

*55 Star Chief 2-dr. Catalina, $475". 

"54 Star Chief 4-dr., $300*, 

’51 Chieftain conv., $105*. 


RAMBLER—’60 American (6) 4-dr., $1,- 


455. 

STUDEBAKER—’59 Lark (6) 4-dr., $1,- 
020. 

MISCELLANEOUS — ’59 Chevrolet (8) 


%-ton pickup, $1,125. 

’58 Chevrolet (8) %-ton LWB Fileetside, 
$785; International (6) %-ton pickup, 
$525, 

55 Chevrolet (6) %-ton pickup, $425; 
Ford pickup, $330. 

’53 Chevrolet pickup, $290. 

’48 Willys Jeep, $425. 

’47 Willys pickup, $215; Dodge %-ton 
pickup, $150. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 


day. Prices are for sale of Dec. 28. 
BUICK —’56 Super 2-dr. Riviera, $500* 


(ps); 4-dr. Riviera, $495* (ps); Special 
4-dr. Riviera, $440*. 


CHEVROLET—’60 Biscayne (6) 2-dr., $1,- 


385*; Corvair 700 (6) 4-dr., $1,350", 
$1,225*. 

’59 Impala (8) sport sedan, $1,380* (ps) ; 
Bel Air (6) sport sedan, $1,160; 2-dr., 
$1,100; Biscayne (6) 2-dr., $1,060*. 

’58 Bel Air (8) conv., $1,000"; 2-dr., 
$900*; Biscayne (8) 4-dr., $860*; Bis- 
cayne (6) 2-dr., $735. 


57 Bel Air (8) 4-dr., $790*; Two-ten| 


(6) 2-dr., $630*; One-fifty (6) utility 
sedan, $465*. 
"56 Two-ten (6) station wagon 4-dr., 





$375. 


CHRYSLER—’58 Windsor 4-dr., $650* (ps). 
COMET—’60 Comet (6) 2-dr., $1,485*. 
DeSOTO — ’'57 Firesweep 2-dr. hardtop, 


$575* (ps); Firedome 4-dr., $400*. 


DODGE—'59 Coronet (8) 2-dr. hardtop, $1,- 


400° (ps). 

"658 Coronet (8) 2-dr., $570*. 

’57 Coronet (8) 2-dr. hardtop, $660* 
(ps); 2-dr., $410*; 4-dr., $315*. 


EDSEL—’58 Ranger 2-dr., $500*. 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 


$2,610* (ps); Galaxie (8) 4-dr. Vic- 
toria, $1,675*; Fairlane 500 (8) 2-dr., 
$1,475*; Falcon (6) 4-dr., $1,390; 2-dr., 
$1,275. 

’59 Ranch Wagon (6) 2-dr., $1,070; Cus- 
tom 300 (8) 2-dr., $905*, $900*, $870; 
Custom 300 (6) 2-dr., $750. 

’58 Fairlane 500 (8) 4-dr., $830*; 2-dr. 
Victoria, $710* (ps); 2-dr., $705; Cus- 
tom 300 (6) 2-dr., $650. 

’57 Custom 300 (6) 2-dr., $550; Fairlane 
(8) 2-dr., $550°*. 

’56 Fairlane (8) 2-dr., $390; 2-dr. Vic- 
toria, $325*; Custom (8) 4-dr., $320*. 

’55 Custom (6) 4-dr., $310; Custom (8) 
2-dr., $125*; Ranch Wagon (8) 2-dr., 
$280. 


MERCURY—’60 Monterey 4-dr., $1,775* 


(ps). 

’59 Monterey 2-dr. hardtop, $1,170* (ps), 
$1,150*. 

’58 Monterey 2-dr. hardtop, $865*; conv., 
$810*; 2-dr., $540*. 

’57 Monterey 4-dr. hardtop, $540*. 

’55 Monterey 2-dr, hardtop, $250*. 


OLDSMOBILE — ’58 (88) 4-dr. Holiday, 


$900* (ps). 


PLYMOUTH—’59 Fury (8) 4-dr. hardtop, 


$1,110*; Belvedere (8) 4-dr., $1,060° 
(ps) 


PONTIAC—’59 Star Chief 4-dr. Vista, $1,- 
655°. 


’57 Star Chief 4-dr. Catalina, $825* (ps). 


RAMBLER—’59 American (8) 2-dr., $700. 


In the Greater Philadelphia market, The Evening 
and Sunday Bulletin is a trusted family friend, 
invited into the home day after day. 


The pages of this newspaper reflect the character, 
desires and spirit of its readers. The Bulletin and 
the people of Philadelphia understand each other. 


THE PHILADELPHIA BULLETIN 





Model Breakdown 
Of Auction Averages 











Average $1,062 





’57 Custom (8) Cross Country 4-dr., $500. 
’56 Super (6) 4-dr., $405. 


VALIANT—’60 V-200 4-dr., 


DYER, IND. 


Dyer Auto Auction, 
Prices are for sale of Dec. 
cars from 321 consignments. 


BUICK—’57 Special 2-dr., 
’55 Special 4-dr., 


Sale every Friday. 


’54 Special 2-dr. Riviera, $190* 


CADILLAC—’57 (62) 4-dr. hardtop, $1,- 


55 (62) 2-dr. hardtop, $480*. 


’53 (62) 4-dr., 
CHEVROLET—’60 Impala (8) sport sedan, 


Bel Air (8) 4-dr., 


25 





$1,690* (ps); 2-dr., $1,610*. 

"59 Impala (8) sport coupe, §$1,650* 
(ps); sport sedan, $1,630*; Impala (6) 
sport coupe, $1,420* (ps); Bel Air (8) 
4-dr., $1,305* (ps), $1,015*; 2-dr., $1,- 
220°; Biscayne (6) 4-dr., $1,115*; 2- 
dr., $1,075", $920*; Ranch Wagon (6) 
2-dr., $775*, 

"58 Impala (8) sport coupe, $1,160* 
(ps); Biscayne (6) 2-dr., $780*, $450*. 

"57 Two-ten (8) sport coupe, §755*, 
$700*; Two-ten (6) 2-dr., $650*; One- 
fifty (6) 4-dr., $620*, 

56 Two-ten (8) sport sedan, $550*; 
sport coupe, $330*; One-fifty (6) 4-dr., 
$325*; 2-dr., $150°*. 

55 Two-ten (6) sport coupe, $300*; 2- 
dr., $280*; Two-ten (8) sport coupe, 
$270*; One-fifty (6) 4-dr., $225*. 

’54 Bel Air 4-dr., $225*, $150*, $110*; 
Two-ten 2-dr., $180*, 

’53 One-fifty 2-dr., $100. 

*52 Deluxe 4-dr., $170, 

'51 Deluxe 4-dr., $105. 

CHRYSLER — '55 Windsor 4-dr., $375*, 
$245*; 2-dr. hardtop, $125*. 
DeSOTO—'57 Firesweep 4-dr., $440*. 

'55 Firedome 2-dr. hardtop, $140*. 
DODGE—'57 Coronet (8) 2-dr. hardtop, 

$620°*. 

'55 Coronet (6) 4-dr., 2 at $180*. 
EDSEL—’58 Ranger 2-dr. hardtop, $370. 
FORD—’60 Galaxie (8) starliner, $1,755* 

(ps), $1,720* (ps); Fairlane (8) 4-dr., 
$1,475*. 

’59 Galaxie (8) 2-dr. Vittoria, $1,490* 
(ps); 4-dr. Victoria, $1,450* (ps); 
Custom 300 (8) 2-dr., $1,005*; 4-dr., 
$655*; Fairlane 500 (8) 4-dr. Victoria, 
$850". 

‘58 Fairlane (8) 2-dr. Victoria, $1,060* 
(ps); 4-dr., $890*; 2-dr., $805*; 4-dr. 
Victoria, $570*. 

’57 Fairlane (8) 2-dr, Victoria, $495*, 
$400*; Ranch Wagon (8) 2-dr., $470*; 
Fairlane 500 (8) conv., §450*; Custom 

(Continued on Page 28, Col. 1) 





What does this mean to advertisers? It means 
that, in the growing seven billion dollar Greater 
Philadelphia market, your sales message in The 
Evening and Sunday Bulletin enjoys a unique and 
extra “bonus”... 


You buy belief when you buy The Bulletin! 


A member of MILLION MARKET NEWSPAPERS, INC. Advertising Offices: 


New York 17, 529 Fifth Ave.; Chicago. 1, 333 N. Michigan Blvd.; Detroit 2, New Center Bidg.; Los Angeles 5, 3540 Wilshire Blvd. ; 


San Francisco 4, 111 Sutter St. IN PHILADELPHIA NEARLY EVERYBODY READS THE BULLETIN 












Car for Training— 


lynn Wertz, right, president, Sutton 
Ford, Inc., New York, presents key to a 
1961 Ford to the Rev. Vincent J. McGrail, 
$.J., headmaster of Xavier High School, 
for use in the school’s driver training pro- 
gram. The car is specially equipped with 
a dual-control system. Xavier High School 
is the only Catholic high school in Man- 
hattan which conducts a driver-training 


program. 





New Road Chief Selected; 


Congress Faces Issues 


WASHINGTON.—Rex Whitton, 
chief engineer of the Missouri state 
highway commission, has been se- 
lected by President-elect Kennedy 
as the next Federal Highway Ad- 
ministrator. 

He will succeed Bertram D. Tal- 
lamy, who has headed the nation’s 
road-building program since 1957. 

Kennedy announced his choice 
to head the Bureau of Public 
Roads after consulting with Gov. 
Luther W. Hodges of North Car- 
olina, who will become Secretary 


Saab Imports 
Chryslers, Buys 
Materials in U. S. 


NEW YORK.—An ideal balance 
of trade exists between one Euro- 
pean manufacturer and the United 
States. 

Saab of Sweden, exporters of a 
family sports sedan and a station 
wagon, imports American cars 
(Chryslers and Valiants) as well as 
auto-body steel, sealed beam lights, 
shock absorbers and components 
for military aircraft, 

The Swedish ships that bring the 
Saab cars to these shores (Carteret, 
N. J.; Hingham, Mass., and Jack- 
sonville, Fla.) carry back Chrysler 
Company cars which are distribut- 
ed by Saab in Sweden, The twin 
program serves to lower transpor- 
tation costs for Saab cars as well 
as promoting sales of American 
cars in Sweden. 

Current Saab exports amount to 
$6.5 million per year. On this ex- 
port the U. S. government obtains 
an added income of about $1.5 mil- 
lion in import duties and excise 
taxes. . 

From the U. S. Saab imports vital 
parts for its production of aircraft 
and automobiles. Imported elec- 
tronic equipment for the jet fighter 
aircraft amounts to about $4 mil- 
lion. 

U. S. purchases of body steel and 
miscellaneous equipment amount to 
about $1 million, and in addition 
Saab buys other U. S. items, such 
as stamping and welding machines, 
at an average of about $100,000 per 
year, 

As distributor for the Chrysler 
cars Saab buys about $3 million a 
year in cars, spare parts and ac- 
cessories. 


TIADA Names 


General Manager 


DALLAS.—John Wood of Fort 
Worth has been 
named general 
manager of the 
Texes Independ- 
ent Automobile 
Dealers Assn. 
Wood formerly 
was in the insur- 
ance and automo- 
bile business in 
Fort Worth. He 
succeeds Tom 
Blundell, who has 
resigned. 


























AUTOMOTIVE NEWS, JANUARY 9, 1961 


















See. 1961, by Automotive News) 
UIOK. 


The following prices include the sug- | hardtop, $4,892; conv., $5,455; Sedan de 4-dr. 3-seat stat. wag., $2,892. Phoenix— 
gested base factory list prices, Federal | Ville 4-dr. hardtop (flat roof or sloping| 4-dr. sed., $2,595; 4-dr. hardtop, $2,677; 
excise tax amounts and suggested dealer | roof), $5,498; 4-dr, hardtop (short deck),| 2-dr. hardtop, $2,618; conv. (V-8 std.), 
delivery-and- ling . Not in- | $5,498; Coupe de Ville 2-dr. hardtop, $5,-| $2,988. 
cluded are variable items passed on to | 252; Eldorado Biarritz conv., $6,477. 60 Polara V-8 —4-dr. sed., $2,966; 4-dr. 
the retail buyer, such as State and local | Special—4-dr. hardtop, $6,233. Series 75—j| hardtop, $3,110; 2-dr. hardtop, $3,032; 
taxes, transportation charges and op- | 8-pass. sed., $9,533; limousine, $9,748.| conv., $3,252; 4-dr, 2-seat stat. wag., 
tional eauipment. (Hydra-Matic, power steering, power | $3,294; 4-dr. 3-seat stat. wag., $3,409. 

brakes standard on all models.) FORD—Falcon—4-dr. sed., $1,974; 2-dr. 


— Standard 4-dr. sed.,| CHEVROLET—OCorvair—Series 500—4-dr. | sed., $1,912; 2-dr, 2-seat stat, wag., $2,- 

92/384; deluxe 4-dr, sed., $2,519; standard sed., $1,974; coupe, $1,920; 4-dr. 2-seat| 225; 4-dr. 2-seat stat, wag., $2,268, 
4-dr. 2-seat stat, wag., $2,681; deluxe 4-dr. stat. wag., $2,266. Series 700—4-dr. sed., (The following prices are for six-cylinder 
2-seat stat. wag., $2,816, $2,039; coupe, $1,985; 4-dr. 2-seat stat. | models. one sags eae at cen Peo 
LeSabre—4-dr. sed. 107; 2-dr. sed.,| W88., $2,331. Monza 900 — Sport coupe, | 4-dr. sed., ,315; 2-dr, sed., . . Fair- 
$2,993; 4-dr. hardtop, & 228; 2-dr. hard-| $2,201. Greenbrier—Sport Wagon, $2,651. lane 500—4-dr, sed., $2,430; 2-dr. sed., $2,- 
top, $3,152; conv., $3,382; 4-dr. 2-seat (The following prices are for six-cylin-| 376. Galaxie—4-dr. sed., $2,590; 2-dr. sed., 
stat. wag., $3,623; 4-dr. 3-seat stat. wag.,| der models. For V-8s, add $107.) Biscayne | $2,536; 4-dr. hardtop, $2,662; 2-dr, hard- 
—4-dr. sed., $2,316; 2-dr. sed., $2,262;| top, $2,597; starliner 2-dr, hardtop, §2,- 


















$3,730. Invicta—4-dr. hardtop, $3,515; 2-dr. 
bardtop, $3,447; conv., $3,620. Electra— 
4-dr. $3,825; 4-dr. hardtop, $3,932; 
2-dr. hardtop, $3,818. Electra 2256—4-dr. 
hardtop, $4,350; conv., $4,192. (Turbine 
Drive transmission standard on all models. 
Power steering and power brakes standard 
on Electra and Electra 225.) 


CADILLAC—Sertes 62 — 4-dr. 
(flat roof | or F sloping roof), $5,080; 


sed., 
$2,554; 


dr. sed., 
hardtop, 


Brookwood, 


hardtop wood, $2,75 


2-dr. 





622. 
hardtop, $3, 
Yorker—4-d 


of Commerce in the new admin- | hardtop, 


istration. The post of Federal 
Highway Administrator carries 
an annual salary of $20,000. 
Whitton, 62, has dedicated his 
career to highway improvement. 
He has been connected with the 
Missouri highway commission since 
1920. He became chief engineer of 
the commission in 1951. 


Whitton is a former president of 
the American Assn, of State High- 
way Officials and chairman of the 
Highway Research Board. 

The National Highway Users 
Conference notes that the 87th 
Congress will be faced with sev- 
era] issues that are bound to have 
an important effect on the federal- 
state highway program. 

For example, there is the prob- 
lem of financing the Interstate 
System, Legislative action is re- 
quired if the full apportionment of 
$2.2 billion is to be made to the 
states for the 1963 fiscal year. 
Without such action, the Bureau 
of Public Roads has indicated, only 
$1.8 billion could be apportioned. 

In addition, Tallamy previously 
indicated that Congress will be 
requested during the coming ses- 


wag., $2,38: 
154; 2-dr. 
stat. wag., 


stat. 


Truck 


utility sed., 
$2,438; 2-dr. sed., 
2-dr. hardtop, 
$2,590; 2-dr. sed., 
$2,662; 
conv., $2,847. Station Wagons—4-dr. 2-seat 


747; 4-dr. 3-seat Parkwood, $2,850; 4-dr. 
2-seat Nomad, $2,889; 4-dr. 3-seat Nomad, 
$2,992. Corvette—Conv. (V-8 std.), $3,934. 
CHRYSLER—Newport—4 
964; 4-dr, hardtop, $3,104; 2-dr, hardtop, 
$3,025; conv., s 
wag., $3,541; 4-dr, 3-seat stat, wag., $3,- 
Windsor — 4-dr. sed., $3,218; 4-dr. 


$4,261; 2-dr, hardtop, $4,175; conv., 
592; 4-dr. 2-seat stat, wag., $4,764; 4-dr. 
3-seat stat. 
$5,411; 
» Power steering, power brakes stand- 
ard on New Yorker and 300-G.) 
COMET—4-dr. sed., 
$1,998; 2-dr. 2-seat stat. wag., $2,310; 4- 
dr. 2-seat stat, wag., $2,353, 
DeSOTO—4-dr. 
hardtop, $3, 
DODG 


$2,069; 2-dr. 


Dart—(Prices are for six-cylinder mod- 
els. For V-8s, add $119.) Seneca—4-dr. 


nounces appointment of Ted Cor- 


597; conv., $2,847, Station Wagons—2-dr. 
2-seat Ranch Wagon, $2,586; 4-dr. 2-seat 
Ranch Wagon, $2,656; 4-dr, 2-seat Country 
Sedan, $2,752; 4-dr, 2-seat Country Sedan, 
$2,856; 4-dr, 2-seat Country Squire, $2,- 
941; 4-dr, 3-seat Country Squire, $3,011. 

Thunderbird (V-8 std.)—2-dr. hardtop, 
$4,170; conv., $4,637. (Cruise-O-Matic 
transmission, power steering, power brakes 
standard on both models.) 


IMPERIAL—Custom—4-dr. hardtop, =e 

109; 2-dr. hardtop, $4,922.50. Crown—4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. hardtop, 
$6,426. (TorqueFlite, power steering, power 
brakes standard on all models.) 
367; 2-dr. hardtop, $3,303. New| LINCOLN CONTINENTAL—4-dr. sed., 
r. sed., $4,123; 4-dr. hardtop, | $6,067; 4-dr. conv., $6,713. (Automatic 
$4,-| transmission, power steering, power brakes, 
radio, heater standard on both models.) 

MERCURY—(Meteor 600 and Meteor 800 
prices are for six-cylinder models, For 
V-8s, add $116.) Meteor 600—4-dr. sed., 
$2,471; 2-dr. sed., $2,417. Meteor 800 — 
4-dr. sed., $2,649; 2-dr, sed., $2,595; 4-dr. 
hardtop, $2,721; 2-dr, hardtop, $2,656. 
Monterey V-8 — 4-dr. sed., $2,869; 4-dr. 
hardtop, $2,941; 2-dr. hardtop, $2,876; 
conv., $3,1 ‘Wagons—Commuter 
Six 4-dr, 2-seat, $2,806; Commuter V-8 
4-dr. 2-seat, $2,922; Colony Park V-8 4-dr. 
2-seat, $3,118. 

OLDSMOBILE — F-85 -— Standard 4-dr. 
sed., $2,384; deluxe 4-dr. sed., $2,519; 
standard 4-dr. 2-seat stat, wag., $2,681; 
— 4-dr, 2-seat stat. wag., $2,816. 


$2,175. Bel Air—4- ‘dr. sed., 
$2,384; 4-dr. hardtop, 
I 


$2,489. 
$2,536; 4-dr. 


2-dr. hardtop, $2,597; 
3-seat Brook- 


$2,- 


$2,653; 4-dr. 
6; 4-dr. 2-seat Parkwood, 


-dr. sed., $2,- 


2-seat stat. 


$3,442; 4-dr, 


$4,871, 300-G—2-dr. 
$5,841. (Torque- 


wag., 
conv., 


$2,053; 2-dr. sed., 


$3,167; 2-dr. 
102. 

170—4-dr. sed., 
sed., $2,007; 4-dr. 2-seat stat. 
2. Series 770—4-dr, sed., $2,- 
hardtop, $2,181; 4-dr. 2-seat 
$2,466. 


hardtop, 


sed., $2,330; 2-dr. sed., $2,278; 4-dr. 2-seat 88—4-dr. sed., $2,900; 2-dr. 
wag., $2,695. Pioneer—4-dr. sed.,| sed., $2,835; 4-dr. hardtop, $3,034; 2-dr. 
$2,459; 2-dr. sed., $2,410; 2-dr. hardtop, | hardtop, $2,956; conv., $3,284; 4-dr. 2-seat 
$2,488; 4-dr. 2-seat stat. wag., $2,787;| stat. wag., $3,363; 4-dr. 3-seat stat. wag., 
$3,471. Super 88—4-dr. es eth Sos, 

hardtop, aaa 2-dr. ardtop, 
Corder Named by Dodge _ | conv., $3,592; Starfire conv., $4,647; 4-dr. 
2-seat stat. ‘wagon., $3,665; 4-dr. 3-seat 
SAN FRANCISCO. — Dodge an-| stat. wag., $3,773. Series 98—4-dr. sed., 


$3,887; 4-dr. hardtop (sloping roof), $4,021; 


all Series 98 models and on Super 88 Star- 
fire conv.). 

PLYMOUTH — Valiant — V-100 — 4-dr. 
sed., $2,014; 2-dr. sed., $1,953; 4-dr. 2-seat 
stat. wag., $2,327. V-200—4-dr. sed., $2,- 
110; 2-dr. hardtop, $2,137; 4-dr. 2-seat 
stat. wag., $2,423. 

(The following prices are for six-cylinder 
models, For V-8s, add $119.) Savoy—4-dr. 
sed., $2,310; 2-dr. sed., $2,260. Belvedere— 
4-dr. sed., $2,439; 2-dr. sed., $2,389; 2-dr. 
hardtop, $2,461. Fury—4-dr. sed., $2,575; 
4-dr. hardtop, $2,656; 2-dr. hardtop, §2,- 
599. Station Wagons—2-dr. 2-seat Deluxe, 
$2,602; 4-dr. 2-seat Deluxe, $2,668; 4-dr. 
2-seat Custom, $2,761. Plymouth V-8— 
(On the following models, a V-8 engine 
is standard and a six-cylinder engine is 
not available). Fury V-8—Conv., $2,967. 
Station Wagon V-8—4-dr. 3-seat Custom, 


$2,990; 4-dr. 2-seat Sport, $3,024; 4-dr. 
3-seat Sport, $3,134. 
PONTIAC—Tempest—4-dr. sed., $2,167; 


4-dr. 2-seat stat. wag., $2,438. 

Catalina—4-dr. sed., $2,702; 2-dr. sed., 
$2,631; 4-dr. hardtop, $2,842; 2-dr. hard- 
top, $2,766; conv., $3,078; 4-dr. 2-seat 
stat. wag., $3,099; 4-dr. 3-seat stat. wag., 
$3,207. Ventura—4-dr. hardtop, $3,047; 2- 
dr. hardtop, $2,971. Star Chief—4-dr. sed., 
$3,003; 4-dr. hardtop, $3,136. Bonneville— 
4-dr. hardtop, $3,331; 2-dr. hardtop, $3,- 
255; conv., $3,476; 4-dr. 2-seat stat. wag., 
$3,530. 

RAMBLER—American—Deluxe — 4-dr. 
sed., $1,894; 2-dr, sed., $1,845; 2-dr. 2-seat 
stat. wag., $2,080; 4-dr, 2-seat stat, wag., 
$2,129. Super—4-dr. sed., $1,979; 2-dr. 
sed., $1,930; 2-dr, 2-seat ‘stat, wag., $2,- 
165; 4-dr. 2-seat stat. wag., $2, 214. Ous- 
tom—4-dr, sed., $2,109; 2-dr. sed., $2,060; 
conv., $2,369; 2-dr, 'o-seat stat, wag., 
$2,295; 4-dr. ’2. seat stat, wag., $2, 344. 

Classic—Deluxe Six—4-dr. sed. +» $2,098; 
4-dr. 2-seat stat. wag., $2,437. Super Six— 
4-dr, sed., $2,268; 4- dr, 2-seat stat, wag., 
$2,572; 5-dr, 3-seat stat, wag., $2,697. 
Custom Six—4-dr. sed., $2,413; 4-dr, 2- 
seat stat. wag., $2,717; 5-dr. 3-seat stat. 
wag., $2,842. Super V-8—4-dr. sed., $2,- 
397; 4-dr. 2-seat stat. wag., $2,701; 5-dr. 
3-seat stat. wag., $2,826. Oustom V-8— 
4-dr, sed., $2,512; 4-dr. 2-seat stat. wag., 
$2,816; 5- ‘dr. 3-seat stat, wag., $2.9 941, 

‘Ambassador—Super V-8—4-dr, e982, 
537; 4-dr. 2-seat stat. wag., sani; 5-dr. 
3-seat stat. wag., $2,966. Custom V-8— 
4-dr, sed., $2,682; 4-dr, 2-seat stat. wag., 
$2, 986; 5-dr. 3-seat stat, wag., $3,111. 

STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,005; 2-dr. sed., $1,935; 2-dr, 2-seat 
stat. wag., $2,290; 4-dr. 2-seat stat, wag., 
$2,370. Lark Regal Six—4-dr, sed., $2,155; 
2-dr, hardtop, $2,243; conv., $2,554; 4-dr, 
2-seat stat. wag., $2,520. Lark Deluxe V-8 
—4-dr, sed., $2,140; 2-dr. sed., $2,070; 
2-dr, 2-seat stat, wag., $2,425; 4-dr. 2-seat 
stat. wag., $2,505. Lark Regal V-8—4-dr. 
sed., $2, 290; 2-dr, hardtop, $2,378; aa 
$2, 689; 4-dr, 2-seat stat. wag., $2,65 
Lark Cruiser V-8—4-dr. sed., $2,458. fiawk 
V-8—Sport coupe, $2,650. 


WILLYS—Jeep—2-dr. 2-seat stat. wag. 


4-dr. hardtop (flat roof), $4,159; 2-dr. hard-| (4 cyl.), $2,095; 2-dr. 2-seat stat. wag. 
der as Dodge car and truck dealer| {o5'° si.os3;, po $2362, (Hydra-Matic, | (6-cyl.),. $2,343.57. (Both are two-wheel- 
for Susanville, Calif. power steering, power brakes standard on| drive models.) 
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30 States for November, 1960-1959 
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sion to authorize “the additional 
: 2305; 1063} 1687; 146] 145| 167; 738] += 512] ‘11188 
$10 billion needed” to complete | {2 patete: November 3 | 26 “| 293 833; 2048) 260] 69) 268} +736) ~=—«578| 14190 
the Interstate System by 1972. Arkansas | | a a 95) ‘101 | ;| 8 9 16} 1160 
Important highway studies will ‘59 420} 3] 2} 40 94; (137 3 6 13 ~ ie 
be submitted to Congress in 1961, | Colorad "60 | 37 1 67| 208 112 97 3 1} 14 82 
including results a te Ottawa ret ‘59 | 271 | 8s) 270 69/180 z ¢_—_ 8) 3|_ ast 
Connecti , 3) +154 1 24 89 50 90 
ee oe weight tests. ee ° 3| 127 4| “al so} al ‘| 40 S| il ea] svt gat 
ne is the long awaited Highway fo eer 60 2 ii a ee ee ea 3 $ 7 203 
Cost Allocation Study (popularly ‘39 | 3 | 19 50) 16] 48 2% 2 | 4 16 229 
known as the Section 210 Study). | Florida 60} | 671 5 “ ea a 40 12 30 is 153) 2127 
This study will provide Congress '59] 604 13 77 222 307 67 14 44 132 193| 2459 
with information needed to deter- | Hawaii a | 3 | 21 3 14) 2 "| 2 7 1s iss 
mine what taxes should be im- | —— 
IMlinoi "60 124| 507| + +-227|~=«440 15 87 28; 135) ~«145| ~—«2567 
posed, and in what amounts, to | "0% ‘59 | ooo 2) ie elel a a a a 
insure equitable distribution of the oe ; | 399 3 6 159 58 1321 i 4 i 2 “| 767 
tax burden among those either 59] | 292 i| *\ 371 46 192| 6 5 | 30 38| 1065 
using the highways or otherwise | Maine 60 "| 17 Beet 18} 104 45 72 4 2 3 28 30) 424 
deriving benefits from them, 1 93 20 122 39| % 7 2 4 50 23 456 
Scheduled for submission by | Minnesota | | 376 ‘et Ss mE: 233 9 144 5 " 4 24 25| 99% 
Jan. 12 is the revised estimate of ‘59 266] _ 6} __—69}_——49]_—}_ N89] ! i} as 
_ | Mont "60 | 155 30 54 87 6 7 4% 12 
ea aie —o the ra rr | | 153 3| 4 a al 36}. 143 7 4 2| 52} 28] 695 
Sete ¢ . his estimate N- | New Jersey ‘| Hi | uy) joi} 370) +140) ~«a74| SC 7|37| 107) 126) ‘1727 
clude for the first time the extra 59 14 317 19 a 528 116 325 51 7 76 88 110} 1747 
1,000 miles added to the Interstate | Ohio "60 3| ts | a 536, 260/415 38 2 54 139) —«+130| ~—«2714 
System by the 1956 Federal-Aid 59 7 538 19 201 835 165 515 56 10 7 222 121} 2765 
Highway Act. According to law, | Tennessee "60 | 510 | ms 292 110 151 20 6 10 17 14) (1188 
the revised estimates must be ap- 59 334 68} 424) =i! ~—s«178 17 2| 14 15 30} 1193 
_ | 30 States Re 77) 7351 58| 1613)  5803|  2575| 3963) +333 + 326| +382) +1568) 13I1| 27237 
ee _—- ao 7 To Date for November 59 a 134] 1816} t1I51| 2008} 4961 | 143| _ 565| 1640| 1436] 31431 
etecnaiage ° ¢ 7 ne \0m- | Veer a | 2240} 38104) 248379) 72743| 98361! 9771| 5047! _12896| 26616| 39346 630008 
partment for fiscal years! To Date 59 1027 oar3i2 2617| 47049] 255646| 62540! 93992| 12051; _5515| 13529} 25425| 36444| 837147 






1963, 1964, 1965 and 1966. 
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Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 
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wie aya aa a eal le 
59) (122) \ fF: Z st 6 : Fes 113 : | _ 1808 
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For November '59| 11/04! ten iol ior | | 10749} 22284] 41987 a9| 914] 5437] | ier 49187| 7589] 2568] 27802| 8077| _8869| 54905] 419! | 14410! 156018 
Year "60! 370989) 67370| 13703| 21208| 319038| 393553| 614872 eam | 17114) 129039) 130444|1499e66| 222804| 125842|1468642| 299646| 344057|2461081| 94264) 452364) 5693436 
To Date '59| 3138281 55396] 15493] 38744] 135347 — 586936] 1269353} 37693] 23536] 135563] |1466145| 220049] 123620] 1303914] 329109) 349461 | 2326153) 114727| 529325/5337114 
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SEE THE LATEST IN ALUMINUM BRAKES! 
WATCH “ALCOA PRESENTS’ TUESDAY 


NIGHT, JANUARY 10. SEE THE MOUNTING 
EVIDENCE FROM COUNTLESS CRASH 
STOPS AND BRUTAL ROAD TESTS THAT 
ALUMINUM BRAKES THROW OFF HEAT 
THREE TIMES FASTER—MAKE BRAKE LIN- 
INGS LAST LONGER—REDUCE TIRE WEAR— 
IMPROVE DRIVING COMFORT. AT THE SAME 





TIME, SEE A STARTLING DRAMA OF PSY- 


a7 . 
is 


CHIC PHENOMENA ON “ALCOA PRESENTS.” 


rr a 





al —_ 


WATCH... 


JAN.10 


10 PM, EST 
ABC-TV 


Listen to Robert St. John and his analysis of the news behind and between the headlines. Every 
evening, Monday through Friday, 6:45 pm, WJR, Detroit. 












300 (8) 2-dr., $335*; Custom (8) 4-dr., 
$335*; Custom (8) 4-dr., $320*, §$275*; 
2-dr., $300*; Custom (6) 2-dr., $300*. 
"56 Country Sedan (8) 4-dr., $480* (ps); 
Fairlane (8) 2-dr., $450*; conv., $335*; 


Custom 2-dr, Victoria, $425*; Ranch 
Wagon (8) 2-dr., §$415*; Main (8) 4- 
dr., $195*. 
LINCOLN—’'56 Capri 4-dr., $450*. 
MERCURY—'57 Commuter 2-dr., $675*; 
Monterey 4-dr. hardtop, $435*; 2-dr. 


hardtop, $395*; 4-dr., $370*, 
’56 Medalist 2-dr. hardtop, $255*; 4-dr., 
$250". 


‘55 Custom 2-dr, hardtop, $165*, 


OLDSMOBILE—’58 (88) 2-dr. Holiday, 
$855*, $850* (ps); 2-dr., $740*. 

57 (88) 4-dr., $720*; 2-dr, Holiday, 
$680*, $445*; 2-dr, Holiday, $445*; 
2-dr., $420*, 

’56 (88) 4-dr., $400*. 

PACKARD '55 Clipper 2-dr. hardtop, 
$230*. 

PLYMOUTH—’57 Savoy (8) 2-dr. hardtop, 
$545*; Savoy (6) 4-dr. hardtop, 
$360*; Plaza (8) 4-dr., $310*; 2-dr., 
$300°*. 


’56 Plaza (6) 4-dr., $190*. 
PONTIAC—'60 Bonneville sport coupe, $2,- 
225* (ps). 


'57 Super Chief 2-dr. Catalina, $730*; 
Chieftain 2-dr, Catalina, $485*, 
'56 Chieftain Safari 2-dr., $419*. 
STUDEBAKER—’'57 Silver Hawk (6) 2- 
dr., $635*. 
’56 Champion (6) 4-dr., $285*; station 


wagon, $270*. 


MISCELLANEOUS — ‘57 Chevrolet (6) 
panel, $145. 
‘55 Ford (6) %-ton dump, $295; (6) 
panel, $175, 
COLUMBUS, O. 
Capital Auto Auction, Inc. Sale every 


Thursday. Prices are for sale of Dec. 29. 
Sold 116 cars from 164 consignments. 


BUICK—’59 LeSabre 4-dr. hardtop, §$1,- 
600* (ps). 

’'57 RM 2-dr. Riviera, $715* (ps); 4-dr. 
Riviera, $700* (ps); Special 2-dr., 
$675* (ps); Century 2-dr. Riviera, 
$595* (ps). 

‘56 RM 4-dr., $440* (ps). 

OADILLAC—'60 deVille 4-dr. hardtop, $3-, 
775* (ps), $3,750* (ps); (62) 2-dr. 
hardtop, $3,530* (ps). 

'58 (62) conv., $1,975* (ps). 

’57 (60) Special 4-dr. hardtop, $1,515* 
(ps). 

"56 (62) 4-dr., $800, $640* (ps). 


CHEVROLET—’60 Biscayne (6) 4-dr., $1,- 
500; Corvair (6) 2-dr., $1,350. 


’59 Impala (8) conv., $1,525*; Bel Air 
(8) 4-dr., $1,285*, $1,250*, $1,240", 
$1,205", $1,195, $1,190*; Bel Air (6) 
4-dr., $1,150*; Biscayne (6) 4-dr., 
$1,150*, $905. 

’5S Biscayne (8) 4-dr., $910*; Biscayne 
(6) 2-dr., $765; 4-dr., $695; Delray 
(6) 2-dr., $735. 

‘57 Bel Air (6) Nomad 2-dr., $890* 
(ps); station wagon 4-dr., $835*; Bel 


Air (8) 2-dr., $745*; Two-ten (6) sta- 
tion wagon 4-dr., $755; sport sedan, 
$750; 2-dr., $600*. 


OCHRYSLER—’55 Windsor 2-dr. hardtop, 
$335* (ps). 

DeSOTO—'57 Fireflite 2-dr. hardtop, $745* 
(ps). 

DODGE—’59 Royal (8) 2-dr. hardtop, $1,- 
470* (ps). 


58 Coronet (8) 2-dr., $700*. 
FORD—’60 Galaxie (8) 4-dr., $1,600* (ps). 
’59 Thunderbird (8) conv., $2,410* (ps); 
2-dr. hardtop, $2,305* (ps); Ranch 
Wagon (6) 2-dr., $1,070; Custom 300 
(6) 2-dr., $1,060; 4-dr., $1,055; Fair- 


lane (8) 4-dr., $1,050%; Custom (6) 
2-dr., $955. 

’58 Fairlane 500 (8) conv., $860* (ps); 
4-dr. Victoria, $840* (ps); 4-dr., 
$820*; Fairlane 500 (6) 2-dr., $785*; 


Country Sedan (8) 4-dr., $850*. 

'57 Fairlane 500 (6) 4-dr., $620; Coun- 
try Sedan (6) 4-dr., $600; Ranch 
Wagon (6) 2-dr., $575; Custom 300 
(8) 4-dr., $570; 2-dr., $525*; Custom 
300 (6) 4-dr., $480; 2-dr., $445; Cus- 
tom (6) 2-dr., $485. 


56 Custom (8) 2-dr. Victoria, $620* 
(ps); Fairlane (6) 4-dr. Victoria, 
$515*; 2-dr. Victoria, $450* (ps), 


$365*; Custom (6) 4-dr., $400; Coun- 


try Sedan (6) 4-dr., $400. 
’55 Fairlane (6) 4-dr. Victoria, $460; 
Fairlane (8) 2-dr., $390* (ps); 4-dr., 


Used lmported 


Cars 


BORDENTOWN, N. Jd. 
Datsun—'60 4-dr., $575. 
Fiat—’'59 4-dr., $490. 
MG—’58 MGA conv., $820. 
$440. 


Triumph—'59 2-dr., $1,070. 
Volkswagen—'61 2-dr., $1,565. 
'60 2-dr., $1,050. 
i COLUMBUS, O. 
; Ford (English)—'59 Anglia 2-dr., 
i DYER, IND. 
i Opel—'56 4-dr., $275. 
} Renault—’'59 4-dr., $670. 
i KANSAS CITY, MO. 
Hiliman—’'58 conv., $705. 
Volksewagen—’'60 2-dr., $1,250. 
LOS ANGELES 
—'57 Isabella 2-dr., $485. 
i Opel—'59 2-dr., $650. 
i Vauxhall—’'58 4-dr., 
Volkswagen—’'61 2-dr., 


$560. 


$400. 
$1,675. 


PA. 
Vauxhali—'59 4-dr., $585. 
'58 4-dr., $525. 

Volkswagen—'54 2-dr., $470. 
NEWINGTON, CONN. 

Volkswagen—'55 2-dr., $325. 

SALT LAKE CITY 

Goggomobil—' 59 a 

Triumph—'59 4-dr., E 

Volkswagen—'60 2-dr., $1,380. 





Used-Car Auction Prices 


(Continued from Page 25) 








































PONTIAC—’60 Bonneville 4-dr. Vista, $2,- 


VALIANT—’ 60 V-100 4-dr., $1,275. 


AUTOMOTIVE NEWS, JANUARY 9, 1961 





of Dec. 
BUICK—’60 LeSabre Estate Wagon 4-dr., 
$1,955". 


‘658 Super 4-dr. Riviera, $890* (ps). ° 
’57 Century 4-dr. Riviera, $680*. 
’56 Super 2-dr. Riviera, $425*. 





55 Super 2-dr. Riviera, $460*, $322*. 
CADILLAC—’57 (62) 4-dr. hardtop, $1,- 
590* (ps). 
$285; Country Sedan (8) 4-dr., $415. ’56 (62) 2-dr. hardtop, $1,190* (ps), 
MERCURY—’58 Voyager 4-dr., $1,000* $1,075* (ps); 4-dr., $1,080* (ps), $1,- 
(ps). 060* (ps), $870* (ps). 

57 ae 4-dr., $625*. ‘55 (62) 2-dr. hardtop, $837* (ps). 
56 Medalist 4-dr., $420°. CHEVROLET—’60 Impala (8) 4-dr. hard- 
55 Monterey 4-dr., $200*. top, $2,125* (ps); conv., $2,085* (ps); 
OLDSMOBILE—’59 (88) conv., $1,800* Brookwood (6) 4-dr., $2,090*, $1,- 
(ps). 290*; Bel Air (6) 4-dr., $1,575*, $1,- 


417*; Biscayne (6) 2-dr., $1,540*; Bis- 


’58 (88) conv., $1,025* (ps); (98) 4-dr., 
cayne (8) 2-dr., $1,510*, $1,285*; Cor- 


$940* (ps). 


ee conv., $835* (ps); (88) conv., vair (500) 4-dr., $1,390*. 
$700". '59 Nomad (8) 4-dr., $1,597* (ps); Im- 
'56 (98) 4-dr. Holiday, $495*. pala (8) conv., $1,590* (ps); "4-dr. 
55 (98) 4-dr., $410* (ps); (88) 4-dr., hardtop, $1,560* (ps); 4-dr., $1,325", 
$370*; 2-dr., $260*; (88) Super 4-dr., $1,310*; Impala (6) conv., $1,460* 
$240* (ps). (ps); Parkwood (8) 4-dr., $1,437" 
PLYMOUTH—’60 Savoy (6) 4-dr., $1,- (ps), $1,425*; Bel Air (8) 4-dr., $1,- 
405. 312* (ps), $1,260*, $1,240*, $1,225*, 
’57 Suburban (6) Custom 4-dr., $625*, $1,152*, $1,060; Bel Air (6) 4-dr., 
$600; Belvedere (6) 2-dr. hardtop, $1,122; Biscayne (8) 4-dr., $907, $970* 
$505. (ps). 
‘56 Suburban (6) Custom 2-dr., $310*; ’58 Bel Air (8) 4-dr., $1,040* (ps); 
Plaza (6) 2-dr., $305; 4-dr., $170*. Impala (8) conv., $1,030*; Biscayne 


(6) 4-dr., $992; 2-dr., $990; Biscayne 


cae ant Catalina Safari 4-dr., $2,- (8) 4-dr., $990"; Brookwood (8) 4-dr., 
—— Safari 4-dr, (9 pass.), $992"; 4-dr. hardtop, $990°, $977". 
, : 5 e $810*; conv., $920*, $785*; Brook- 
a Pay Chief 4-dr. Catalina, $570 wood (8) 4-dr., $785*; Two-ten (6) 


2-dr., $640, $570* (ps). 

'56 Two-ten (8) station wagon 4-dr., 
$690*; 2-dr., $587*; Two-ten (6) 2- 
dr., $680*, §670; 4-dr., $390; Bel Air 
(6) 4-dr., $570*, $520; 4-dr. hardtop, 


KANSAS CITY, MO. 


Kansas City Automobile Auction Co. 


24-Month 
Guarantee 


Just think! The ALL-NEW Firestone 
DeLuxe Champion tire is so superior in 
safety, in strength and in quality that 
Firestone guarantees it for 24 months to 
give satisfactory service in normal passenger 
car driving. 

This guarantee is in addition to the 
famous Firestone Lifetime guarantee 
against defects in workmanship and 
materials. 

Now, wherever you drive, this iron-clad 
double guarantee protects you. You can 
ride with complete peace of mind knowing 
that you will get prompt and courteous 


Sale every Wednesday. Prices are for sale 





$675; Bel Air (8) 4-dr., $630*, $550*, (ps); (88) 4-dr., $1,430* (ps). 


$540, $470, ‘5S (88) 2-dr., $1,150* (ps); 4-dr., $1,- 
’55 Bel Air (6) 2-dr. hardtop, $672*; 065* (ps). 

2-dr., $530*; 4-dr., $530*; Bel Air (8) ’57 (98) 4-dr., $830*; (88) 4-dr., $690* 

4-dr., $512*; 2-dr., $510*; Two-ten (ps). 

(8) station wagon 4-dr., $525*; 2-dr., ’56 (88) 4-dr., $410* (ps), $495*. 


$517*; Two-ten (6) 2-dr., $410*, $350*, ’55 (88) 2-dr., $552*. 


; $270*. ’54 (88) 4-dr., $170*, 
54° Two-ten (6) 4-dr., $345", $307, | pLYMOUTH—’60 Savoy (8) 4-dr., $1,330°. 
4 $250; 2-dr., $195. 59 Fury (8) 4-dr., $1,040* (ps); Savoy 
53 Two-ten 2-dr., $172. (7) 4-dr., $965*; 2-dr., $812*; Belve- 
52 Deluxe 4-dr., $165. dere (8) 2-dr., $910*. 
CHRYSLER—’56 Windsor 2-dr. hardtop, '58 Belvedere (8) 2-dr., $930*. 
$480* (ps). ’57 Belvedere (8) 2-dr. hardtop, $560*. 
’55 Windsor 2-dr., $400*. ’56 Belvedere (6) 2-dr., $490. 
DODGE—’59 Coronet (8) 4-dr. hardtop,| "54 Belvedere 4-dr., $110* (ps). 
$1,490* (ps). PONTIAC—’58 Bonneville conv., $1,100*. 
* 


‘55 Chieftain 2-dr. Catalina, $367 
RAMBLER—’60 Cross Country (6) 4-dr., 


’57 Royal (8) 4-dr., $715*; Coronet (8) 
2-dr, hardtop, $624*; 4-dr., $597*. 


ae ikon Galaxie (8) 4-dr., $2,490* (ps). $1,290* 
’ underbird (8) conv., $2,600* (ps), 59 § , “ . 
$2,380* (ps); Galaxie (8) conv., $1,- i (9) Coons Coumtsy ¢-4r.,. 02, 
oa! Faleon (6) 4-dr., $1,260*, $1,-| +58 Custom (6) 4-dr., $670*. 
1 ’55 Custom (6) 4-dr., $367*. 
’59 Fairlane 500 (8) 4-dr. Victoria, $1,- 
490*; 2-dr. Viner, $877*; Peles STUDEBAKER—’59 Lark (6) Deluxe 2- 
(8) 2-dr., $1,070*, $1,010*, $1,045*; dr., $762. 
4-dr., $885; Galaxie (8) 4-dr., $1,450* | VALIANT—’61 V-200 (6) 4-dr., $1,985*. 
(ps); 4-dr. Victoria, $1,325*; Custom a 
(8) 2-dr., $990*, $960*, $940*. ‘ . 
’68 Fairlane (6) ‘4-dr., $1,057, $790*, — Auctions in Brief — 


$660, $610*; 2-dr., $930*, $690*, $655; 
Fairlane (6) 2-dr., $745*; Fairlane 500 
(8) 4-dr., $990*, $960*, $930*. 

’57 Fairlane 500 (8) conv., $887* (ps); 
4-dr., $842*; 2-dr., $662*; Ranch Wag- 
on (8) 2-dr., $520*. 


BORDENTOWN, N. J. 

National Auto Dealers Exchange, Sale 
every Wednesday (Dec. 28). In view of the 
weather, consignments were held down. 
Buyers were here and prices were firming 
56 Main (8) 4-dr., $545*; Fairlane 500/| up again on all years and models. Sold 71 

(8) 2-dr. Victoria, $540* (ps); Coun-/| percent of 348 consignments. 

try Sedan (8) 4-dr., $450* (ps); Cus- * * * 


tom (8) 4-dr., $440*. 
’55 Fairlane (8) 2-dr. Victoria, $382*. MANHEIM, PA, 
MERCURY—’57 Montclair 4-dr. hardtop, Manheim Auto Auction, Sale every Fri- 
$547*. day (Dec. 30), Again, yesterday, a snow 
’55 Monterey 2-dr., $365*. storm in this area discouraged attendance 
causing materially reduced entries, Sold 


’52 Custom 4-dr., $150*. 
78 percent of 165 consignments. 


OLDSMOBILE — ’59 (98) 4-dr., $1,990* 





attention and service from the nationwide 
network of over 50,000 Firestone Dealers 
and Stores. 

Yes, the ALL-NEW Firestone DeLuxe 
Champion, with its Firestone safety-forti- 
fied cord body and its exclusive all-action 
tread, sets ALL-NEW standards of per- 
formance—in non-skid safety, in body 
strength, in steering ease, in riding comfort 
and in long mileage. So don’t delay—find 
out NOW how little it costs to put a set of 
ALL-NEW Firestone DeLuxe Champions 
on your car at your nearby Firestone Dealer 
or Store. 


SPEEDWAY-PROVED FOR YOUR TURNPIKE SAFETY 


ESTONE NATIONWIDE PASSENGER 
CAR TIRE GUARANTEE 


1. Guaranteed against defects in workmanship 
and materials for the life of the original tread 
without limitation as to the time and mileage. 
2. Guaranteed to give satisfactory service in normal 
passenger car driving for the number of months 


specified, effective from date of purchase. 

We will repair without charge or replace with same 
size and type Firestone tire any new Firestone tire 
adjustable under terms of this guarantee. 

Replacement under either of these guarantees will be 
prorated on tread wear and based on our retail list 
price current at time of adjustment. 





DeLuxe Cham 


Copyright 1961, The Firestone Tire & Rubber Company 
TUNE IN EYEWITNESS TO HISTORY EVERY FRIDAY EVENING, CBS TELEVISION NETWORK 
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SALT LAKE CITY. — For 35 
vears Freed Motors has been a 
pace-setter in the automotive busi- 
ness. Last year was the greatest 
for new-car sales in the firm’s his- 
tory, and a 15 
percent increase 
is anticipated in 
1961. 


In 1926, when 
Freed Motors 
was formed, the 
Freed name al- 
ready was well 
known in the 
furniture market. 
The Moon and 
Diana cars were 

Oharies Freed the first products 
handled by Freed Motors, and 
they gave Charles Freed, who 
heads the firm, his first taste of 
auto retailing. 

Freed was granted a Plymouth 
franchise in 1931 and he has di- 
rected the growth of the firm into 
what he claims is now the largest 





In all the world there’s no other tire like the 

ALL-NEW Firestone DeLuxe Champion that - 
comes as original equipment on America’s 
finest 1961 cars. And it’s so easy to buy— 
your nearby Firestone Dealer or Store is 
featuring special introductory prices and 
generous trade-in allowances. You can buy 
on the convenient Firestone budget plan, 


with payday terms if you desire. 
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Freed a Pace-Setter 35 Years 








Plymouth-Valiant dealer between 
Chicago and the Pacific Coast. 

In the early days, Freed recalled, 
the dealership operated from “a 
tiny showroom, not too much space 
to offer service and an absolute 
minimum of employes.” 

Freed Motors now embraces five 
Separate companies, 25 associate 
dealers’ and 80,000 square feet of 
space housing the new and used- 


L-M Dealers in Chicago 
Name Gerald President 

CHICAGO.—John Gerald, Gerald 
Motors, Skokie, has been elected 
president of the Lincoln-Mercury 
Dealers Assn. of Chicago. Other new 
officers are: 

Deno Moroni, Crane Motor Sales, 
Inc., Chicago, vice-president; Arthur 
Berman, Westgate Motor Co., Inc., 
Cicero, secretary, and Mitchell 
Berens, Berens Motors, Inc., Chi- 
cago, treasurer. 


car display area, storage, parts and 
an extensive service department. 

The Freed name also is well 
known nationally. 

Freed served as president of 
the National Automobile Dealers 
Assn. in 1954 and has been an im- 
portant member of the NADA’s 
Insurance Trustees Committee, 
Retirement Trust Committee and 
Industry Relations Committee 
since that time. 

He has thrice been awarded 
Plymouth’s quality dealer award 
(1956-57-59) and last year he was 
honored by the Salt Lake City 
Chamber of Commerce, in coopera- 
tion with the Saturday_Hvening 
Post, in connection with the Benja- 
min Franklin Quality Dealer 
Award program. 

With the expanding operations 
of Freed Motors—now encompass- 
ing a financing company; a rental- 
Leasing company; Freed’s Inter- 
mountain Parts, a wholesale dis- 
tributor of MoPar parts, and the 
retail and service activity—the job 
of directing is shared by Charles 
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Rolley Retires— 


Elmer A. Rolley, center, vice-president 
and Detroit regional manager of Universal 
C.1.T. Credit Corp., receives gifts and con- 
gratulations on the occasion of his retire- 
ment at a luncheon in his honor at the 
finance company’s New York headquarters. 
Flanking Rolley are Alan G. Rude, left, 


Universal C.I.T. president, and L. Walter| by 


Lundell, president, C.I.T. Financial Corp. 
Rolley's service with C.I.T. covers a span 
of 31 years in the Detroit area. 


Freed as president, Richard C. 
Freed, as vice-president and Garn 
Tolistrup, general sales manager. 

The service department, long 
since past the stage of “not too 











29 


much space for service,” is headed 
by J. A. Jacks with a staff of five 
service salesmen and 29 mechanics. 

Intermountain Parts, with a staff 
of 24 headed by Loyd Olson, dis- 
tributes MoPar parts to dealers in 
Utah, Idaho, Nevada and Wyoming 
and has experienced such growth 
that this operation has become too 
big for its quarters. A new build- 
ing, presently being completed, will 
house the parts service. 

In each Freed operation, Freed 
said, strict attention has been 
paid to the selection of staff per- 
sonnel. In a business where turn- 
over of personnel sometimes is 
relatively rapid, many Freed em- 
ployes have been with the firm 
during the entire 35 years. Many 
others have served better than 15 
years. 

New personnel, after passing pre- 
liminary qualifications set by 
Freed, undergo thorough training 
the company, the extent of 
which is determined by the ex- 
perience of the individual, Freed 
said, 

“We place full responsibility for 
maintaining the integrity of the 
Freed name with every employe,” 
he said. “Not only is this true in 
the selling segment of our opera- 
tions but throughout all depart- 
ments.” 

By offering complete selling, fi- 
nancing and service, Freed sai 
the firm has a long list of repeat 
customers. 

“I cannot emphasize too much 
the importance of adequate, com- 
petent and courteous service,” he 
continued, “Only through these 
means will a customer return time 
after time to the same company 
whether it be a retail car dealer or 
a furniture store.” 

Proof of the policy, Freed said, 
is the customer who purchased a 
’61 model for his 22nd Freed auto- 
mobile. Another list contains hun- 
dreds of names of persons who 
have purchased five or more cars 
from the dealership, he added. 

Coupled with the strong internal 
business operations, Freed Motors 
maintains an equally strong adver- 
tising program. The dealership 
sponsors a series of televisidn, 
radio and newspaper advertising. 


Chevrolet Builds 
No. 44 Million 
At Oakland Plant 


DETROIT.—tThe 44 millionth 
Chevrolet to be built since the make 
bowed in 1911 was completed Wed- 
nesday (Jan. 4) at the division’s 
assembly plant at Oakland, Calif. 

The milestone unit will be dis- 
played at the General Motors Mo- 
torama in Civic Auditorium at San 
Francisco from Jan. 7 to 15. It 
was a four-door Bel Air sedan 
in corona cream with fawn beige 
trim. 

Nathan E. Koch, manager of 
Chevrolet’s assembly operations at 
Oakland, said the West Coast as- 
sembly plant has produced more 
than 2,695,150 of the 44,000,000 Chev- 
rolets. The Oakland plant, which 
made its first Chevrolet on June 16, 
1916, is one of Chevy’s oldest plants. 

In 1960, Chevrolet-Oakland pro- 
duced more than 78,900 standard 
Chevrolet cars and Corvairs and 
more than 24,150 trucks, Koch said. 





In 1917, the first full year of plant ‘ 


operations at Chevrolet - Oakland, 
shipments totalled 10,089 units. 


Checker Franchises 
17 New Dealers 


KALAMAZOO, Mich. — Seventeen 
new Checker dealers have been ap- 
pointed. They are: 

Carl Bartz Motor Co., Denver; 
Cornett Internationa! Motors, Inc., 
Louisville; Dom’s Auto Sales, North 
Plainfield, N. J.; Economy Cars of 
St. Petersburg, Inc., St. Peters- 
burg, Fla.; Glenrock Motors, Inc., 
Norfolk, Va.; Aero Motors, Los An- 
geles; Larry’s Auto Sales, Penn- 
sauken, N. J.; Don Miller Auto 
Sales, Point Pleasant, N. J.; Neil’s 
Truck Service, Alliance, Neb. 

Parkey Rambler, Inc., Chicago; 
Reed Motors, Inc., Orlando, Fia.; 
E. Gray Smith, Nashville, Tenn.; 
Frank Swartz’ Son, Eden, N. Y.; 
Tran-Sport Sales & Service Cor>., 
Richmond, Va.; Ed Voyles Motor 
Co., East Point, Ga; Willard 
Garage, Inc., Findlay, O., and Lev- 
eridge Motor Co., Oklahoma City. 
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Oregon Dealers Look 
Upon 1961 with Hope 


By Frank K, Haskell 
Staff Correspondent 


SALEM, Ore—Oregon dealers 
and top salesmen in numerous small 





you have just one Quality Salesman, 
and we do business only with him.” 

Many of the dealers advise that 
their shop work has almost doubled 
during the past year. Few dealers 






O i cities and farming centers are look- 
ing forward to an extra good year 
in 1961, basing their optimism on 
what they have accomplished dur- 


GREY IRON GASTINGS 
; ing the past 18 months, 


At ‘Almost without exception, they 

bs say, “Emphasize the positive, for- 
; 2. “TA ‘is get the negative and cultivate 
ONE OF THE NATION'S ditvs eave tn hetenen” 

To be more specific, one leading 
Chevrolet salesman just 20 miles 
from Salem has sold cars and him- 
self so successfully that many 


LARGEST AND) MOST MODERN 
= PRODUCTION FOUNDRIES 


ate prospects say, “Sorry Mr. Dealer, 


Two Dealer Fires Cause 
$265,000 in Damages 


LAKE CITY, S. C.—Building of 
W. J. Tarte Motors Co. (Buick- 
Rambler), including 13 new cars, 
was destroyed by fire Dec. 27. The 
loss, estimated at more than $165,- 
000, was partially insured. In ad- 
dition to the new and used auto- 
mobiles, all parts and equipment of 
the firm also were destroyed. 

At Gowanda, N. Y., Cheplo’s Cad- 
illac-Oldsmobile Sales & Service, 
17 E. Main St., was virtually de- 
-| molished in a $100,000 fire. Six new 
automobiles, tools, repair equip- 
ment and office equipment were 
lost. 


ESTABLISHED 1864 
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brings to automobile dealers of Greater 








Cleveland... the fastest and most flexible 


way to finance cars for their customers... 
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for red carpet service from 
finance men with know-how... 


CH 1-9912 


Exclusive Financing for Automobile Dealers 















have had a change in personnel, 
either in shop or salesman, which 
tends to solidify the business. 


Used-car dealers have a large 


Compact Savings 
Put at $3 Million 
In N. Y. State Fees 


ALBANY. — New York State’s 
compact car owners stand to save 
approximately $3 million annually 
in state taxes—if the assumptions 
of a survey just completed are true. 


State Tax Commissioner Joseph 
H. Murphy made this statement 
and said it was based on the as- 
sumption that each compact car 
replaced a conventional-size model 
in the state’s five-million auto pop- 
ulation. 


The New York survey is the first 
such study in depth to be conduct- 
ed in the nation on a statewide 
basis. 

In the field of fuel tax, owners 
of compact cars stand to pay a 
total of nearly $2 million less than 
if they operated standard-sized 
cars, The survey indicates that a 
compact car, on the basis of 10,000 
miles annually, will yield £10 less 
in state gasoline taxes per year 
than a conventional model, 

Since New York State has 153,- 
286 compact models, the survey 
arrived at the nearly $2 million 
figure. That estimate was made on 
the assumption that compact cars 
get about 25 miles to the gallon of 
gasoline. 

In the field of registration fees, 
the survey revealed that if the 
compacts had been full-size mod- 


els, it would have cost about $1.1 


million more to register them in 
1960. 


Michael, Theis 
Exchange Jobs 


PONTIAC. —C, E. Michael and 
H. C. Theis have exchanged jobs 
as Pontiac zone managers, accord- 





C, E. Michael 


ing to Frank V. Bridge, Pontiac 
general sales manager. 

A Pontiac employe since 1946, 
Michael will take over as Boston 
zone manager, succeeding Theis 
who will become Omaha zone man- 
ager. Theis joined Pontiac’s field 
sales organization in 1945. 





Road Hazard Warranty 
Adopted by Goodrich 


AKRON.—B. F. Goodrich Co. 
has begun to guarantes new pas- 
senger car tires. against road 
hazards that can destroy.a tire 
before the tread is worn out. 

The “road hazard warranty” 
will be added to the company’s 
regular lifetime. guarantee 
against defects in material and 
workmanship, according to B, F. 
Goodrich Tire Co, Other major 
tire builders also have adopted 
the new guarantees. 

The new guarantee will reim- 
burse the original purchaser for 
the amount of tire service lost 
through blowout, fabric breaks 
and cuts or snags that render the 
tire unserviceable during the war- 
ranty period. 


number of used cars on hand, but 


as the ’60s are now disappearing 
they too are quite optimistic. 

As one said, “Well, I cut the 
corners on expenditures this past 
year and doubled my savings ac- 
count.” 


An outstanding used-car dealer, 
with a few new foreign cars put it 
this way, “I spend so much time 
in making a turnover of stocks at 
a profit I do not have time for 
meetings, or swap experiences with 
other dealers; no shop, no labor 
troubles, and so I'll just keep on 
the run in 1961, to build even a bet- 
ter record.” 

One Salem dealer advised, “I’ve 
always been optimistic about our 
business over the past 15 years. I 
am now and expect to keep on.” 

He has said before, and repeated 
last week, “I believe our automo- 
bile retailing of a high class car 
is the best business in the world.” 

And that is taking in a lot of 
territory. 


PORTABLE ... PERMANENT 
Key Control for 
24/36/48 Cars 






lobbers write for prices. 
Hangs up—locks in desk—goes with you 
for selling. 

Any position keys safe—can't fall off. 


on panel and car sticker. 


and replacement of keys. 

Pilfer-proof—no mix-up or tangle of keys. 
Glance tells what keys are out. 

Pat. clip-board bac 
orders. 







Order Direct from 

A. N. HANNA COMPANY, INC. 
Atlantic Highlands, N. J.—AT 1-169! 
48 Keys—Silver or Gold 
36 Keys—Silver or Gold 
24 Keys—Silver or Gold 
Add $6.75 for Cabinet with padlock. 























YOUR KEY TO 
CALIFORNIA MOTORIST: 
You specify prospects. We 
process, address, mail 
your promotion pieces. 
Up-to-date lists. One small fee. 
Dept. C, Motor Registration 
News of California, 523 E. 
14th St., Oakland 6, 
California. 











AUTO TURNTABLES 


Low priced, Portable, Move anywhere. Plug . : 


For indoor or outdoor display, Set up in 
minutes, Write for free illustrated literature. 


Also Available 
POSTS and 
7 ROPE RAILINGS 
AMER-STAGE CO. 
805 1 


East 134 St. 
New York 54, N. Y. 
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DEFIANCE: OHIO 







Use Automotive News ¥ 
Classified Section —\ 






for writing notes/ | © 
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Large number on key tag matches same a 






Pat. lock—release holder for easy removal | 
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NEW SUBSCRIPTION ORDER 


Send me Autamative News every week for 
2 Years $16 [_) 1 Year $9 [] (U.S. and Canada) 
All Other Countries, 2 Years $22) 1 Year $13 (1) 
for which check is attached [_] or send bill —) 


Name & Title 
Company 


Street Address 
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Capsule Reports . . . 
Auto News in Brief 


CHICAGO. — The American 
Scooter Assn., organized to repre- 
sent manufacturers, importers and 
distributors of motor scooters and 
powered cycles, has opened its of- 
fices at 77 W. Washington St., Chi- 
cago 2. 

President of the association is 
James H. Carrier, Lincoln, Neb. 
Thomas J. Drennan, former Chicago 
newspaperman, was retained as ex- 
ecutive secretary. 

Directors are Andrea Rocco, Ales- 


» sandro di Montezemolo, John Aar- 


vold. Association membership in- 
cludes manufacturers of Cushman, 
Lambretta, Vespa and Steyrt-Daim- 
ler-Puch. 

* * * 


First Public-Use Bus 


Introduced by Divco 


RICHMOND, Ind. — Wayne Bus 
division of Divco-Wayne Corp. has 
introduced its first passenger trans- 
port designed primarily for public 
rather than school use. 

The 38-passenger “Super Cruiser” 
is targetted for over-the-road 
transit lines, inter-city and urban 
transportation, charter services, 
college and university transits and 
other non-primary school use. The 
new cruiser is 34 feet, seven inches 
long, with airplane reclining seats 
and a six-passenger lounge com- 
partment in the rear. 

* * * 


Honeywell’s °61 Calendar 


Pokes Fun at Computers 


NEW YORK.—The world of 
computers is spoofed by the 1961 
calendar of Minneapolis-Honeywell 
Regulator Co. 

In a cartoon for each month of 
the year, William C. Eddy, the 
creator and an Indiana business 
man, pokes fun at electronic 
“brains,” automation, missiles, in- 
dustrial miniaturization and scien- 
tific research. 

* 





















* * 


Good Year Weatherwise 


Seen by Farmer’s Almanac 


BOSTON.—The year ahead will be 
a good one weatherwise “for almost 
any enterprise,” according to the 
169th consecutive edition of the Old 
Farmer’s Almanac, which is now on 
sale. 

Here is a rundown by season: 
Winter, colder than last year and 
slightly colder than average; spring, 
early, normal and on the damp side; 
summer, rainy and not too hot; 
autumn, warm and relatively excel- 
lent vacation weather. 

at * * 


Supermarket Techniques 


Used by Henry Ford in ’20s 


EAST LANSING.—Almost all the 
techniques of the modern supermar- 
ket were used as early as 1926 by 
Henry Ford, according to a new 
publication by the Michigan State 
University Bureau of Business and 
Economic Research. 

In “Henry Ford: Inventor of the 
Supermarket?” MSU’s Dr. Stanley 
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Prizes” program. Each package con- 
tains a gift certificate plus an 
assortment of headlamps for both 
two and four-headlamp cars. 

* * * 


Enjay Moves Office 
DETROIT.—Enjay Chemical Co. 
has moved its Detroit automotive 
development group from 16301 W. 
Seven Mile Rd. to 17360 W. Eight 
Mile Rd., Southfield. Enjay is a di- 
= of Humble Oil & Refining 


* * * 
1,000 Tupperware Gals 


Given ’61 Fairlanes 


DEARBORN. — One thousand 
women, independent managers of 
Tupperware Co., have been given 
identical ’61 Ford Fairlane 500 se- 
dans by executives of the plastic 
housewares firm at ceremonies in 
some 160 cities. 

Each of the 1,000 aquamarine and 
white Fords is equipped with a V-8 


engine and Fordomatic, Tupper- 
ware is one of the largest firms in 
the direct selling industry. 

* * * 


Bowers Maps S. C. Plant 


GREER, S. C.—Bowers Battery 
& Spark Plug Co., Reading, Pa., 
will establish a $1%4 million plant 
here. 

++ a + 
Weaver in Denver 


DENVER.—Weaver Mfg. Division 
of Dura Corp. has set up offices at 
3001 Walnut St. under the super- 
vision of Joe Novitzky, district 
manager. Weaver makes automo- 
tive shop equipment. In Denver, 
Weaver shares offices with Page & 
Page Co., another division of Dura. 

* ok oa 


Home Plus Roam 
TORONTO. — Bayview Court 
apartments here is offering a “free” 
car with every apartment leased. 
For $136 a month, the tenant gets 
the use of a new NSU Prinz and a 
two-bedroom suite. 


U. S. Rubber Introduces 


Line of Slim Whitewalls 


NEW YORK.—A full line of pas- 
senger tires with white sidewalls 
less than an inch wide has been 
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“Hello, Mr. Jones. Your name 
happened to be at the top of my 
list and I was wondering...” 





introduced for the replacement 
market by United States Rubber 
Co., which said the move follows 


31. 


cludes four 14-inch and three 15- 
inch sizes. They are: 7.50x14, 8.00x 
14, 8.50x14 and 9.00x14, and 7.60x15 
and 8.20x15. pee 


°61 Fords Dominate 


New York Taxi Fleet 


NEW YORK.—Ford continues to 
hold a commanding lead in ’61- 
model taxicab registrations in New 
York City. According to Tazi 
Weekly, there are 1,399 new Ford 
cabs operating in the area, which 
is 62.6 percent of New York’s ’61 
taxis. p 

The number of ’61 cabs of other 
makes were reported as follows: 
Chevrolet, 247; Checker, 242; Stude- 
baker, 142; Dodge, 134; Plymouth, 
68, and Rambler, 1. 

* + * 


Goodrich Will Construct 


Plant in Kitchener, Ont. 


KITCHENER, Ont.—B. F. Good- 
rich Canada, Ltd., has announced 
plans to build a multimillion-dollar 


acceptance of the new tire style|tire plant here. R. V. Yohe, presi- 


as standard equipment on three 
1961 compact cars: Buick Special, 
Oldsmobile F-85 and Corvair. 


In addition to the sizes which fit 


dent, said construction will begin 
next spring and will be completed 
in a year. 

The company would not disclose 


these cars, 6.50x13 and 7.00x13, the|the cost of the plant, but it was 


slim whitewall replacement line in- 


reported to be about $7 million. 








look and deal—and can quickly pay for themselves in savings on 


Now! Like Magic, You Can Turn “Just Another Lot” 
Into An Attractive 365-Day Outdoor Showroom 


. . - with Childers Carports, for as little as 5¢ per car per day! 


Drive down any street lined with 
car lots. Notice how much they all 
look alike . . . each with its rows of 
sunbaked—or perhaps snow-covered 
—cars, the long strings of lights, the 
flying pennants and colored pro- 
pellers whirling in the breeze . . 


NO DOWN PAYMENT! 
NO CARRYING CHARGE! 
Take advantage of Childers Spe- 


cial payment plan for car deal- 
ers. Pay for your Childers Car-. 
ports in four equal monthl 

payments! 








These Childers Carports make any lot a more inviting place to stop, car clean-up costs alone. This installation is Clay County Motors at 
i i Excelsior Springs, Missouri, showing spectacular Trim. 


Panorama 


Childers Carports offer you four 
styles of roof trim: Panorama in a 
choice of attention-compelling col- 
ors, distinctive Continental, neat 
Skyline, or conservative Thinline. 
Choose the style of roof trim you 
prefer — then, as you wish, add 


whatever signs, lights, banners, etc., 


all for the purpose of winning the 
favorable attention of prospects. 
Is your lot any different? Does it 
really stand out? Do folks really 
know you’re there — and, just as 
important, does your lot look as if 
you'll still be there tomorrow? 
Today, all over America, alert car 
dealers are turning their car lots 
into attractive outdoor showrooms 
at amazingly low cost with easy-to- 
install Childers Carports. For as 
little as 5 cents per car per day, 
dealers are attracting more pros- 
pects, making more sales, and cut- 
ting down light bills and clean-up 
costs. And, they’re giving their 
places of business a new look of 








you feel are appropriate for you. 


Call Two Dealers, Free! 

Childers will send you a list of 
500 happy dealers who have turned 
their lots into year-round, all- 
weather showrooms, inc sales 
and decreased costs with Childers 
Carports. 

After you receive this list, call 
any two dealers. Let them tell you 
about Childers Carports in their 
own words. Send the bill for these 
calls to Childers. You’ll be reim- 
bursed promptly. No obligation. 
Mail coupon below, today! 

WE PAY FREIGHT TO ANY 
DEALER IN CONTINENTAL U. S. 


C. Hollander and Gary A. Marple 
say Ford had 11 commissaries in 
operation by 1926, all of them em- 
phasizing rapid turnover, low prices, 
large unit sales per customer and 
other modern supermarket tech- 
niques. 


can depend on 365 selling days a 
year, whatever the weather. 

2. Trade in the shade — or out of 
the rain — attracts more customers 
to stop, look, talk and deal. 

3. Big savings on labor cost. Cars 
protected from dust, rain and glar- 
ing sun don’t need as much clean- 
ing and polishing. Savings on labor 
costs alone will pay for your Child- 
ers Carports. 

4. Higher prices for cars that are 
kept clean and attractive to buyers. 


5. Cuts light bills 4% or more — 
because’ light is more easily directed 


Truck, Equipment Show 


Set for April 13-15 in L. A. 
LOS ANGELES. — The National 
Truck, Trailer and Equipment Show 
will be sponsored by the Automotive 
Council of Los Angeles April 13-15 
at the Great Western Exhibit 
Center. ; 
Exposition funds finance the Auto- 
motive Council’s engineering schol- 








arships at California Institute of ; ; to the cars on display. ae ee es 
ogy and Loyola University permanence and dignity that brings = § org sales and faster turnover f Shika timenae ex. | 
of Los Angeles. s in better prospects oe = Expert dealer accountants say it | Dept. AN-1) 
AC D S dealer as carefully as they selec costs $3 to $4 a day to “board” a | 3620 West 11th Street 
ealers Offered Prizes the car they buy. car—yet Childers Carports coat’ as | Houston 8, Texas 
In Headlamp-Sales Program Dealers everywhere who have put jittle ‘as 5 cents per car per day! 1 Send me complete information and list 
FLINT Childers Carports are enthusi- - | of 500 dealers who have installed 
NT. — AC Spark Plug has up. H 7. Architect-designed to harmonize | Childers Carports ! 
launched a plan to help dealers astic about the results. Here are sibs carietiner tatiana nant diane ca tag | 
build AC-Guide sealed-beam head- some of the reasons they consider it with existing ings displays. 9 Orns 
a lamps during the winter months and one of the best investments they 8. Easy to install. Your own men | eae & 
pein merchandise awards have ever made: can do it with ordinary tools. a Td 
7 e . ° . A istic 
| Ome or more of 30 orines ip eneen- 1. Every day is a selling day. With 9. Easy to move if you are on leased b gies c cdiaate 
> ag the special merchandising pack- your cars protected from rain, snow, property . . . or if you want to) ,; 0d 
Childers’ representatives located in ali principal cities 


a rearrange your outdoor display. 


| BBe developed for the “Parade of sleet, and blistering hot sun, you 
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NEW PRODUCTS 









shield wiper line or vacuum spark 
advance. 

Two fabric bags, each holding 12 
pounds of grit, are placed on the 
sides of the car above the rear 
wheel openings. A plastic tube, 
leading out of the bottom of the 
bags, directs the flow of grit be- 
neath the wheels. 





in its four-wheel-drive models, 

Called Powr-Lok, the torque di- 
vider automatically shifts power 
to the rear wheel with the greater 
traction, increasing the efficiency 
of GMC’s four-by-fours as much as 
25 percent, GMC said. It also may 
be obtained for conventional light- 
duty GMCs. 













SEAT CUSHION—A seat cushion, said 
to fit all domestic and some foreign com- 
pact cars, is now available from H. B. Egan 
Mfg. Co., P. O. Box 1406, Muskogee, Okla. 
Measuring 54 inches, this No. 714 Compact 
Special cushion is made in blue, black, 
green and red plastic coated fabrics, fitted 
over contoured interlocking wire. 

ecole 












RADIO SPEAKER—Greater sound output 
in a compact auto radio speaker has been 
announced by Federated Industries, Inc., 
4475 N. Elston Ave., Chicago 30, Ill. The 
firm says its ‘“MAX-FLX" line embodies a 
design offering as much as 3314 percent 
more field strength with the same magnet 
weight, assuring increased signal strength 
with greatly reduced space requirements. 
Typical of the models is a 10 by 4-inch 
speaker. Also available is a 9 by 6-inch| LIQUID SEALER—A liquid sealer that 
model. High magnetic strength Alnico 5|¢an be painted 30 minutes after applica- 
material is used in the speaker magnet,| tion has» been announced by Minnesota 
with core tips fused through induction| Mining & Mfg. Co., 900 Bush Ave., St. 
heating to the top of the magnet, if is| Paul 6, Minn. Its rubber base makes "3M" 
said. Base of the magnet is mated by| brand ‘Drip-Chek” sealer set rapidly, com- 
Blanchard ground surfaces to the base of| pared with drying time of several hours 
the housing. Centering and bonding is| to several days for oil base sealers, it is 
said to be assured through a non-magnet claimed. The product resists oil, gasoline 
swedging ring. and grease as well as water, and will re- 
main flexible for years. The sealer is avail- 
able in five-ounce tubes and seven and 
one-half-ounce and pint cans. The cans fit 
“3M" brand applicator guns which can be 
used with flow or spreader tips. 


AC Develops 
Test Device for 


Smog Burners 


FLINT.—A new test device for 
positive crankcase ventilation sys- 
tems hag been announced by AC/% 
Spark Plug Division of General| 
Motors. 


The device will check all positive 
crankcase ventilation systems that 
use the AC-type valve, AC engi- 
neers report. This is the only type 
valve approved by the Automobile 
Manufacturers Assn. for original- 
equipment installation on ’61 mod- 
els. 

AC said the tester is simpler to 
operate and requires only one con- 
nection—the insertion of a rubber 
adapter plug into the oil filler or 
breather cap opening. It checks 
crankcase ventilation by measuring 
air circulation through the system 
















TORSION ROD TOOL—A tool for ad- 
justing, removing and replacing the tor- 
sion rod spring on automobile deck-lids 
has been announced by Jaw Mfg. Co., 
39-41 Mulberry St., Reading, Pa. It is said 
that the Jaw No. 200 tool will remove, 
install or adjust the deck-lid torsion rod 
spring on most cars. This tool is used with 
any one-inch box wrench to obtain maxi- 
mum leverage. Once the tool is properly 
engaged, it cannot slip, skip, or otherwise 
“misfire,”’ it is claimed. 


Eye-Check Tied 
To Lamp Aiming 
In GM Program 


DETROIT.—General Motors is in- 
cluding an eye-check poster with 
every Guardian Maintenance kit 
that is sent to dealers for the win- 
ter service campaign. The chart 
offers car and truck owners an op- 
portunity to check their vision and 
gives headlight aiming a “hard 
sell,” 

It includes the lettering test that 
most eye doctors use plus three 
other visual tests. The chart is 
labelled “Four Tests for Safer 
Nighttime Driving” and carries the 
slogan, “Good Eyes—Good Lights 
Mean Safer Winter Driving.” 
























BRAKE SHOP—The Barrett B-4 A Brake- 
Mobile, a Portable brake service shop, is 
especially designed for all shops offering 
brake shoe and drum service, but operat- 
ing with limited work space. It is equipped 
with the B-400 DRUM-Dokter Brake Drum 
Lathe, the B-74 cylindrical bench type 
brake shoe grinder, a brake drum check-R, 
and a floating drum attachment, which 
provides for car and light truck brake 
drum and shoe service. This mobile unit 
also includes a shoe arc gauge for check- 
ing the arc on ground shoes and a positive 
check on grinder calibration. Barrett Equip- 
ment Co., 2101 Cass Ave. St., Louis 6. 


















































that emphasizes the benefits of good 
customer relations on the part of 
the dealer. 

The Guardian Maintenance story 
will be told to millions of owners 
of General Motors vehicles through 
full-page advertisements in Life, 
Look, The Saturday Evening Post, 
Reader’s Digest and newspapers 
across the nation in the issues of 
Jan. 9 and Feb. 8. 










CABLE KIT—A portable kit that is said 
to allow assembly of battery cable units 
in five to 10 minutes is offered by Jack P. 
Hennessy Co., 56 W. Maple St., Chicago 
10, Ill. Called the WAFCO Battery Cable 
Assembly Kit, it includes a screw press, 
wire cutter, insulation cutter and stripper, 
crimping dies, 25 feet of aluminum cable, 
12 lead-alloy clamp ends and 12 aluminum 




























TIRE CHAIN TOOL—The Easy Tire Chain 
Tool, designed to simplify and speed up 


has been made available by GMC 


The kit also contains a booklet|’ 





at engine idle. 

Condition of the system is reveal- 
ed by color coding visible through 
windows in, the tester. A selector 
knob on the bottom of the tester 
permits calibration’ to match air 
flow rates for the system being 
tested. 


AC engineers recommend testing 
crankcase ventilation systems im- 
mediately after installation and at 
every oil filter change. The ventila- 
tion valve should be cleaned or re- 
placed every 10,000 miles. 






















tire chain installation and removal, has 
been announced by K & M Products, Inc., 
224 W. Fifth St., Kansas City 5, Mo. It 
can be used on any tire chain, regardless 
of size or design. It is cast of aluminum 
alloy and boasts a tensile strength of 35,- 
000 pounds per square inch, it is said. 

Bo ere 







This winter’s program emphasizes 
complete lubrication, battery check, 
brake adjustment and other related 
brake services, front end alignment 
and headlight aim and lamp check. 

A shock-absorber check is an- 
other service that dealers can in- 
clude in their winter program, 
since faulty shocks can be danger- 
ous on slippery or rutted roads. 


Chrysler Missile 


Passes Milestone 


DETROIT.—Chrysler Corp.’s Mis- 
sile Division reached an important 
milestone in its eight-year opera- 
tion with the launching of the Pro- 
ject Mercury space capsule from 
Cape Canaveral, Fla. 

The modified Redstone booster 
that started the space craft on its 
first sub-orbital journey down the 
Atlantic Missile Range was the 
46th successful launching and flight 
of a missile or space vehicle built 
by Chrysler Corp. at the Michigan 
Ordnance Missile Plant near De- 
troit. 

The total number of Chrysler 
successes includes 32 United States 
Army Redstone missiles, six U. S. 
Air Force-deployed Jupiter IRBM’s, 
and eight modified space boosters 
including the Mercury-Redstone 


eye ends. 














Antifreeze Prices 


Adjusted by Dow 


MIDLAND, Mich.—Dow Chemical 
Co. has announced 1961 prices for 
its private label and bulk ethylene 
glycol base antifreeze. 

The price schedule, now applic- 
able, reflects a change in the mar- 
gin between bulk and package 
prices which Dow described as “re- 
alistic for both us and our custom- 
ers.” 

New prices announced by Dow 
for private label ethylene glycol 
base antifreeze is $1.36% in gallon 
cans, and $1.43% per gallon in quart 
cans. Price per gallon in 55-gallon 





HYDRAULIC PRESS—A hydraulic press 
which is said to remove and install equal- 
izing-beam center and end bushings on 
Hendrickson tandems, used on heavy-duty 
trucks, has been announced by Owatonna 
Tool Co., 376 Cedar St., Owatonna, Minn. 
The press consists of a press frame mount- 
ed on casters, seven special adapters for 
removing-installing applications, and a 30- 
ton capacity OTC Power-Twin ‘‘center 
hole"’ hydraulic ram and pump assembly. 
The latter is detachable and interchange- 
able with other OTC products such as 
pullers and shop presses. 

* a 2k 


Grit Dispenser Device 


Offered by Napco 
































TRAILER HITCH—A ball platform, said 
to be engineered for faster and easier re- 
moval, is a feature of the Glide-A-Way 
Universal Trailer Hitch, introduced by Big 
Boy Products -Division, Dalton Foundries, 
Inc., Thomas and Jefferson Sts., Warsaw, 
Ind. In this model, there are no bolts to 
remove in order to detach the ball plat- 
form. The rear of the platform hooks onto 
a stationary pin in the drawbar while 
the forward end is secured with a self- 
locking tilt pin. 



































Napco Industries, of Minneapolis, | drums will be $1.28. The bulk price BS ae firing. 
has developed a device which dis-|in tank cars, tank transports, Torque Divider Offered Five other capsule-carrying Mer- 
penses grit under a car’s wheels at| barges or tankers is $1.05 per gal- On GMC 4x4 cury-Redstone booster firings are 
the driver's touch of a button, The|lon. All prices are F.O.B. shipping| V™ 28 planned by the National Aeronau- 


tics and Space Administration for 
the Mercury manned space flight 
program. 


A device that prevents loss of 
power in both rear wheels when 
one is spinning on ice, mud or snow 


point, with freight prepaid to Con- 
tinental United States destinations, 
except Alaska. 


device, called the Skidmaster, has 
a@ vacuum release valve which is 
connected by a hose to the wind- 











AIR SPRINGS—A line of air lift Air 
Springs for installation on compact cars 
has been developed by the Air Lift Co., 
2330 W. Main St., Lansing, Mich. Designed 
for easy installation, the units can be 
installed inside the rear coil springs of 
the Oldsmobile F-85, Buick Specials and 
any Rambler models except Americans, it 
is said. Units are also available equipped 
with their own coil springs for installation 
between the leaf spring and frame on 
Falcons, Valiants, Comets, Larks, Lancers 
and Rambler Americans. When inflated with 
oir, the new Air Lift air springs raise the 
rear of the car in direct ratio to the amount 
ef air pressure applied to provide a level 
ride under any load or road condition, 
according to the company. The air pressure 
can be adjusted to maintain perfect bal- 
ance under varying loads, as well. 














8S. 

LEVELIZING SPRING—A levelizing help- St 
er spring which automatically restores true sti 
arc to sagging rear springs of automobiles Bi 
has been introduced by the Crown Spring su 
Co., 1817 N. 20th St., Philadelphia 21, Pa. su 
Being marketed under the trade name th 
Arcamatics, the device can be installed, cr 
without special tools, on standard cars, ice 
compacts, station wagons, and taxicabs F 
with leaf suspension, it is said. Arcamatics afte 
add approximately 750 pounds to the too! 
carrying capacity of any car, plus double dri’ 
flexing action that assures positive trac- ste] 
tion and better anti-skid control, the manu- resi 
facturer announced. They are made of sue 
silico-manganese spring steel alloy and the 
use rubber bumper shocks at shackle con- It 
nections. ‘ ps i. _ 
holc 
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BRAKE DRUM LATHE—The 8-500 series I 
Drum-Dokter is a universal, precision brake Ale 
drum lathe, with speeds and versatility 8. ' 
for machining drums from 6 to 24 inches a | 
in diameter, over a nominal 5¥2-inch face. not 
The carriage has a full travel of 7-1/16 tire 
inches. The design of this machine provides the 
for only four adjustments for the operation giv 
of the carriage and a minimum of training not 
is required to acquaint the brake service In 
mechanic with its operation. Barrett Equip- cour 
ment Co., 2101 Cass Ave., St. Lovis 6, Mo. denc 
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TRAILER—A travel trailer that expands to d 
from a low 62 inches while traveling 10 Seat 
full size living quarters with over six men 
feet of headroom has been announced he \ 
by Ward Mfg. Inc., 2530 Spring Grove Chic 
Ave., Cincinnati, O. With kitchenet, 50> — Lez 
pound capacity cooler, sink, water direc 
and 20 cubic feet of cabinet space, the — took 
Nimrod Five Star can sleep four or five Pleas 
people, it is said. To convert from traveling — _ V 
to living height, the trailer is cranked — aes 


up and locked in place. ts 











By Leo T. Parker 
Attorney at Law 
A HIGHER court has rendered 
an outstanding decision that it 
is not “gross negligence” for the 
driver of an auto to fall asleep at 
the wheel. 

In Collins v. Cap, 269 Fed. 
Rep. (2d) 654, the 
testimony showed 
that the driver of 
a truck fell asleep 
at the wheel and 
collided violently 
with an auto, re- 
sulting in exten- 
sive damage to 
both vehicles and 
personal injury 
to both drivers. 

In later litiga- 
tion, the lower 
court held the owner of the truck 
not liable, and the higher court ap- 
proved the verdict, saying: 

“Falling asleep while driving is 
sufficient to establish a prima facie 
case of ordinary negligence only, 
but it is not sufficient to take the 
case to the jury on the question of 
the operator’s gross negligence.” 

+ * * 


City Is Solely Liable 


oes a higher court re- 
fused to hold a property owner 
and its lessee liable in damages for 
injuries to a pedestrian who slipped 
in a hole in the intersection of a 
driveway and pavement, This court 
held the city solely liable. 
In Elmore v. Kansas City, 333 

S. W. (2d) 795, it was shown that 
Standard Oil Co. owned a service 
station which it leased to one 
Bray. A woman named Elmore 
sued Bray for personal injuries 
suffered by her due to a fall on 
the sidewalk at a point where it 
crossed the driveway of the serv- 
ice station. 

Further testimony showed that 
after alighting from a bus, Elmore 
took two or three steps up the 
driveway, reached the sidewalk, 
stepped in a hole in it and fell as a 
result and was injured. Elmore 
sued Standard Oil Co., Bray and 
the city for heavy damages. 

It is interesting to observe that 
the higher court held the city sole- 
ly liable in damages to Elmore, 
holding that neither Standard Oil 
Co. nor Bray are liable. 

oa x * 


Ruling on Merging Notes 


CCORDING to a late higher 

eourt decision, two notes cannot 
be merged into one obligation with- 
out evidence clearly proving that 
the parties intended to merge or 
combine the two obligations into 
one. 

In Texas City Tire Shop v. 
Alexander Distributing Co., 333 
S. W. (2d) 690, it was shown that 
a distributing company gave a 
note and chattel mortgage to a 
tire company for $5,543.36. Earlier 
the distributing company had 
given the tire company another 
note and chattel mortgage. 

In later litigation the higher 
court held that there was no evi- 
dence that the parties had intended 
to merge the first note with the 
second note, Hence, in effect this 
court held that without this evi- 
dence the two notes and mortgages 
could not be merged, but must re- 
main separate obligations, 

* + a 





Leo T, Parker 


Driver Deviates 


[Ast month a higher court held 
that if a driver of an auto has 
a collision while deviating from a 
route specified by his employer, the 
latter is not liable. 

In Foote v. Grants Auto Ex- 
change, 350 Pac. (2d) 870, the 
testimony showed these facts: 
Grants Auto Exchange is owned 
and operated by a man named 
Grant, who employed one Green 
to drive an auto from Chicago to 
Seattle. Green signed an agree- 
ment which showed the routes 
he was to travel in driving from 
Chicago to Seattle. 

Leaving Portland, he took an in- 
direct route to an ocean beach. He 
took this indirect route for his own 
pleasure, and he was driving on 
the wrong side of the road, when 
he ran head on into another auto, 
Seriously injuring its driver named 


Lawsuits Affecting Dealers ... 
Court Decisions 


AUTOMOTIVE NEWS 





Foote. Foote sued Grant for dam- 
ages. 

Since the testimony showed that 
Green was deviating from the route 
specified by Grant, when the colli- 
sion occurred, the higher court held 
Grant not liable to Foote, saying: 

“From the time he (Green) turn- 
ed to go to the beaches beyond, 
there can be no doubt that he was 
on what the cases term ‘a frolic of 
his own,’ and that he was in no 
way furthering the interests of his 
employer, or acting within the 
scope of his employment.” 

* * oa 


Nev. Dealer Loses Appeal 


In Prospect’s Accident 
CARSON CITY, Nev.—The Ne- 
vada Supreme Court has held that 
a woman who wrecked a Las Vegas 
auto dealer’s car while trying it 
out is not liable for the damages. 
The opinion affirmed a decision 
by District Judge George Marshall 
on an appeal by Gaudin Motor Co., 
which contended Lottie Wodarek 





was automatically responsible for 
the car. 

The car overturned and was a 
total loss after Mrs, Wodarek, a 
prospective buyer, lost control 
while driving between Las Vegas 
and Boulder City. She said there 
was a blowout. 

The high court agreed that Judge 
Marshall was proper in deciding 
Mrs. Wodarek was not negligent 
and therefore did not have to pay 
for the automobile, 

* * * 


N. C. High Court Voids 


Ban on Fair Trade Act 


RALEIGH, N. C.—The North 
Carolina State Supreme Court has 
reversed a lower court ruling which 
declared the state’s Fair Trade Act 
to be unconstitutional. 

The ruling was in a case in 
which Union Carbide obtained a 
court order temporarily restraining 


‘the D&J Market at Winston-Salem 


from selling its Prestone antifreeze 
at less than fair trade price. 

The court ruled that Superior 
Court Judge Walter Johnson erred 
in later dissolving the injunction on 
grounds that the fair trade act 
was unconstitutional, and ordered 
the case sent back to Forsyth 
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33 
the question of whether the tem- 
porary restraining order should be 
made permanent pending a final 
determination of the case. 

a * * 


Vehicle Sales Ruled 
Exempt from N. M. Tax 


SANTA FE, N. M.—A city sales 
tax cannot be imposed on the gross 
receipts of retail sales of motor 
vehicles, according to ruling by the 
attorney-general’s office. The formal 
opinion was requested by Richard 
H. Robinson, chief counsel for the 
State Revenue Bureau. 

Albuquerque had protested Rob- 
inson’s decision exempting such 
sales from the municipal sales tax. 

The law holds that receipts not 
subject to the state school tax act 
are exempt from municipal sales 
taxes, Assistant Atty.-Gen. Norman 
S. Thayer noted. Sale of motor ve- 
hicles is exempted from the state 
tax in consideration of the payment 
of the taxes on the issuance of cer- 
tificates of title, he said. 

City Finance Director Harold 
Kious estimated city sales tax col- 
lections have decreased between 
$16,000 and $20,000 a month since 
the ruling went into effect in Jan- 


a : ty 
“Do you happen to be a me- 


chanic with a relative who runs 
a parts store?” 





ing on the question of continuing 

the temporary restraining order. 
In so doing, it said the question 

of the constitutionality of the law 


County Superior Court for a hear-' was not before Judge Johnson, only' uary. 


For a limited time... 


THE 
DOOR IS 
WIDE OPEN 


For a limited time, 
starting January Ist, 
dealers may enroll in the 
NADA Executive Group 
Life Insurance Program. 





FEATURES: 


@ low cost group insurance for dealers and 
their key employees 


@ no physical examinations regardless of age 
@ tax deductible, in most instances 


The door for enrollments will be open for a 
short time. NADA urges dealers to consider 
the program carefully, sincerely. When a 
dealer or a key employee gambles on insur- 
ance protection only their widows and chil- 
dren are the losers. 


NATIONAL AUTOMOBILE 
DEALERS ASSOCIATION 





@ optional modes of settlement and flexibility 
as to payment of premiums ; 


@ added insurance protection for dealers and 
their key employees 


Clip and mail 


NADA Insurance Trust 
2000 K Street, N.W. 
Washington 6, D.C. 


Send complete information te: 


NAME 


DEALERSHIP. 





STREET AND NUMBER______ 


CUM Tre 


pee arenes enemeweneeerey 
ee 








Auto Personnel 


office in Madison, Wis. He suc- 

ceeds Robert P. Nelson, who re- 

tired after an association with the 

company of more than 34 years. 
oa * * 


S-P of Canada Names 


New Purchasing Boss 

A. E. Russell, purchases director, 
Studebaker-Pack- 
ard of Canada, 
Ltd., hag retired 
after 47 years of 
service. 


CANTON, O.—Timken Roller 
Bearing Co.’s board of directors 
elected R. L, Frederick vice-presi- 
dent in charge of international di- 
visions and appointed R, A, Gulling, 
the company’s assistant treasurer, 
to the additional position of con- 
troller. 

Frederick, formerly executive di- 
rector, International divisions, join- 
ed the Timken Co, in Canton in 


1940 as a factory trainee. 
* * * 







New Vice-Presidents 
Oakite Products, Inc., New York, 
has announced election of J. Justin 
Basch as second vice-president and 
William A. Baltzell as vice-presi- 
dent. 


appointment of R. 
A, Wilson to suc- 
ceed Russell. Wil- 


¢* * ¢ son, formerly as- 


Clark Joins Eaton 
Edgar W. Clark, marketing ana- 
lyst, has joined Eaton Mfg. Co. as 
director of marketing research. 
* * *” 


GMAC Names Frisch 
Edward E. Frisch has been ap- 
pointed branch manager of the 
General Motors Acceptance Corp. 


R. A. Wilson 
with S-P for the past 11 years. 
ok ok * 


director, has been 


Stevens Reassigned 
Bruce G. Stevens, who has served 
as assistant sales promotion man- 
ager in Chevrolet’s Central Office 
for the past three years, has been 
named manager of the company’s 
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WINCH CAN 


TAKE IT! 


Stronger . . . more durable .. . greater « RESERVE STRENGTH 
operating efficiency . . . easier installa- 
tion . . . that’s the Tulsa Winch! And 
Tulsa Winches are so versatile. There’s 
one designed for every purpose. Whether 
it’s the big job or the small job, the 
Tulsa Winch can more than take it. im- 
mediately available through the world-wide 
sales-service facilities of our dealers and 
distributors. Ask to see our line. 


TULSA PRODUCTS DIVISION 


VICKERS INCORPORATED 
Division of Sperry Rand Corporation 
731 E. First Street 
TULSA 20, OKLAHOMA 


* LONGER SERVICE 


* WORLD-WIDE 
DISTRIBUTION 


ADVERTISEMENT 





ies : 
DO CARPORTS HELP SELL TRUCKS TOO? As Massy Motors in New 
Orleans can tell you from experience, the answer is YES! Their eyecatching 
Childers Carport puts their trucks in an inviting outdoor showroom. Clean- 
up costs are slashed. Lighting bills can be cut in half. Childers Carports 
can actually pay for themselves. Learn bow on Page 31. 











The firm also 
announced the 


sistant purchases 







Salt Lake City zone. Steveng suc- 
ceeds the late D. W. Webber. 
* * + 


Republic Industrial Names 


Bremer Vice-President 


Roger E. Bremer has been 
named a group vice-president of 
Republic Industrial Corp., New- 
ark, N. J. His headquarters is in 
Birmingham, Mich. He had been 
executive vice-president of Ohio 
Injector Co. 

Bremer was formerly Stude- 
baker-Packard vice-president, 
and prior to that with Ford Mo- 
tor Co. His product group in- 
cludes handling equipment, hoists 
and other facilities for industrial 
and marine and dock-handling 
operations. : 






















































* * * 


Ford Shifts Grey 


Lee S. Grey has been named as- 
sistant Los Angeles district sales 
manager for Ford Division. Grey 
was regional Ford truck sales man- 
ager out of San Jose, Calif., prior 
to his new assignment. 

* * + 


Payne, Edwards Named 


By Motors Insurance 


George L, Payne has been elected 
treasurer and Robert H. Edwards 
has been elected comptroller of 
Motors Insurance Corp. 

Payne, formerly assistant treas- 
urer, succeeds Charles A. Robson, 
who retired after an association 
with the company of more than 33 
years. Payne joined MIC in 1940 in 
Indianapolis. Edwards joined the 
company in 1947 in Salt Lake City. 

* + + 





Schumm Replaces Hubbs 


In Ford Marketing 


Appointment of George A. 
Schumm jr. as associated products 
marketing manager for Ford Divi- 
sion is announced by M. S. Mc- 
Laughlin, genera] sales manager of 
the Division. Schumm succeeds H. 
D. Hubbs, who is entering an early 
retirement because of prolonged ill- 
ness. 

A native of Detroit, Schumm 
joined Ford as a financial analyst 
in 1947 and in 1949 was transferred 
to the Ford Division as a super- 
visor of price study and profit 
analysis. Hubbs joined the division 


as a parts sales manager in 1947. 
ok * * 


Pittsburgh Plate Appoints 


Automotive Sales Manager 


Edward W. Hufnagle has been 
named automotive sales manager 
for the Glass Division, Pittsburgh 
Plate Glass Co. He succeeds the 
late W. L. Tom- 
linson, 

Hufnagle joined 
Pittsburgh Plate 
as atechnical 
representative in 
the glass divi- 
sion’s product de- 
velopment de- 
partment in 1945. 
In 1947, he trans- 
ferred to Detroit 
where he later 
E. W. Hufnagle served as an in- 
dustrial sales engineer for seven 
years and in 1958 was appointed 
assistant manager of automotive 
glass sales. 
















ok oe * 
Ex-Cell-O Ups Conlin, 
Knowles, Giblin, Hughes 

Several changes in the official 
staff of Ex-Cell-O Corp. have been 
announced, They are: 

Earl E. Conlin, from secretary 
and treasurer to finance vice-presi- 
dent. Miles H. Knowles, secretary; 
Edward J. Giblin, from assistant 
secretary and assistant treasurer, 
to treasurer, and Russell D. 
Hughes, controller. 

* * * 


Goodyear Advances Grimm 

R. L. Grimm, former district 
manager at Omaha, has been 
named assistant Midwest retail 
manager for Goodyear Tire & Rub- 
ber Co., with headquarters at Des 
Moines. Carlos C. Morris replaces 


Grimm in Omaha. 
* + * 


Ryder Elected Veep 
Of Stewart-Warner 


field, Ill, 


vice-president of Stewart-Warner. 


Frank A. Ryder, general manager 
of John W. Hobbs Corp., Spring- 
a division of Stewart- 
Warner Corp., has been elected a 


With Stewart-Warner since 1944, 
Ryder became general manager of 
the Hobbs Division in June 1959, 
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after filling sales and engineering 
management positions in the com- 
pany’s South Wind Division at In- 
dianapolis. 

* * * 


S-P Export Names Thomas 


To Be Weaver’s Assistant 


Appointment of R. D. Thomas as 
assistant to the vice-president in 
charge of the Export Division was 
announced by Charles R. Weaver, 
Studebaker-Packard Export Divi- 
sion general manager. 

Thomas, who is a specialist in 
the field of management services 
provided by American companies to 
overseas manufacturing licensees 
and subsidiaries, is familiar with 
Studebaker’s export business, hav- 
ing been associated with Stude- 
baker export from 1947 to 1955, 
Weaver said. 

aa * oe 


SP Fleet Reps 
Appointment of James C. Long 
and Robert C. Morrell as New York 
fleet sales representative for Stude- 
baker-Packard is announced. 
* cS * 


3 Personnel Managers 
Named at Studebaker 


Three supervisory personnel ap- 
pointments for the Automotive Di- 
vision of Studebaker-Packard are 
announced. 

Cc. J. McNerney, previously wage 
and salary administrator, has been 
named manager of personnel serv- 
ices. McNerney joined the company 
in 1950. M. A. Danch, with S-P 


since 19535, has been appointed 
supervisor of labor relations. S. J. 
Klaybor, who joined Studebaker in 
1919, was named supervisor of hour- 
ly employment. ‘ 

* * 


Barron Named District Chief 


Roy A. Barron has been named 
manager of Dayton Tire & Rubber 
Co.'s newly organized Memphis 
sales district. Headquarters are at 
305 W. Trigg Ave. The sales and 
warehousing facilities will serve 
dealers and distributors in Western 
Tennessee, Western Mississippi and 
most of Arkansas. 

+ * * 


Brandt Heads Goodrich Unit 


Jack W. Brandt has been ap- 
pointed to manage the administra- 
tion of property, equipment, lease- 
hold and investment expenditures 
and automotive fleet for B. F. 
Goodrich Co. He will head a newly 
organized department. 

/ * * 


Krueger Gets Chevy Post 

Leo V. Krueger has been ap- 
pointed Kansas City truck manager 
for Chevrolet. He succeeds George 
Holliday, who has been transferred 
to Quincy, Ill. 

” * * 

Panny Joins Pioneer 


William P. Panny is a new vice- 
president of Pioneer Engineering & 
Mfg. Co., Detroit. Joining Pioneer 
after nine years with Chrysler 
Corp., Panny was most: recently 
assistant chief engineer on light 
and medium-duty trucks. 


SORRY !! 


We can no longer fill requests for the 
1960 AUTOMOTIVE NEWS ALMANAC. 


This edition is completely sold out! 


Even though we 


printed thousands of 


extra copies, we under-estimated the in- 
creasing demand for this great yearbook. 


Our 1961 Almanac will be published 


April 24, 1961. 


If you are one of our 44,000 subscribers, 
you get an Almanac automatically . . . but 


if you need an extra copy or you are not 
a subscriber to AUTOMOTIVE NEWS . . 


we suggest you order copies now. 


$2..50 each 
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ORGANIZATION, INC. 


1259 ASHLAND AVENUE, CHICAGO 22, ILLINOIS 
Los Angeles 23, California © Philedelphia 45, Pa. 


The Newspaper of the Industry 
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Detroit 7, Mich. 









Benmatt license frames and name 
plates are constant reminders 
for your sales and service 
customers and prospects. 
Working continuously to build 
traffic for your dealership. 
Use Benmatt dealer identification 

items for increased sales! 
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ICC Hears Trucker Protests .. . 


Struggle Looms on Car Shipping 


(Continued from Page 1) 


he freight situation might be 
through the ICC. 

On the subject of destination 
charges, an auto company official 
declared last week that no dealer 
pays more than the actual trans- 
portation cost. In some cases, the 
freight cost is greater than the 
destination fee. 

+ * * 
H= SAID the wholesale price of 
the car reflects the overall 
freight cost, and he asserted that 
the manufacturer doesn’t figure to 
make a profit on freight—he sim- 
ply wants to recover his costs. 

But even if a manufacturer 
does make a profit on freight, 
it is not necessarily illegal or 
unethical. It is a widely held 
economic theory that changing 
the location of an article 
(freight) is as much a part of 
production as changing its form, 
In conversations with AUTOMOTIVE 

News last week, auto men implied 
that a reduction in. destination 
charges could take place if the bi- 
level and tri-level rail shipments 
turn out to be real money-savers. 

But they emphasized that such 
changes won’t happen overnight. 

“You can’t revise your price 
structure on the basis of a few 
months experience with a new sys- 
tem,” one man explained. 

* * . 


A AUTOMOTIVE traffic expert 
estimated last week that be- 
tween 15.and 20 percent of new 
cars now are being shipped by rail. 
He expects the total to reach 35 
or 40 percent by the end of the 
year. 

Ford Motor and Chrysler Corp. 
are increasing their shipments via 
bi-level and tri-level rail cars, but 


General Motors uses this method 


very sparingly. 

That is because GM’s network 
of Chevrolet and Buick-Oldsmo- 
bile-Pontiac assembly plants 
means fewer long hauls, Cadillac 
is interested and is experiment- 
ing with the multi-level rail cars 
since it supplies the nation from 
a single plant. 

American Motors and Studebak- 
er-Packard are major users of rail 
transportation. Their situation is 
similar to Cadillac’s—national dis- 
tribution from one point. 

The current bi-level and tri-level 
cars are 85 feet long, but a 119- 
foot bi-level job is said to be on 
the way. It would carry 12 stand- 
ards or 15 compacts and would be 
especially useful in dreas where 
clearance for the tri-levels is a 
problem. 

+ + * 


Low rates posted by the rail- 
roads have created a crisis in 
the haulaway industry. An estimat- 
ed 5,000 trucks are off the road, 
and between 4,000 and 6,000 driv- 


Livingston Renamed 


Florida Vehicle Boss 


. — Arch Liv- 
ingston has been named by Gov.- 
elect Farris Bryant as Florida’s new 
motor vehicle commissioner, a post 
he held from 1949 to 1953. 

Since leaving the office in Janu- 
ary, 1953, Livingston has been man- 
aging the Florida Independent 
Automobile Dealers’ Assn. Most of 
his business life has been spent in 
the automobile industry. During his 
previous term as tag commissioner, 
he started the transition from hand 
processing of motor vehicle forms 
to: the use of business machines. 





Auto Fatalities Hit Low 
On Mileage Yardstick 


CHICAGO, — Traffic accidents 
across the nation during the first 
11 months of 1960 caused 34,540 
deaths and 1% million disabling 


12% of Farmers 
Eye 61 Purchase 


ST. PAUL, Minn.—About 12 per- 
cent of the farm families in Minne- 
sota plan to buy a new automobile 
in 1961, according to a survey 
made recently by The Farmer, 
magazine published here, In addi- 
tion, 8 percent plan to buy a new 
truck or pickup this year, accord- 
ing to the survey. 

As for new equipment and ac- 
cessories, 36.4 percent of the fam- 
ilies plan to buy tires for their 
cars and 11.5 percent plan to buy 
new tires for their trucks, As for 
snow tires, 21.6 percent plan to buy 
them for their cars and 4.8 percent 
for their trucks. The survey also 
showed that 21.4 percent of the 
families plan to buy new batteries 
for their cars and 9.4 percent for 
their trucks. 


Ford’s Rothman 
To Head Pa. Firm 


DETROIT.—Edward E. Rothman, 
general advertising and sales pro- 
motion manager of Ford Motor Co., 
will leave Feb, 1 
to become presi- 
dent of Cryogen- 
ics Corp., Mead- 
ville, Pa. The firm 
makes industrial 
valves. 

Rothman, a 1921 
graduate of the 
University of 
Pennsylvania, 
joined Ford in 

a 1956 and was ap- 
Edward Rothman pointed to his 
present position two years ago. He 
came to Ford from Campbell-Ewald 
Co., Detroit advertising agency. 





Earlier he had been with Mac-| this system, 


Manus, John & Adams, Inc., 
an ad agency. 


injuries, the National Safety Coun- 
cil reported. 

Despite these statistics, the 
Council said, there was some cause 
for encouragement on the highway 
in these statistics: 

1. Though the 11-month death 
toll of 34,540 was up one percent 
from the 34,150 toll for a compara- 
ble period in 1959, a 2 percent in- 
crease in travel produced a record- 
low mileage death rate for 11 
months of 1960 of 5.3. 

“In other words,” said Howard 
Pyle, president of the National 
Safety Council, “fewer persons died 
in traffic accidents for every 100 
million miles of travel than during 
the first 11 months of any year on 
record.” 

2. The November traffic death 
toll of 3,420—down 2 percent from 
3,490 in November, 1959—was the 
lowest November toll since 1954, 
when 3,253 persons died. 

3. Based on a mileage death rate, 
November was the safest Novem- 
ber since 1934, when the Council 
began keeping monthly records of 
traffic deaths. 





The Piggyback Way— 


Trainmen check a load of Chrysler Corp. cars being shipped by piggyback. With 
haulaway trailers are loaded on railroad flatcars and hauled to distant 
also | points. At the end of the journey, the trailer is hitched to a tractor and the cars are| Visit the National Automobile 


delivered to dealers. 






a trucking source, 

Here are two examples of rate 
differentials: South Bend to Bal- 
timore—$4513 by tri-level rail 
car and $72.31 by haulaway 
truck. St. Louis to Dallas—$52.70 
by tri-level. and $84.70 by haul- 
away. 


Trucking Assns., told AUTOMOTIVE 


pressed rates offered or proposed 


by railroads and the severe impact 


these rates are having on truckers. 
“We find it difficult to under- 


stand the railroads’ position of cut- 
ting rates on new autos, when at 


the same time they claim a need 
for subsidies to remain solvent.” 
* + 


N LOS ANGELES, trucking ex- 
ecutives declare that they are 

not about to be put out of business 
by the shift to rail shipments of 
new cars, but they say they'll have 
to make substantial changes in 
their operations if the trend con- 
tinues. 

K. W. McKee, Inc., St. Paul, 
spoke of a 70 percent drop in 
business and said it would be 
forced to lay off 300 of its 400 
employes by next month, The 
firm plans to cut back from 300 
to 60 trucks and concentrate on 
short hauls. 

McKee hauled about 75,000 cars 
a year from Ford’s Twin Cities as- 
sembly plant. The plant shipped 
cars entirely by truck until last 
summer. It now is down to 90 per- 
cent by truck and is aiming at a 
50-50 split, according to a plant 

official. 

In St. Louis, a branch of United 
Transports, Inc., said half its driv- 
ers have been laid off, and As- 
sociated Transport Co. said it has 
lost 50 percent of its dollar volume 
in the last eight months. 


a 
OME Southern California deal- 
ers queried said that cars 
reaching them by rail are cleaner 
than those that arrive by truck, 
but Detroit has had reports that 
some Westerners refer to the rail- 
delivered cars as “hobo palaces.” 
Locking the carg presents a prob- 
lem since the keys must remain 
with them so they can be moved 
at the rail head, Some vehicles 
reportedly have arrived with dirty 
upholstery and scraps of food, in- 
dicating that the hoboes have rid- 
den ~. 


dition, and several Miami deal- 
ers expressed a preference for 
the haulaway method. 

A Miamian said cars shipped by 

rail cost more to get ready use 
they are usually quite dirty and 
that they often develop speck rust 
spots which require repainting, 
' Vandalism has befallen a few 
rail shipments. Shotgun pellets 
were found imbedded in the sides 
of two Ford trucks unloaded at 
St. Louis recently. 

Piggyback damage also has been 
reported near Detroit, South Bend, 
and Ely, Nev. The most serious in- 
cident occurred | May near 
Dixon, Mo., when sulphuric acid 
was dumped on a shipment of 150 
Chrysler Corp. cars. ‘ 





ers are unemployed, according to 


John K. Gill, president, American 


News: “We are concerned with de- 





Three-Decker— 


The newest wrinkle in rail shipment of 
automobiles is the tri-level car which can 
handle 12 standards or 15 compacts. 


Watching a shipment leave St. Louis for 
Texas are L. L. Colbert, left, Chrysler Corp. 
chairman, and Clark Hungerford, Frisco 
Railroad president. 
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About Spenders 


Year-Long Series Opens 


In Ladies Journal 


PHILADELPHIA.—A major new 
editorial project, featuring a year- 
long series of articles on how Amer- 
ican families spend their money, is 
announced by Ladies’ Home Jour- 
nal 


Beginning in the January issue, 
the series focuses each month on 
the annual income and budget of 
one American family earning any- 
where from less than $5,000 to up- 
wards of $50,000. Each family’s 
budget will be analyzed by a na- 
tionally-known financial counselor 
who will point out both its 
strengths and weaknesses and will 
suggest ways of changing spending 
habits for maximum economic 
benefit. 

Each family will represent large 
segments of the American popula- 
tion frofM a. major geographical 
section of the country. Their 
money problems and financial sit- 
uations will be those that are com- 
monly experienced by other fam- 
ilies. 





Egbert to Go to Dealers 


(Continued from Page 2) 


plant, McCulloch of Canada in 
Toronto and the European opera- 
tion in Belgium. 

Egbert worked directly under 
Robert P. McCulloch, founder of 
McCulloch Corp. 

Asked about the S-P job offer, 
Egbert told Automotive News: “I 
didn’t go looking for this job. I was 
very happy with McCulloch. Then 
Clarence Francis (former chief ex- 
ecutive officer of S-P) contacted me 
in the early part of November. That 
was my first surprise. 

“At 20 minutes to five (Pacific 
Coast time) on Dec. 28 they called 
from New York and told me I was 
the new man at Studebaker-Pack- 
ard. And I haven’t had the phone 
off my ear since.” 

A McCulloch spokesman said the 
firm was aware that Studebaker- 
Packard was negotiating for their 
chief executive officer. But one Mc- 
Culloch officer said “it wasn’t offi- 
cially known in most of the offices 
here until the morning of Dec. 29. 
The news was very much of a sur- 


spokesman, 
over” date is Feb. 1. 

McCulloch Corp. is a maker of 
chain saws, Scott Atwater outboard 
motors, electronic components and 
other devices, At one time the cor- 
poration manufactured supercharg- 
ers, which were standard equip- 
ment on certain models of Stude- 
baker and Kaiser automobiles. 

Research projects at McCulloch 
have included steam and electric 
automobiles, none of which ever 
reached production. 

Asked to comment on the loss of 
his executive vice-president to 
Studebaker-Packard, Robert P. Mc- 
Culloch said: 

“There is no statement. He simply 
happened to be one of our good 
people. I knew he had ‘iscussions 
with Mr. Francis for several weeks. 
However, what he (Egbert) does 
is his own problem and doesn’t con- 
cern this company (McCulloch) in 
one way or another. We've plenty 
of other good people.” 


Egbert Going to NADA; 


Dealer Visits to Follow 


By Ed Brown 

Staff Correspondent 
NEW YORK.—At a press confer- 
ence here, Sherwood H. Egbert, 
newly elected president of Stude- 
baker-Packard, stated that one of 
his first objectives when he assumes 
his duties in February will be to 
make a trip around the country, 
talking to dealers in every type of 

community. 

Egbert, accompanied by some of 
the top executives of S-P, will 


Dealers Assn. convention and, 


sometime around March 1, ex- 
around 


again 
by top level S-P executives. 

Asked about the Wall Street 
rumor that has S-P going out of 
business within a year, both Egbert 
and Clarence Francis, chairman of 
the board, stated emphatically that 
there was no basis for the rumor. 

Further, it was stated: “There is 
no intention of going out of the 
automobile business now or in the 
future.” 

Egbert did state that, in his opin- 
ion, duals are not the ideal way in 
which an automobile franchise can 
work, although he did feel that 
there were situations where they 
were good and necessary. However, 
in the larger cities and some other 
“situations” he did feel the com- 
pany would work toward S-P-only 
deals. : 


Studebaker dealers now total 
2,200, compared with 2,614 a year 
ago, said Marketing Vice-Presi- 
dent L. E. Minkel. Of the 2,200, 
Minkel said, 600 are dualled with 


Francis also stated that it was 
his opinion that S-P would show a 
profit for 1960. He said some final 
reports are not available yet. 

Although the advance tooling for 
the S-P small car has been halted, 
both Francis and Egbert agreed 
that this is one of the matters 
which will be discussed and re- 
viewed in detail during the next 
90 to 180 days, after which another 
statement on its future might be 
made. 


* * + 


Sonnabend Says He Sold 


All His Studebaker Stock 


NEW YORK.—A. M. Sonnabend, 
who is seeking to leave the board 
of Studebaker-Packard after an 
unsuccessful bid to become S-P 
president, has sold his stock in- 
terest in the company. 

Sonnabend said he and his fam- 
ily had sold “several thousand 
shares” of common stock plus 
“more than 7,000 shares” of pre- 
ferred stock, The common was 
purchased just before the selection 
of Sherwood H, Egbert as S-P 
president and was sold just after 
he was elected. The preferred was 
purchased early in 1960. 

Asked if the stock sales indicat- 
ed that Sonnabend was doubtful 
of S-P’s future, he said: “My ac- 
tion speaks for itself.” 

It was reported that Sonnabend, 
Egbert and D. Ray Hall, said to 
be the S-P’s largest stockholder, 
were nominated for president of 
the company and that Egbert was 
elected in a compromise move. Son- 
nabend then submitted his resigna- 
tion as a director but the S-P board 
has not yet acted on the resigna- 
tion. 

Sonnabend was named to the S-P 
board in 1958 largely on his reputa- 
tion for setting up mergers. 
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Banks Hazy on Future... 
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Business Enters ’61 
In Listless Mood 


(Continued from Page 2) 


is the way the Richmond FRB led 
off its summary of current busi- 
ness. 

The decline in jobs continues, 
although the reduction to date 
has been small, Employment in 
some fields is running contrary 
to the trend for the district. The 
number working in finance, in- 
surance and real estate contin- 
ues to increase. 

The bank noted that consumer 
purchasing, a big factor in de- 
termining how the economy will 
fare, has, as yet, given few clues 
on what lies ahead; 

+ * * 


Deep South 


HE Atlanta FRB has noted that 
some weakness has developed 
in the economy of Tennessee, 


The economy of the state ap- 





pears strong at the base. Those 
working to serve the needs of 
other Tennesseans have been 
busy. 

The state’s manufacturing indus- 
tries which serve markets outside 
the state have been hit by the slow- 


down in demand across the nation 


Timken Expects 


Business Pickup 


CANTON.—W. R. Timken, presi- 
dent of Timken Roller Bearing Co., 
expects business this year to pick 
up after a slow start. 

“I should expect that 1961 will 
start at the current low levels and 
then climb, gradually at first and 
perhaps rather strongly in the final 
part of the year,” he said. 


and employment is off in these 
industries. 
* a7 + 


Cleveland 

HE farmer made little head- 

way in 1960, the Cleveland FRB 
concluded after a look at the farm 
income picture for the year. 

On one hand, farmers pro- 
duced bigger crops and _ those 
crops sold at higher prices. in 
the early part of the year, The 
improvement in prices began to 
disappear as the year moved 
ahead. 

On the other hand, the cost of 
farming continued to climb. With 
income and outgo both going up, 
the farmer had little net gain to 


show for the year. 
. * * 


Chicago 
STUDY of how the consumer 
spends his money, published in 
the bulletin of the Chicago FRB, 
shows that the automobile became 
even more important in the econ- 
omy in the last decade. 

Between 1949 and 1959, the 
amount spent on auto repairs 
went up by 92 percent; auto in- 
surance, up 198 percent, and tolls, 
up 211 percent.. Spending for con- 





Business Recovery 


Believed at Hand 


TOLEDO—Business already 
may have started to recover from 
the 1960 slump, Prof. J. Philip 
Wernette of the University of 
Michigan School of Business Ad- 
ministration, believes. 

“The trend will definitely be up 
in 1961,” Wernette said in a tele- 
vision interview. While most ex- 
perts do not expect the recovery 
to start for three to six months, 
the U-M professor declared “the 
upturn will set in soon, and may 
already be under way.” 

The new year will be “very 
good” for the auto industry, Wer- 
nette continued, with total sales 
running about the same ag 1960, 
the second highest volume year 
in the industry’s history. 





sumer durables, a classification 
which consists largely of cars, 
went up by 76 percent. 


During the same period, the 
amount spent for streetcar and bus 
fares fell by 11 percent and rail- 
road ticket sales dropped 33 per- 
cent. There was one big exception 
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Genuine Holley 
Ignition Equipment 


—Brand 


FIT 


with a Holley 
PEP® Carburetor 


New. 


Not a Rebuilt! 


There’s no question about the “tailor- 
ing” when you sell a Holley PEP Car- 
buretor. Each. P£P Carburetor is brand 
new and made-to-measure for the car 
and its engine, built with the same 
care and precision as the original 
equipment carburetor it replaces. Yet 
you sell these brand new Holley PEP 
Carburetors at prices competitive with 
rebuilts ... and models are available for 
Ford-built cars and the most popular 
American Motors cars. See your Holley 
Distributor today about stocking 
Holley PeP Carburetors . . 
Kits containing genuine Holley parts 


. and PEP 


for carburetor minor overhauls. 
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Voltage Regulators 








» 11955 E. Nine Mile Road, Warren, Michigan 
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Genuine Holley Generator 
and Starter Parts 


SEE YOUR HOLLEY DISTRIBUTOR—CHECK THE YELLOW PAGES 


to the swing to autos: Sales of 
airline tickets went up by 393 per- 
cent, 

aa * + 


Upper Midwest 


aaa of the Upper Midwest 
fared quite well this year, the 
Minneapolis FRB reported, Since 
farming is a key industry in the 
district, many district businesses 
have prospered from the farm up- 
swing. 

Nonfarm jobs have increased 
in the district but the rate of 
increase has not been swift 
enough to provide jobs for those 
entering the labor market for the 
first time. The result: Unemploy- 
ment is increasing. 

Construction work is lagging in 
the district. Home building is par- 
ticularly hard hit and the advent 
of winter weather will slow the 
construction industry further. 

+ * +* 


St. Louis 


Ss St. Louis FRB noted that 
industry is fairly well diversi- 
fied in its district and the current 
slowdown in business has caused 
only moderate trouble in the dis- 
trict. 
| Retail sales have held up well 
and the total for 1960 ran about 
5 percent ahead. of the year- 
earlier total. 

Steel production in the area 
around the city of St. Louis tra- 
ditionally runs higher than the 
national figures. Last year was no 
exception. While output dropped 
sharply for the nation as a whole, 
the mills of the St, Louis area pro- 
duced at better than 80 percent of 
capacity. 

a * 
Great Plains 


ees Kansas City FRB took a 
look at wheat, the largest farm 
crop of the Great Plains, and found 
that the wheat farmer faces some 
real problems, 

The biggest problem is that the 
nation closed out the most recent 
growing season with a two-year 
supply on hand, In addition, un- 
der the present price support 
program, the bank sees little 
chance that many farmers will 
switch to other crops. 

The outlook: If present price 
support programs are: not changed 
drastically, tighter restrictions on 
the acreage planted in wheat ap- 
pear to be the only hope of match- 
ing supply with demand because 


there is little hope for a dramatic © 


increase in the demand for wheat. 
* * * 


Southwest 
Ts farm picture in the South- 
west is not bad, the Dallas FRB 
reported. Harvesting of 1960 crops 
has been completed and moisture 
conditions are excellent in the 
wheat areas. 

The bank said that consumers 
in the Southwest have turned in 
@ more than seasonal increase 
in their buying. 

While construction in many 
areas was running behind the year- 
ago pace, that activity was running 
23 percent above the year-earlier 


rate in the Southwest. 
+ * * 


Far West 


TS employment picture contin- 
ues weak in the Far: West, the 
San Francisco FRB reported. 

Looking closely at the three 

states on the Pacific Coast, the 
bank said that employment has 
increased in California while it 
dropped in Washington and 
changed little in Oregon, 

Two of the states’ key industries 
are adding little to the job total. 
Employment in the lumbering in- 
dustry is 3.6 percent below the 
year-earlier figure and the number 


holding jobs .in. the aircraft in-- 


dustry is 13 percent under the 
year-ago total, 





Calif. to Begin Tests 
Of Smog-Curb Devices 


SACRAMENTO, Calif.—Tes 
of auto smog-control devices 
begin in January, Gov. 

G. Brown has announced. 
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Dealers Far from Pessimistic . . . 


No Blues Heard in Midlands 


(Continued from Page 3) 


ance from welfare agencies in 
December as compared with a 
year ago. 

The health and welfare council 
of Metropolitan St, Louis reports 
a one-third increase in requests for 
aid and the St. Louis county food 
depot, where federal food rations 
are dispensed, reports a 13.1 per- 
cent increase in requests for food. 

The Missouri division of employ- 
ment security estimates that more 
than 6 percent of the labor force 
is out of work and that the number 
will rise to 60,000 in the weeks 
ahead if the recession gets worse. 

Persons out of work, according 
to this state agency which tabu- 
lates the details, are unskilled, 
semi-skilled with families, al- 
though one agency reported to 
Automotive News that some auto 
mechanics were out. of work and 
that one had journeyed to Califor- 
nia and back without success. 

This does not bear out reports 
from auto dealers collected by this 
writer on this trip or recent trips 
to Oklahoma, Arkansas and Texas, 
where auto mechanics were report- 
ed in demand. 

However, a careful check of 
the area on which this report is 
based does show that service vol- 
ume is down considerably. 

The most significant storm signal 
in this area is the exceptionally 
large increase in the number of 
bankruptcies. 

The Bankruptcy Court here re- 
ported 104 in December as com- 
pared with 55 in December, 1959. 
Last year’s bankruptcy petitions 
filed totalled only 838 as compared 
with 1,270 this December. | 

Almost 90 percent of the bank- 
ruptcy petitions filed are from in- 
dividuals who work for salaries. 
The bankruptcy situation figures 
as an 89 percent increase. Only the 
comparatively small number re- 
quired to produce such an increase 
keeps this situation from becoming 
most damaging to the retail auto- 
mobile business. 

Another factor in the retail 
automobile business which may 
have some of the factories wor- 
ried a little is the increasing 
percent of the gross profit dissi- 
pation. Most factories keep a 
check on the amount of price 
cuts given by various dealers 
from the regular list price or 
markup. 

This they call dissipation of prof- 
its. A few years ago the mum 
dissipation average was about 6 
percent. Dealers who made good 


Dodge Honors 
41-Year Dealer 


MEMPHIS.—John B, Naughton, 
Dodge general sales manager, pre- 
sented the first member certificate 
in the Dodge 50,000-Car Club to 
Charles Hutton, who operates nine 
dealerships. 

Hutton, a 41-year Dodge veteran, 
was honored at a testimonial 
luncheon in connection with the 
opening of his ninth outlet, Chuck 
Hutton East, 2870 Poplar, Mem- 
phis. 

In addition to another dealership 
in Memphis, Hutton and his son 
Tom have two outlets in Charlotte, 
N. C., and one each in Columbus, 
Ga.; Montgomery, Ala.; Dallas; 
_ Falls, S, D., and Sioux City, 





Six at a Time— 


profits offset dealers who gave a lot 
of their markup away. 

Last year dissipation in this area 
was up to about 10 percent, al- 
though some lines had smaller 
amounts and some of the higher 
price lines had larger amounts. 
Some men in the field now think 
that the average dissipation is 
going to hit 14 percent in the next 
six months. 

From another angle this becomes 
a barometer on the difficulty deal- 
ers are having in completing deals, 
meaning that they are having to 
give more to get the sale than they 
have been giving in the past. 

Dealers on the whole are re- 
markably optimistic. Many blame 
a slight dip in sales on weather 
and taxes. In high banking cir- 


3 Dealer Groups 
Urged to Unite 


SCHENECTADY, N. Y.—James J. 
Clarkeson jr., president of Van 
Curler Motors, has proposed the 
union of the Schenectady, Albany 
and Troy auto dealer groups into 
one organization—the Capital Dis- 
trict Assn. 

Clarkeson, who also is president 
of the New York State Automobile 
Dealers Assn., made the suggestion 
“so that we dealers of the area can 
combine our efforts, resources, 
finances and talents... and to pre- 
sent a united front.” 

He told dealers from the three 
cities “we’re all part of a metro- 
politan marketing area and we 
share the other’s problems. The ex- 
change of ideas can only result in 
mutual profit.” 


cles at this time of year, bank- 
ers make predictions on the fu- 
ture of the economy. In this area, 
these predictions are generally 

on the rosy side for all indus- 
tries but it should be remember- 
ed that the banks report their 
money is now easier and that 

they have more to loan. 

Most business and economic ex- 
perts, however, go along with the 
same view, predicting much better 
conditions at the end of the first 
six months. 

All of these predictions could 
come true, but it still remains a 
rather easily discerned fact, that 
for the remaining winter months 
the situation will get worse before 
it gets better. 

If more life can be pumped into 
a sagging home building industry 
and the heavy construction indus- 
try rejuvenated above its usual 
good weather seasonal rise, then 
conditions should be such that auto 
dealers can develop good volume in 
all makes. Many expect this; others 
hope for it. 

No immediate easy solution is 
seen for the used-car problem, 
Down in southwest Missouri where 
a finance company recently re- 
possessed almost 400 new and used 
cars from a used-car dealer, the 
used-car situation may be bad for 
a long time and its sag may pull 
down new-car sales to some extent. 

One factor in the used-car pic- 
ture is that in times like these, a 
buyer can buy a new car easier 
than a used car because the down- 
payment is less and the terms are 
longer and the monthly payment is 
smaller and his car is new and re- 
quires less service expense. 


Here’s Alphabetical List 
Of 1960 Auto Deaths 


DETROIT.—Death claimed many 
automotive officials in 1960. Among 
them were the following: 

James S. ALLEN, former president 
and general manager of Walker 
Mfg. Co., Racine, Wis., died Dec. 17. 

Erwin G. (CANNONBALL) BAKER, 
78, pioneer motorcycle and auto 
racer, died May 10. He had been a 
commissioner of NASCAR since the 
organization was formed in 1947. 

Robert C. Beiser, 68, automobile 
writer for the Cincinnati Enquirer 
for 50 years, died Dec. 6. 

Georcs M. Berry, 79, a pioneer in 
the employe relations field for the 
National Automobile Dealers Assn., 
died Jan. 22 in Washington. 

Currorp M. BisHop, a retired 
Brooklyn Dodge-Plymouth dealer 
and former chairman of the Dodge 
Dealers Advisory Council, died 
March 21. 

George W. Bore, 71, inventor of an 
auto clutch bearing his name, died 
Feb. 22. He was a former chairman 
of Borg-Warner Corp. and was 
chairman of Borg-Amphenol Corp. 
at the time of his death. 

Epwarp C. Butt, 87, former presi- 
dent of the old Pierce-Arrow Sales 
Co. and a director of the national 
Pierce-Arrow Sales Co., died Jan. 
30 in Buffalo. 

Wiuarp G. (Cy) Burt, 54, credit 
manager of Willys-Overland Export 
Corp., died Nov. 16 in Zug, Switzer- 
land. 

Harry C. Butkiewicz, a Ford deal- 
er in Falls Church, Va., and a vice- 
president of Universal CIT Credit 


Confab Corp., Detroit, has designed a trailer that can haul six cars and still be 
under 13 feet high. The new trailer has one set of jumper skids and one set of hydrav- 
lics instead of the usual two or three, according to M. Presnell, Confab president. 
It is claimed that all aluminum skids and stands are adjustable and easy to handle. 
The trailer is 37 feet 6 inches long. Combined with a tractor with a 132-inch wheel- 
base, the overall length is 50 feet. The trailer's estimated weight is 9,200 pounds. 





Corp. in Detroit before World War 
Il, died Dec. 17. 

Charles H. Carroll, 71, retired 

Ford Motor director 
and later sales manager for De- 
troit Gasket & Mfg. Co., died July 

10. 

Tuomas J. Coox, 72, retired presi- 
dent of McKinnon Industries, Ltd., 
a Canadian subsidiary of General 
Motors, died June 18. 

Wituam L, Couragg, 58, executive 
assistant to American Motors’ dis- 
tribution and marketing vice-presi- 
dent, died Sept. 6. 

James M. Crawrorp, 74, retired 
General Motors engineering vice- 
president and a former president of 
the Society of Automotive Engi- 
neers, died Sept. 23 in La Jolla, 
Calif. 

FREDERICK WARNER DaktT, 88, auto- 
motive sales pioneer and organizer 
of the Hartford and Connecticut 
auto dealer associations, died Nov. 
16. 

Frank Dawson, 66, veteran auto 
dealer and NADA director for Ari- 
zona, died Nov. 24. 

James K. Dobbs sr., 66, a Mem- 
phis Ford dealer for 39 years and 
the founder of the Hull-Dobbs 
dealership chain, died Sept. 4 in 
Dallas. 

Tuomas J. Doytiz, Detroit’s first 
Dodge dealer, died Sept. 29. In 1914, 
he took delivery of the first Dodge 
touring car to reach any dealer. 

Max ErpwureM, 60, automotive ad- 
vertising manager for the New York 
Times, died April 9. 

James R. Ewrna, sales vice-presi- 
dent for Gabriel Co., Cleveland, died 
Feb. 23. 

Harry Fercuson, 76, tractor pio- 
neer and associate of the late Henry 
Ford, died Oct. 25 in Abbotswood, 
England. He developed a line of 
tractors and farm implements that 
were sold throughout the world. 

JossepH W. Frie.ey, 73, founder 
and president of Cleveland Cap 
Screw Co., died June 6. 

Dennis C. GASKIN, 62, executive 
vice-president and general manager 
of Mack Trucks of Canada, Ltd., 
died Sept. 10. He was a former 

president of Studebaker-Packard of 
Canada, Ltd. 

Clifton G. Grimes, 57, research 
vice-president for Electric Storage 
Battery Co., Philadelphia, died 
July 9. 

Tarr M. Hawkins, advertising and 

(Continued on Page 40, Col, 1) 
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Laher's "Town and Club' Model— 


This “Town and Club” Model 440-A is one of 30 electric cars manufactured by 
Laher Spring & Electric Car Corp., Oakland, Calif. The top of this two-passenger 


car is easily removable to make a sports car, the firm says. 
7~ 


* 


Electric-Car Builder 
Sees Doubled Sales in ’61 


By Steve Still 
Staff Correspondent 
OAKLAND, Calif—Laher Spring 
& Electric Car Corp., which en- 
tered the electric-car field six years 
ago, is stepping up its sales pro- 
gram for 1961, 
The company, which now man- 


million plant in New Albany, 
Miss. 


H. A. Johnson, sales vice-presi- 
dent, said the company is confident 
of 3,000 sales in 1961, a 100 percent 
increase over 1960. Sales even may 
hit 5,000, he added, 

Laher was founded here in 1908 
and now maintains plants in Mem- 
phis, Seattle, Portland, Salt Lake 
City and Los Angeles, Its products 
include trailer, truck and replace- 
ment springs, auto and truck brake 
lining and brake blocks, and Laher, 
Mustang and Exeter batteries for 
autos and trucks. 

The electric cars will be pro- 
duced only in Oakland and New 
Albany, with the latter plant sup- 
plying most of the additional pro- 
duction planned for this year. Both 
plants also will produce the other 
Laher products. 

While Johnson doesn’t envision 
the electric cars as a threat to 
Detroit models, he does believe 


‘there is a wide field for them 


and that they will become in- 
creasingly popular. 

When Laher went into produc- 
tion six years ago, it had only one 
model. Now it manufactures 30, in- 
cluding the two-passenger Town 
and Club car. Principal markets 
have been in suburban areas and 
the cars have proved most popular 
with retired people. 

Johnson said they are ideal for 
short trips to school or stores. 
They appeal to older persons be- 
cause of the economy, he added. 

The main hurdle to acceptance 
of the electrics is range and speed. 
Johnson said Laher has developed 
a@ compact motor generator that 
keeps batteries charged longer, 
thus providing more mileage and 
higher speeds. 

In addition to the Town and 
Club, Laher manufactures per- 
sonnel carriers, delivery trucks, 
golf carts, service cars, several 

* * os 





Motor Generator— 


A compact motor generator keeps bat- 


teries of the Laher electric car charged 


longer, whith the builder says provides 


more mileage and higher speeds. 


models of trucks, lifts and an 
ambulance. 


The models are sold to indus- 
tries, government agencies, recrea- 
tion centers, mine and law en- 
forcement operators and others. 

Sales are handled through deal- 
ers, distributors and catalogs, 
Johnson said, and delivery is prom- 
ised within two to four weeks. 


He sees the Laher products as 
a good sideline for auto dealers, 
particularly those in a small town 
or with country-club connections. 

The Town and Club sells for be- 
tween $1,200 and $1,500 and the de- 
livery truck for less than $1,500. 

The firm’s headquarters are in 
Oakland, but Eastern offices will 
be ene in the New Albany 
plant. 


New Background 
Set for Chicago’s 
o3rd Auto Show 


CHICAGO. —A single show-case 
of more than 300,000 square feet 
has necessitated a different concept 
in background design for the 53rd 
annual Chicago Automobile Show, 
Feb. 18-26. This will be the first 
public event of 1961 at McCormick 
Place, Chicago’s new $35 million 
lakefront exposition center. 

This will be the first time in a 
history of the Chicago show going 
back to 1901 that all of the more 
than 400 passenger cars and com- 
mercial vehicles literally will be 
arrayed side-by-side in the same 
enclosed exposition area, In recent 
years, displays were presented in 
separate but inter-connecting 
buildings and before that, shows 
required two different floors. 

Don C. Mullery, chairman of the 
executive show committee of the 
sponsoring Chicago Automobile 
Trade Assn., announced plans for 
decor created by the George P. 
Johnson Co., Detroit, which also 
had that assignment on the National 
Automobile Show in October and 
has decorated past Chicago shows. 
He said: 

“The show committee has ap- 
proved a decor in the form of 
multi-colored vertical panels along 
1,500 feet of interior walls, They 
will proceed from a point 16 feet 
above floor level to the eave line, 
approximately 47 feet high. Several 
contrasting pastel shadeg will be 
used—coral, green, blue and so on, 
As technical experts explain, this 
use of muted, multi-colored vertical 
panels will visually tie the 300,000- 
square foot room together.” 

A special Chicago Automobile 
Show sculptural insignia also has 
been created for use on the build- 
ing columns, It is a multi-metallic 
colored ellipse, five by eight feet, 
that acts as a structura) element 
for six polished aluminum spear- 
like blades, 
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°60 Was Second Best, AMA Says... 





Industry Reviews Banner Year 


when factory sales reached the 
alltime high of 7,950,377. 

Total factory sales, including 
1,210,000 trucks, reached 7,950,000 
for the year, placing the year be- 
hind 1955, with 9,204,000, and 1950, 
with 8,006,000. Factory sales were 
up approximately 19 percent over 
1959. 

Total motor vehicle registrations 
in the nation climbed to a record 
74 million, with passenger cars up 
2 million to a total of approximately 
61.6 million, the AMA said. Some 
39.5 million U. S, families—three out 
of four—now own automobiles; 
some 7 million own two or more, 
it said. 

The number of drivers increased 
to a new high of 85 million—a rise 
of 23 million in a decade. Two out 

* * * 
TAXES TAKE 26 CENTS OF EVERY AUTOMOBILE DOLLAR 


DETROIT.—The year 1960 went 
into the record as one of the biggest 
for highway transportation in the 
United States, comparing closely 
with the outstanding postwar year 
of a decade ago—1950, 

A year-end review by the Auto- 
mobile Manufacturers Assn. said 
passenger-car factory sales by 
domestic plants totalled 6,740,000 
for the year—second only to 1955 























°60 Attainments 
Hailed by GM’s 
Steering Gear 


SAGINAW, Mich.—Last year was 
one of “solid achievement” for Sag- 
inaw Steering Gear Division, ac- 
cording to W. H. Doerfner, general 
manager. 

Included in the 
years accom- 
plishments _ listed 
by Doerfner were 
completion of a 
236,000 square- 
foot addition to 
Plant 4, a multi- 
million- dollar 





The Tax Take— 





renovation and 
re-powering of An average of 26 cents out of every 
Plant 1 and) automobile retail dollar goes for taxes, 


W. H. Doerfner doubling of the 
capacity of the powerhouse serv- 
ing Plants 3 and 4. 

The division’s 1960 sales total was 
the highest in its history, exceeding 
1959 sales by a considerable mar- 
gin, Doerfner said. Shipments of 
products to customers, a total of 
more than 210,000 net tons, also 
topped all previous figures. 


according to the Automobile Manufacturers 
Assn. The total tax content of a $2,500 
car delivered in 1959 to a Michigan resi- 
dent was $662, the AMA said. 


50-Year Mark 


Smith Still Active Dealer 


On the product engineering 


front, Steering Gear introduced 


several new designs for 1961 GM 
cars, These included permanently- 
linkages for 
Oldsmobile and Buick; permanent- 


lubricated steering 
ly-lubricated front-end suspension 
components for Oldsmobile and 
Cadillac, and a new front-end sus- 
pension for Buick. 

New SSG designs in the propel- 
ler shaft field in ’60 included con- 
stant-velocity type drive lines for 
both the Oldsmobile F-85 and 
Buick Special. In addition, the firm 
designed and produced a new 
rotary valve power steering system 
for GMC and Chevrolet trucks. 

In September, Steering Gear cele- 
brated completion of 50 years as a 
part of General Motors, making it 
the oldest accessory division in the 


After Half Century 


PORTLAND, Ore.—Alvah Brew- 
ster Smith of A. B. Smith Auto Co. 
(Chevrolet), can now boast of more 
than 50 years in the industry. He'll 
be 79 in April and is still most ac- 
tive in the business. 

Not only is he one of the quality 
dealers in the area, but he is also 
a great booster for the future of 
Oregon. 

Smith is ably assisted by Doug 
Moore, the firm’s junior partner 
and Smith’s nephew who carries a 
lot of responsibility for the firm’s 
recent $30,000 addition and improve- 
ments. 

“How to meet the ever-present 
competition? Smith said, “Service 
and then more service.” He has used 
this formula from the time he sold 








corporation. Maxwell and Apperson. 


ADVERTISEMENT 


VOLVO CANADIAN APPOINTMENT 


cas 





D. W. PAT SAMUEL LAURIE E. CURRAN 


Mr. Derek M. Gunderson, Executive Vice-President of Auto Imports 
(Swedish) Ltd. announces the appointment of D. W. Pat Samuel as Cana- 
dian General Manager and Laurie E, Curran as Eastern Regional 
Manager. 


Mr. Samuel, long associated with all phases of the automotive field, 
will direct the company’s operations from the Vancouver head office 
at 1130 West Georgia Street. Mr. Curran will manage eastern regional 
operations from offices in Toronto. Both appointments, made within the 
company, are effective immediately. They coincide with an overall 
expansion of Auto Imports (Swedish) Ltd., distributors of the Volvo 
automotive line in Canada, resulting from a steady growth of business 
since introduction in 1957. The company has branch offices in Montreal 
and Calgary as well as Toronto and the Vancouver head office. 


AROSE ORO AE IRENA EEL CLRTEOEDIL ED A SELLE EL ETE A COLORED MELEE ALE LE ELLIE 





of every three adults in the United 
States are now licensed to drive. 
In October the new model year 
was introduced by a National Auto- 
mobile Show in Detroit, which 


proved to be the biggest auto show 


of all time. Nearly a million and 
a half persons attended, 

The show saw the introduction 
of four new compact models, 
bringing to 10 the total number of 
U. S. compacts. 

Reflecting the effect of these 
smaller vehicles in the domestic 
market, passenger-car imports into 
the U. S. during the first 10 months 
of 1960 were down 26.6 percent from 
1959. Imports dropped 55 percent 
below 1959 in the third quarter. 
U. S. exports of motor vehicles 
showed a slight gain over 1959. 

Increased motor vehicle use in the 
nation is evident in the 720 billion 
miles driven by U. S. motorists dur- 
ing 1960, up 65 percent in 10 years. 

Americans now drive their cars 
an average of nearly 10,000 miles 
a year. They used 56 billion gallons 
of gasoline in 1960—more than dou- 
ble the highest prewar total. 

Special user taxes paid by motor 
vehicle owners amounted to $9.6 
billion. Trucks alone paid $2.8 bil- 
lion, or 34 percent of the total. 

An estimated $11 billion was 
spent on roads and streets during 
1960. Highway revenues reached 
a record high of approximately 
$11.4 billion, including bond issue 
proceeds. 

Work on the 41,000 mile inter- 
state highway system made sig- 
nificant progress during the year. 
A total of 3,693 miles that meet 
1975 standards have been completed. 
Another 3,140 miles are adequate 
for present traffic. Including toll 
roads incorporated into the system, 
there are now 9,107 miles open to 
traffic. When completed, the inter- 
state system is expected to carry 
23 percent of all U. S. traffic. 

The manufacture, sale, service 
and commercial use of cars, trucks 
and buses now involve more than 
800,000 business enterprises employ- 
ing 10 million people, and indirectly 
affect the employment of other mil- 
lions. 

For example, the automotive in- 
dustry purchases 20 percent of all 
U. S. steel, 46 percent of the lead, 
and 62 percent of the synthetic 
rubber manufactured, the AMA 
said. In addition, more than 1,- 
700,000 persons own stock in auto- 
mobile and equipment manufac- 
turing firms. 

A revised schedule for the U. S. 
Bureau of Public Roads forecasts 
vehicle registrations of more than 
100 million in 1971, and 114 million 
by 1976. 


Bendix Sales Up 
To $792 Million; 


Net Decreases 


DETROIT.—Net sales, royalties 
and other operating income of The 
Bendix Corp. for the 1960 fiscal 
year were $792,266,614, Malcolm P. 
Ferguson, president, reports. 

“The sales volume of $787,025,279 
(excluding royalties and other op- 
erating income) attained during 
the fiscal year ended Sept. 30, 1960, 
made it the best peacetime sales 
year in the history of Bendix,” Fer- 
guson told stockholders. “This 
lifted the volume 15 percent over 
1959’s sales total of $683,800,000. 

“Fully aware of the major trends 
influencing the performance of the 
Corporation, particularly the profit 
squeeze broadly affecting American 
industry, we had set a sales in- 
crease goal which I am happy to 
say was substantially exceeded 
through the drive of our people,” 
Ferguson added, 

Net income of Bendix for the 
fiscal year amounted to $26,188,471, 
compared with $27,404,274 in 1959. 

Sales of Bendix automotive prod- 
ucts in 1960 amounted to $121 mil- 
lion, compared with $114,300,000 in 
1959, Ferguson said. Commercial 
sales in this category in 1960, which 
totaled $119,098,000, were affected, 
he pointed out, by the impact of 
the steel strike and unusual sched- 
uling problems associated with the 
new compact cars. 
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TWO-THIRDS OF WORLD’S PASSENGER CARS ARE IN UNITED STATES 


AREA pEOPLE qRUCKS CARS 





Nation on Wheels— 
The American people, representing less than 7 percent of the world’s population, 
own nearly 66 percent of the world’s automobiles and more than 43 percent of the 


world's trucks, says the Automobile Manufacturers Assn. prey 


FACTORY SALES OF MOTOR VEHICLES FROM U.S. PLANTS 





1960 Was Second Best— 

United States factory sales of passenger cars in 1960 totalled 6,740,000, according 
to the Automobile Manufacturers Assn. This, said the AMA, was second only to 1955, 
when factory sales set a record of 7,950,377. 


Dealers Join Crusaders 

















For Improved 


By L, H, Houck 
Travelling Correspondent 

OKLAHOMA CITY.—This is the 
time of year when auto dealers are 
making plans for spring business, 
and it’s also the time when there’s 
more time for making plans be- 
cause weather, taxes, Christmas 
and New Year holidays are usually 
effective business dampers. 

As a result of one of our best- 
kept secrets—the recession—all 
kinds of businesses and indus- 
tries are making surveys, prob- 
ing into possibilities and getting 
ready to throw some new things 
in the well to test for splash. 

In Oklahoma City, the Chamber 
of Commerce has come up with one 
of the oldest but most effective 
methods of producing prosperity 
and good business—active partici- 
pation in Chamber work to boost 
everybody and everybody’s busi- 
ness in the area. The Chamber has 
produced some facts and figures 
that are important to everyone. 

For instance, its survey shows 
that every 10 jobs in a basic indus- 
try mean four to 10 other jobs, or 
an average of about seven distrib- 
uted to almost every other trade or 
industrial classification in the area. 

Four-hundred C of C workers 
held a breakfast to kick off a cam- 
paign for 600 new C of C members, 
because manpower is the short in- 
gredient to a successful program. 
The point of this report is to show 
that it pays the auto dealer to beat 
the drums as loud as anybody, or 
even louder, even though it seems 
he’s drumming up business for the 
supermarket. 

Comprehensive figures on the re- 
sults that may be obtained by get- 
ting in new businesses and indus- 
tries have been developed by uni- 
versities and chambers all over 
the country, 

Paul Strasbaugh, manager of 
the industrial division of the 
Oklahoma City chamber, recently 
reported that Oklahoma City has 
a basic payroll of 83,000 persons, 
an increase of 121 percent over 
1946. 

He pointed out that publicity had 
been directed more to the new in- 
dustries and plants, and so he re- 
ported on the long-range effects of 
business. Wilson & Co., it was re- 
ported, came here 50 years ago, di- 
rectly as a result of Chamber ac- 
tion, and now employs about 1,800 
persons. 

The importance of the auto deal- 


Business 


er’s work in such activities is more 
graphic when you study these fig- 
ures from the United States Cham- 
ber of Commerce: 

One hundred new industrial jobs 
mean 296 more people, 112 more 
households, 51 more children, $590,- 
000 more income a year, $270,000 in 
bank deposits, four new retail 
stores doing $360,000 in retail busi- 
ness a year, 107 more passenger 
cars to sell, register and maintain. 
Surprising figure—107 more cars— 
for 100 new jobs. 

A duPont study shows that 100 
persons are employed elsewhere 
for every 100 it hires to run a 

(Continued on Page 39, Col, 1) 


S. C. Legislators 
Ponder Tighter 


Financing Laws 


COLUMBIA, S. C.—Some 20 
members of the South Carolina 
General Assembly, which convenes 
Jan. 10 for its 1961 session, are 
said to believe the credit practices 
of automobile dealers, mobile home 
firms, department stores and lend- 
ing agencies, will be a prime target 
for legislation action this year. 

The solons (answering an As- 
sociated Press query) expressed the 
opinion there was a need for 
changes in state laws regulating 
consumer financing. 

Throughout the summer and fall, 
a committee headed by State Sena- 
tor J. P. Mozingo III, Darlington, 
has investigated credit practices in 
hearings throughout the Palmetto 
State. 

That the committee already is 
accomplishing substantial 
was indicated when a Charleston 
investment firm was ordered by the 
courts to cease its operations im 
the wake of committee disclosures. 

A spokesman said the Mozingo 
committee also learned that South 
Carolina is one of the few states 
that permits loan companies to Te 
quire borrowers to take out health 


and accident insurance, as well a 


life insurance, on loans. 

Commented Representative 
derson Guerry of Berkley Coun 
“We should eliminate the neceé 
for the flagrant method of if 
ance-selling for commissions by 
lenders.” 





results 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 
Week 


Ended Total Total 

dan, 7, Week, Dec. 31, Output, Output, 

1961 1960* 1960* December* 1959** 

AMERICAN MOTORS 

Rambler oo... 4,350 10,539 6,573 42,532 401,446 485,745 
OHECKER MOTORS 2. wc. cee 16 479 5,765 6,980 
CHRYSLER CORP. .... 2,000 26,642 2,065 53,849 737,799 1,019,295 
Chrysler Division ...... 1,600 38,223 1,582 9,081 90,374 104,249 
Chrysler 2,486 1,582 7,796 69,411 87,420 
Imperial eae 1,285 20,963 16,829 
Dodge Division 8,791 379 15,904 192,798 411,666 
a soltads 400 = 8,791 375 13,709 192,798 362,808 
etebdaitiestin Gooshurves) oobhdosy oat 4u- Racial 4 2,195 au. 48,858 
P-D-V 1 Division salle Nee 14,628 104 28,864 454,627 503,380 
nd in ER ES i er eee 41,423 19,411 
Bc ditassoscuiierha>esrrinecval 9,525 24 17,011 393,213 252,453 
WR aici. Acton 3,877 80 11,853 19,991 231,516 
FORD MOTOR** .......... 17,415 48,884 29,396 147,687 1,745,409 1,890,234 
Ford Division J 117,770 1,528,592 1,509,733 
i ee 35,762 100,757 505,428 
Ford (Std) . 73,627 1,352,112 917,087 
Thunderbird ... 8,381 5,723 87,218 
L-M Division 29,917 187,140 380,501 
IR ooh iei cco 418 198,031 
RII i i iceses concesitcons 4,279 30,375 20,683 
Mercury  o.......c..e.:.. 12,921 156,765 161,787 


GENERAL MOTORS .. 











273,003 2,555,247 3,193,151 








Buick Division 31,690 232,579 307,804 
Buick (Std.) 8,946 232,579 271,071 
| ESSE ES SETAE acnins 36,733 
GRINS eisiitgerins tne 14,130 138,527 158,941 
Chevrolet Division .... 27,000 42,849 27,255 149,451 1,428,980 1,873,588 
CORV Ale oni. cscesn...000:.. 4,600 7,269 4,952 24472 719,418 259,247 
Chevrolet (Std.) ...: 22,400 35,580 22,303 124,979 1,349,562 1,614,341 
Oldsmobile Division .. 6,780 9,449 5,849 29,425 366,305 402,612 
SPMD. hs pecs crtisvnsdinvessnies ee 1428 10,069 ........... 39,931 
Oldsmobile (Std.) .. 1,700 9,449 4,421 26,356 362,681 

Pontiac Division. ........ 7,900 9,902 6,832 41,307 388,856 
Pontiac (Std.) ........ 5,100 9,902 4,921 28,407 388,856 418,154 
Tempest. .................... WO ascrdicivs 1,911 12,900 .... 32,052 

S-P CORP. 

Studebaker .................. 1,020 3,289 965 5,168 158,823 105,902 
74,355 163,249 86,573 522,718 5,599,489 6,701,307 


Total Cars, U. S.**.... 
‘Revised. 
**Totals for 1959 include Edsel production. 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 








Week Week 
Ended Same Ended Total Total Total 
Jan.7, Week, Dec. 31, Output, Output, Output, 
1961 1960* 1960* December* 1959** 1960* 
9,220 5,509 23,962 326,102 394,044 
17 25 96 5,359 2,471 
98 114 341 3,539 3,572 
1,681 342 4,412 71,680 170,305 
8,628 6,249 33,152 331,348 339,239 
2,144 1,114 5,460 75,411 100,521 
2,789 1,777 71,177 +=148,199 119,696 
321 Silas 676 17,027 14,529 
ee aloes 316 10,779 12,314 
398 262 1275 20,018 16,921 
TED |, inrsncscese 5,768 114,881 121,856 
719 68 325 4,399 5,221 
Total Trucks, U. S. .... 17,143 27,689 15,460 83,560 1,123,742 1,200,689 
ee” Cars, Trucks, 
WAG Wi inimcsethccm tates 91,498 190,938 102,033 606,278 6,723,231 7,901,996 
Total Gs Trucks, 
COMBE Cie ieia 6,810 10,027 7,336 34,056 368,372 395,322 
Grand Total, 


Cars and Trucks, 


U. S. and Canada.... 98,308 200,965 109,369 640,334 7,091,603 8,297,318 


*Revised. 





Dealers Join Crusaders 
For Improved Business 


(Continued from Page 38) 


new plant. These are complicated 

chemical plants, 

In smaller cities and for average 
plants, the ratio is more nearly 
four employes to 10, according to 
surveys in Nebraska, five to 10 
in Denton, Tex. These studies were 
made by state universities, 


Dealers get discouraged with the 
progress of their booster organiza- 
tions, as do others, but the fact re- 
mains that this is one of the best, 
time-tested methods to increase 
your own business. 

Many successful dealers have 
recognized this fact and have been 
active in all the local booster or- 
ganizations for years. It is signifi- 
cant that those who insist on their 
entire organization working toward 
this end, are almost always the 
most successful dealers in an area. 

In 35 years of interviewing suc- 
cessful people, this correspondent 
has found that invariably the most 
Successful. are the most active on 
the local scene. There are men who 
are afraid of the label of “joiner.” 
But one successful dealer told 
Automotive News that the way to 
keep the stigma off the word “join- 


er” is to do so much that the man 
is called a “worker.” 

In Oklahoma City, one of the 
most successful dealers not only 
believes in these principles but in- 
sists that his entire roster of more 
than 100 employes take part in all 
public drives, activities of all kinds, 
not as he reported to make busi- 
ness but to help furnish the man- 
power for work that must be done 
to make the community one of suc- 
cessful happy people—and to help 
it grow. 


Bryant Heads 
Ore. Independents 


PORTLAND, Ore. — New presi- 
dent of the Oregon Independent 
Automobile Dealers Assn. is Sid 
Bryant, Bryant Motor Co., Port- 
land. He succeeds Reuben Roth, 
Haugen Automotive Service. 

Also elected were Bill Daskalos, 
Daskalos Motors, vice-president; 
George Putz, Oregon Journal clas- 
sified advertising manager, secre- 
tary, and Bob Lyons, Bob and 
Monte’s Used Cars, treasurer. 


GM Rate Up Slightly . . 


Car Output Limited 


zx,|By New Cutbacks 


(Continued from Page 1) 


further adjustments to keep output 
in balance with dealer inventories. 
* * + 
A enrcans MOTORS will be 
closed all of this week and will 
resume work next Monday (Jan. 
16), with 1,420 less workers at 
Kenosha and 760 less at its Mil- 
waukee body plant. The daily out- 
put schedule also will be reduced 
from 1,949 to 1,715 units. 

The fire that closed down all 
Rambler assembly operations at 
Kenosha on Wednesday, coupled 
with the idleness of seven of 
eight Chrysler Corp. plants, sharp 
cutbacks at Ford Motor Co, and 
the New Year’s holiday, held car 
output in the U. S. last week to 
the estimated 74,355 units, 

That was a 14.1 percent decline 
from the previous week’s 86,573 as- 
semblies, and 119.6 percent below 
the week ended Jan, 9 a year ago, 
when the industry turned out 163,- 
249 cars. 

* Sa * 
On A corporate basis, General 

Motors led the industry with 

49,570 car assemblies last week, 
compared with 47,498 units rolled 
from the assembly lines a week 
earlier. 

Elsewhere, Ford Motor, with 
its standard Ford plants in Dear- 
born and Louisville and Falcon 
units at Kansas City and Lorain, 
O., down all week, declined from 
29,396 to 17,415 assemblies; Amer- 
ican Motors declined from 6,573 
to 4,350; Chrysler Corp. dipped 
from 2,064 to 2,000, and Studebak- 
er-Packard rose from 965 to 1,020. 
Checker was shut for inventory 
last week after having built 76 
cars a week earlier. 

On an individual basis, standard 
Chevrolet led the industry with an 
estimated 22,400 assemblies last 
week, compared with 22,303 units 
turned out the previous week. 
Plants at Atlanta, Flint, Los An- 
geles and Norwood, O., worked 
only three days last week, while 
the remainder of the standard 
Chevrolet units worked four days. 

Among the other gainers, stand- 
ard Pontiac went from 4,921 to 
5,100; standard Oldsmobile from 
4,421 to 5,080; Tempest from 1,911 
to 2,800; Cadillac from 2,430 to 
2,688; Mercury from 1,905 to 2,200; 
Chrysler from 1,582 to 1,600; Buick 
Special from 1,295 to 1,370; Stude- 
baker from 965 to 2,800, and Dodge 
Polara from 375 to 400 units. 

Off from the previous week were 
Falcon, from 7,719 to 3,390; Corvair, 
from 4,952 to 4,600; Rambler, from 
6,573 to 4,350; Standard Buick, 
from 3,837 to 3,832; Thunderbird, 
from 1,582 to 1,430; Lincoln, from 
745 to 650; Comet, from 1,903 to 
225; Valiant, from 80 to none; 
Checker, from 76 to none, and 
Plymouth, from a to. none, 


EANWHILE, revised factory 

figures gave the industry a 
total output of 522,718 cars in De- 
cember and brought total 1960 pro- 
duction to 6,701,307 units. 

On a model-run basis, car out- 
put for the 1961 model stood at 
2,215,674 units at the end of 1960. 
Production of 1960 models 
through 1959 totalled 1,535,327 
units. 

Standard Chevrolet led all makes 
with 1,614,341 assemblies good for 
24.09 percent of total industry out- 
put in 1960. 

Among the other makes, stand- 
ard Ford took 13.69 percent on 
917,087 units; Falcon, 7.54 percent 
with 505,428; Rambler, 7.25 percent 
with 485,745; standard Pontiac, 6.24 
percent with 418,154; standard 
Oldsmobile, 5.41 percent with 362,- 
681, and Dodge Dart, 5.01 percent 
on 335,451. 

ok + + 

THE commercial-car front, 
output last week stood at 17,143 
units, compared with 15,460 trucks 
turned out a week earlier, and 
27,689 commercial vehicles produc- 
ed during the week ended Jan. 9 
a@ year ago. 

The truck makers turned out 
83,560 units in December to 
bring total commercial-car out- 





put for 1960 to 1,200,689 units. A 


Chevrolet was the top truck pro- 
ducer in 1960, replacing Ford, 
which won the honor a year earlier. 
Chevrolet turned out 394,044 trucks 
last year, ee a 326,102 in 

* 


1960 Cur Output 
(Revised Totals) 








Pet. of 
Total Total 
Output Make Output 
1—1,614,341 Chev. (Std.) 24.09 
2— 917,087 Ford (Std.) 13.69 
38— 505,428 Falcon 7.54 
4— 485,745 Rambler 1.25 
5 Pontiac (Std.) 6.24 
6— 362,681 Olds. (Std.) 5.41 
I— 335,451 Dart 5.01 
8— 271,071 Buick (Std.) 4.04 
9— 259,247 Corvair 3.87 
10— 252,453 3.77 
li— 231,516 Valiant 3.45 
12— 198,031 Comet 2.96 
13— 161,787 Mercury 2A1 
14— 158,941 2.37 
15— 99,732 Lark 1.49 
16— 87,420 Chrysler 1.30 
17— 87,218 Thunderbird 1.30 
18— 48,858 Lancer 0.73 
19— 39,931 F-85 0.60 
20— 36,733 0.55 
21— 32,052 Tempest 0.48 
22— 27,357 Polara 0.41 
23— 20,683 Lincoln 0.31 
24— 19,411 DeSoto 0.29 
25— 16,829 Imperial 0.25 
26— 6,980 Checker 0.10 
27— 6170 Hawk 0.09 
6,701,307 100.00 
(CORPORATE STANDINGS) 
1—3,193,151 GM 47.65 
2—1,890,234 Ford 28.21 
8—1,019,295 Chrysler 15.21 
4— 485,745 AMC 1.25 
5— 105,902 S-P 1.58 
6— 6,980 Checker 0.10 
6,701,307 100.00 





1959; while Ford produced 339,239 
units in 1960, compared with 331,- 
348 assemblies a year earlier. 
Canadian manufacturers turned 
out an estimated 6,810 cars and 
trucks last week, compared with 
7,335 vehicles produced a week ear- 
lier. During the week ended Jan, 9 
a year ago, the makers turned out 
10,027 cars and trucks, 
+ * * 


D Nerrsssegs to the Canadian produc- 
tion scene last week wag Amer- 
ican Motors, which had not pro- 
duced a car since the end of the 
1957 model run. 

The new plant, which will be 
officially eae — 26, is ex- 
pected to full production 
of 32 cars a py by mid-Febru- 
ary. The plant employs about 
400 persons. 

AMC will build only its Classic 
Six Rambler model at Brampton, 
Ont., this year, officials said. Other 
o will be imported from the 


The Canadian auto industry 
built 34,056 cars and trucks in 
December, bringing to 395,322 the 
number of vehicles built in Cana- 
dian plants in 1960. In 1959, the 
industry turned out 368,372 cars 
and trucks. 





Ground Broken 
For Luby’s 
New Building 


MIAMI. — Luby Chevrolet is 
building what is said to be the 
a automotive .center in Flor- 

Ground was broken on the seven- 
acre site by Sam Luby sr., founder 
of the dealership, and Sam Luby 
jr.. who now heads the company. 
The new facility is scheduled for 
completion by April 1, 1961. 

The dealership is one of the first 
in Florida to join the trend to the 
“super-market” type of installation, 
with huge facilities available for 
every automobile need. 

The frontage on a main thor- 
oughfare takes in two city blocks, 
with a depth of 400 feet, The build- 
ings have 72,000 square feet of 
space for new and used-car and 
truck sales and service, the parts 
department, the body and paint 
shops, and executive offices. 

The Luby’s also operate dealer- 
ships in New York, Boston, Balti- 
more, Denver and Daytona Beach, 
Fla. 





Four Field Men Receive 
Chevrolet Promotions 


DETROIT.—Promotions of four 
men in Chevrolet’s wholesale field 
organization have been announced 
by K. E. Staley, general sales man- 
ager. 

The appointments follow the re- 
tirement of J. R. Roach jr. as as- 
sistant manager of the Midwest 
region in Kansas City. New assign- 
ments are: 

V. D. Daniels from zone manager 
at St. Louis to take over Roach’s 
post. Rufus Bedford jr. from zone 
manager at Oklahoma City to suc- 
ceed Daniels. William R. Stacy, 
city manager at Denver, to succeed 
Bedford. Harry C. Ellison from as- 
sistant zone manager at Denver to 
succeed Stacy. 

Daniels, a Chevrolet man for 27 
years, started with the auto firm 


Willys Appoints 
Lukacs in East 


TOLEDO —F. M. Lukacs has 
been named manager of the North- 
eastern sales region for Willys Mo- 
tors, Inc. 

Lukacs, who 
has been Willys 
Eastern regional 
manager, succeeds 
L. P. Randall, who 
is retiring after 
more than 15 
years with Willys 
and associated 
Kaiser interests. 

Lukacsg joined 

= Willys in 1954 and 
F, M, Lukacs was manager of 
the Willys zone headquarters in 
Philadelphia before his appointment 
as manager of the Pittsburgh region 
in 1958. 


in Portland, Ore. He served in 
posts in West Coast and Rocky 
Mountain cities until appointed 
zone manager at Denver in 1956, 
He was moved to St, Louis in 1958. 

Bedford joined Chevrolet in 1939 
in Dallas. He also served the com- 
pany in Oklahoma City. He was 
Dallas city manager and has been 
— City zone manager since 
1 


Stacy, with Chevrolet since 1946, 
served in Janesville, Wis., and 
Chicago before becoming manager 
of the dealer planning committee 
at the central office in 1952, He was 
an assistant sales promotion man- 
ager in Detroit from 1955 until his 
appointment as Denver city man- 
ager in 1958. 

Ellison has been a Chevrolet man 
since 1928, serving mainly in Mem- 
phis, where he was in the ware- 
house organization, then zone or- 
ganization manager and assistant 
zone manager. He was transferred 
to Denver in 1956. 





Conquest Sells Share 


Of Bangor Chevy Firm 


BANGOR, Me.—Edward J. Con- 
quest, charter member of the 50- 
year-old Bangor Automobile Deal- 
ers’ Assn., has sold his interest in 
the Bean and Conquest Chevrolet 
dealership to the Bean family. 


Conquest, who organized the 
Chevrolet dealership here in 1926, 
remains principal owner of Beacon 
Motor Co. (Oldsmobile-Cadillac). 
He was a co-owner of Atwood 
Motor Co., a Dodge distributorship 
which was sold in 1953. and organ- 
ized the GMC dealership in 1944, 
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Of 60 Auto Deaths 
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sales promotion manager for Stude- 
baker-Packard of Canada, died 
Sept. 20. 

Rosert G. Hayssen, 89, co-founder 
of the firm that later became Ster- 
ling Motor Truck Co., died Aug. 24. 
Sterling was sold to White Motor 
Co. in 1952. 

THeEopore W. Hursraper, 37, Evans- 
ton (Ill.) Buick dealer and son of 
William F. Hufstader, retired Gen- 
eral Motors distribution vice-presi- 
dent, died June 29. 

WituaM A. Manarry, 49, public re- 


Obituaries 


Thomas Bradley, 66; 


Headed Sheller Mfg. 
DETROIT.—Tom Bradley, 66, 
president and chairman of Sheller 
Mfg. Corp., auto parts manufactur- 
er, died Jan, 3 in 
Glendora, Calif. 
A member of 
the Society of 
Automotive Engi- 
neers, Mr. Brad- 
ley entered the 
auto business in 
1911 with Graham 
Paige Co. and be- 
came its presi- 
dent in 1921, He 
also wag presi- 
dent of Hupp 





Thomas Bradley 
Motor Car Corp. from 1935 to 1938. 
* * * 


Robert D. Henderson 
CINCINNATI. — Robert D, Henderson, 
62, inventor of the Henderson tire changer, 
died Jan. 2 in Bethesda Hospital here. 
Another of his inventions is the Hender- 


son trailer hitch. 
* * * 


Harry M. Bauder 
NEW CASTLB, Pa.—Harry M. Bauder, 
56, a former auto Sealer, died Dec. 22. 

* 

Edgar L. Howard 
SEATTLE.—Edgar L, Howard, dean of 
Washington auto dealers and founder of 
Howard Motor Co., died of a heart attack. 


He was 92. 
* * * 


Sewell L. Morgan 

CHANDLER, N. C.—Sewell L, 

65, owner of Morgan Motor Co., 
Jan, 1 after a long illness. 
* * * 


James W. Smith 
NEWBERRY, 8. C.—James W. Smith, 
71, owner of Smith Motor Co., died Dec. 
20 at his home, Mr, Smith had been in 
the auto business since 1913 and was a 
past director of the South Carolina Auto- 


mobile Dealers Assn. 
* * + 


Roy E. Stewart 
ASHEVILLE, N. C.—Roy E, Stewart, 
65, active for many years in the auto 
and automotive parts business here, died 
at his home Dec. 25. He was first affiliated 
in Asheville with Thomas Buick Co, and 
operated his own firm, Stewart Motor Co. 
until 1942, when he joined Hayes and 
Hopson Co., automotive parts concern. 
He retired due to ill health ‘n 1955, 
* * * 
Roger W. Dillon 
JAFFREY, N. H.—Roger W. Dillon, 
53, proprietor of Dillon Motor Sales, died 
at his home here, Dec, 21, after a long 
illness, 


Morgan, 
died 


* *” * 


George O. Haley 


ALBUQUERQUE, N. M. — George O. 
Haley, Rambler dealer, died at his home 
Dec. 28 after a long illness, He headed 
Haley Motor Co., Inc., since 1953, 

* * * 
John W. Smith 


COLUMBIA, 8, C.—John William Smith, 
82, retired auto dealer of nearby Camden, 


died here Dec, 27. 
* * * 


William A. Gibbs 
NEW ORLEANS.—wWilliam Alfred Gibbs, 
salesman of Howard Motors, Inc., died 
here Dec, 25. Mr. Gibbs was a former 
district manager for Chrysler Division. 
* * * 


Frank A, Shuler 
DETROIT.—Funeral services for Frank 
A, Shuler, retired master mechanic of 
Chrysler Corp.’s Highland Park plant, were 
held Dec. 30, Mr. Shuler, a past president 


(1937-38) of the American Society of 
Tool and Manufacturing Engineers, died 
Dec, 27, 
” * * 
Walter L. Lace 


HOLLYWOOD, Calif.—Walter L, Lace, 
67, former Eastern regional manager of 
Fisher Body, died after a long illness at 


his home Jan, 1. 
oe + 


Thomas F.. Phillips 
NEW WILMINGTON, Pa.—Thomas F. 
Phillips, 88, an auto dealer in New Wil- 
mington and New Castle from 1913 to 1949, 


died Dec. 29. 
* * 


Arthur Langford 
DALLAS.—Arthur Langford, former 
Southwest district manager for Ford Motor 
Co., died Dec. 31. He had been Ford’s 
Southern manager in Charlotte, N. C., be- 
fore coming to Dallas 44 years ago. 








lations manager for Lincoln-Mer- 
cury Division, died June 4. 

DonaLp W. Meyer, 65, president of 
Truckstell Mfg. Co., Cleveland, died 
Aug. 8. 

Joun J. McIntyre, 81, a founder 
and retired vice-chairman of Clevite 
Corp., Cleveland, died July 3. 


Earle S. MacPherson, 69, re- 
tired Ford Motor engineering 
vice-president, died Jan. 26. 

Ropert L. Oare, 47, chairman and 
chief executive officer of Associates 
Investment Co., died March 17 in a 
plane crash near Tell City, Ind. He 
was one of 63 persons killed in the 
crash, 

Wim F, O’Net, 75, founder and 
chairman of General Tire & Rubber 
Co., died Sept. 4. 

Wim G. (Br) Power, 63, re- 
tired Chevrolet advertising man- 
ager, died Jan. 23. 

JOHN F. Reever, 57, a senior vice- 
president of Benton & Bowles, ad- 
vertising, died June 15. He was a 
former Cadillac Advertising di- 
rector. 

Wiuim D. Reessz, retired engi- 
neering manager for International 
Harvester Co.’s Truck Division, died 
Feb. 3. 

WituuMm J. Remy, 56, general 
manager of Ford Motor Co.’s Steel 
Division, died July 9. 

Francis C. Reith, 45, president 
of Crosley Division of AVCO 
Corp. and a former Ford Motor 
vice-president, died July 3. 

Francois Ricwarp, 85, who produc- 
ed and marketed the La Marne car 
in the 1920s, died Aug. 26. 

Wiu.tiaM H. Roserts, 42, executive 
vice-president of Detroit Stamping 
Co., died June 21. 

Tepv V. Ropgers sr., 72, founder of 
Rodgers Motor Lines, Inc., and a 
leader in forming the American 
Trucking Assns., died Sept. 13. He 
was the first president of ATA, 
holding the post from 1932 to 1946. 
He later was named honorary chair- 
man of the board for life. 

Detar G. (BarNeEy) Roos, 72, de- 
signer of the Willys Jeep and for- 
mer engineering vice-president of 
Willys-Overland, died Feb. 13. 

RutuHerrorp J. Ross, 62, Fort Smith 
auto dealer, former NADA director 
for Arkansas and member of the as- 
sociation’s truck committee, died 
July 12. 

Ivan X. Sarvis, retired dealer 
relations assistant to the general 
manager at Chevrolet, died Feb. 
16. 

Leo R. Scureiner, 56, general man- 
ager of General Motors’ Ternstedt 
Division, died April 11. 

Netson W. See, 62, Chrysler 
Corp. fleet sales manager, died 
May 27. 

Kerrn I, THayer, manager of the 
government automotive service de- 
partment for Willys Motors, died 
May 30. 

Jack J. Timpy, 63, American Mo- 
tors vice-president, died Jan. 17. 

W. L. Tomurnson, 53, automotive 
sales manager for the Glass Divi- 
sion of Pittsburgh Plate Glass Co., 
died Sept. 30. 

Davw J. Toweit, Akron Cadillac 
distributor and Oldsmobile dealer, 
died June 3. 

David P. (Doc) Whelchel, 62, 
executive vice-president: of the 
Tennessee Automotive Assn., died 
June 19. 

Rosert J. Youna, 63, dealer con- 
sultant and owner of Automotive 
Enterprises, retailing research firm, 
died Dec, 13 in Birmingham, Mich. 



















Fort Worth Dealers 


Headed by Williams 


FORT WORTH.—Jack Williams, 
Dumas Milner Chevrolet, was elect- 
ed president of the New Car Deal- 
ers of Greater Fort Worth for 1961. 
Other officers are: 

Jack Baggett, Ernest Allen Chev- 
rolet, first vice-president; Bob 
Campbell, Western Olds, second 
vice-president; Kenneth Smith, 
Southwest Chevrolet, secretary- 
treasurer; Thomas F. Abbott jr., 
Frontier Pontiac; Moorman Meador, 
Meador Olds; H. B. Ransom, Chrys- 
ler-Plymouth, and Sam Fleming, 
Lincoln-Mercury, directors. 








SALESMAN—Take orders for keytags— 


DO YOU QUALIFY FOR THIS $15,000 (OR 
HIGHER) JOB? if 
ager for 
zone manager 
you as an exclusive agent for national! 
advertised Childers Carports, used by deat 
ers and drive-ins. 
= business —— and _ 
send you names sw high 
Childers, childer 


—— Bob 
Box 7467, Houston, Texas. 


EXECUTIVE SERVICE MANAGER for 


CHRYSLER CORPORATION DEALER- 


SERVICE MANAGER & BODY SHOP 


EXPERIENCED CAR LEASING SALES 


WANTED 


WANTED — 


PARTS & SERVICE 
MANAGER 


(EXECUTIVE LEVEL) 


West Texas single point Ford 
dealership with $1,000,000 an- 
nual parts and service volume 
potential, seeking executive 
level parts and service man- 
ager. 


Realistic compensation plan 
with earnings up to $20,000 
per year for the right man. 


Must be executive caliber with 
heavy experience in manage- 
ment and merchandising. Pre- 
fer college training with either 
Ford or Chevrolet experience, 
both dealer and factory. 


Applications should include 
summary of education, train- 
ing, experience, family status, 
references, age, etc. 


Reply to: Box 2110 


c/o Automotive News, 
Detroit 7 


























nameplates — pennants — bumper strips — 
500 other advertising specialties. Free 
catalogs, samples. Aash Specialties, 3011 
Greenmount, Baltimore, Maryland. 












ou are a general man- 
a car + or have been a 
for a manufacturer, we want 











No investment. Airmail 
references. 






's Mfg. Co., 







large midwest dealership, Must be the 
highest caliber executive with service 
experience, Factory training necessary. 
Starting salary $15,000 plus bonus pro- 
visions to $25,000. References and picture 
required. Reply Box 2081, c/o Automotive 
News, Detroit 7. 











SHIP, suburban Detroit, trading area 
population, 25,000, searching for top 
flight sales manager. Man must be capa- 
ble of taking full charge of car and 
truck sales. Excellent opportunity for 
qualified man. We invite your inquiry. 
Box 2103 c/o Automotive News, De- 
troit 7. 














MANAGER—Real opportunity for two 
experienced men to direct service depart- 
ment and body shop. Body shop volume 
now $30,000 yearly, should be increased 
50% immediately. Total labor $125,000 
yearly, should be increased 20%. Ade- 
quate base salary to cover living ex- 
penses with percentage of net profit of 
total operation paid to service manager 
and percentage of gross paid to body 
shop manager. Write or call Modern 
Motors, Inc., Ford Dealer, AD 4-7485, 
302 South Eighth, St. Joseph, Missouri. 













MANAGER opening available immedi- 
ately in long established and expanding 
leasing company for Connecticut sales 
office, Salary and commission. Box 2112, 
c/o Automotive News, Detroit 7. 















— Qualified, experienced Ford 
agency parts-service manager, Only well 
qualified need apply. Straight salary 
with opportunity for advancement to 
right person. Apply R & M Ford Sales, 
Box 337, Willcox, Arizona, attention: 
Dick Ridgway, phone DU 4-2216. 


OFFICE-BUSINESS MAN- 
AGER., Experienced in all phases of Ford 
accounting and business administration. 
Must be able to train, hire, supervise, 
administer, organize and coordinate a 
complete and efficient office staff. You 
must be able to take complete charge 
of accounting procedures, credit, operat- 
ing controls and reports, wholesale and 
retail financing. Location is in the Rocky 
Mountain area, a hunter and fisherman's 
paradise, Population approximately 
50,000 and has one of the nation’s high- 
est per capita incomes. Over 5,000 units 
now operating with annual potential of 
500 cars, 250 trucks, $325,000 parts 
sales and $200,000 labor sales, Salary 
is open and commensurate with ability. 
Give complete details and résumé in first 
letter, including family status, national- 
ity, complete employment record, what 
you think you are worth, and a snap- 
shot if available, We are interested only 
in a top man and have immediate em- 
Ployment for him. All replies will be 
treated in strictest confidence, Box 2113, 
c/o Automotive News, Detroit 7. 
















CLASSIFIED WANT ADS 
BRING RESULTS 












































HELP WANTED 


SALESMEN WANTED—Out of round tires 
can make you money, New invention 
makes recaps and seconds ride smooth 
at all speeds. Eliminates all wheel bal- 
ancing, tire truing and much front-end 
work. Salesmen wanted to make simple, 
fast, accurate demonstrations for dis- 
tributors, Write: D, Carlson, B & B 
Manufacturing Co., Box 816, Sioux City, 
Iowa. 


TOP-NOTCH SERVICE MANAGER—GM 
garage, extreme south side Chicago. 
Must be able to establish good customer 
relations along with top self and me- 
chanic work habits, Will have to work 
hard, but compensation high. Box 2114, 
c/o Automotive News, Detroit 7, 


WANTED — Parts manager and service 
manager, Immediate opening for top- 
notch, experienced men who have the 
ability to organize and coordinate a 
large, complete, efficient and profitable 
Service and Parts Department. This is 
a large single point dealer, over half 
million dollar volume in 1960, in city of 
50,000 population in Rocky Mountain 
area, Give complete details and résumé 
in first letter, and recent snapshot, Sal- 
ary open, dependent upon ability, Re- 
plies strictly confidential. Box 2115, c/o 
Automotive News, Detroit 7, ‘ 
















BUSINESS MANAGER - ACCOUNTANT. 
Florida resident, volume GM and Ford 
dealer experience. Full responsibility for 
accounting, forecasts, daily operating con- 
trols and aiding dealer in overall man- 
agement problems. Will relocate anywhere 
in Florida, Box 2087; c/o Automotive 
News, Detroit 7. 


SERVICE MANAGER—15 years’ experience 
General Motors and Chrysler, sales and 
service. Employed GM dealer, desire 
change in January—South Florida only, 
preferably west coast area. Best of refer- 
ences, 40 years, married. Apply Box 2104, 
c/o Automotive News, Detroit 7. 


BUSINESS MANAGER—ACCOUNTANT— 
Available January 15th, Experienced in 
large GM dealership, highly successful 
and proven record for past ten years. 
Family man under forty. Salary require- 
fhent five figures, Box 2105, c/o Auto- 
motive News, Detroit 7. 

ACCOUNTANT - OFFICE MANAGER—de- 
sires position in Arizona. Full responsi- 
bility « accounting, forecasts, operating 
controls and assist dealer in overall man- 
agemefit, Twenty years’ automotive ex- 
perience, management experience in all 
departments. With last employer, GM 
dealer, 16 years. Top references, Will be 
in Southwest after January 20. M. W. 
Keyworth, 184 E. Pearl, Coldwater, Mich- 
igan. 

MANUFACTURERS’ AGENT—aAutomotive 
products, needs one additional line or 
will change if warranted. Kentucky and 
surrounding states. Box 2106, c/o Auto- 
motive News, Detroit 7. 


GENERAL MANAGER or SALES MAN- 
AGER in Southeast with volume General 
Motors dealership—preferably Buick or 
Oldsmobile. Have just terminated my own 
Buick-Oldsmobile deal after five years of 
operation due to local business conditions 
and insufficient working capital. Familiar 
with all phases of dealership operation 
and automobile business in general, Best 
factory recommendations, excellent sales 
ability, character references, etc. Am 31 
years of age, married with one small son, 
conscientious, ambitious and would gladly 
give of my capabilities, training and ef- 
forts to the benefit of any organization. 
Available February ist. R. H. Keller, 
P. O. Box 424, Thomson, Georgia. 

QUALIFIED FORD MANAGER: Three 
jobs in seventeen years. Past ten years 
with metropolitan Ford dealer, trucks, 
new and used cars, credit and financing. 
Forty-four years of age, married, good 
references. Will work reasonably where 
future shows good potential. Prefer 
Southwest or West. Norris Thrash, 1103 
Wilbur S8t., Dallas, Texas. 


DISTRIBUTORS WANTED 





AUTOMOTIVE 
DISTRIBUTOR 
WANTED 


Nationally known manufacturer of funeral 
coaches and ambulances has excellent op- 
portunity for progressive, aggressive Distrib- 
utor with successful sales organization. Top 
— vehicles are acknowledged leaders in 
their: field. Market is permanent and profit- 
able for right sales team. Send complete de- 


tails of your organization to Box 2111, c/o 


Automotive News, Detroit 7. 





DEALERSHIPS AVAILABLE 
area of 100,000. New, large 


stock, Ford approval necessary. 
2089, c/o Automotive News, Detroit 7. 

























FOR SALE—Dealership handling Ford, cen- 


tral Illinois community of 20,000, trading 
modern 


building, modern equipment, Clean parts 


Ei 








DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING FORD for sale 
in Southeastern Oklahoma. Death of 
dealer reason for selling. Planning poten- 
tial 420 units, no real estate. Factory 
approval required. Harry E, Morris, Jr., 
Executor, Box 775, Ada, Oklahoma. 


IDEAL LOCATION AND FACILITIES for 
Ford or Chevrolet dealer, None here, 
60,000 people, fastest growing area in the 
United States, Inquire Cramer & Maurer, 
2330 South Route No, 7, West Hollywood, 
Florida, 


FOR SALE—Dealership handling Ford and 
Mercury in Northwest Arkansas, Trade 
area 30,000, town 4,000 population, Will 
sell at inventory with lease on buildings. 
Established 15 years, potential 200 units. 
Call George Crain, Phone 524-3124, Si- 
loam Springs, Arkansas. 


HANDLING RAMBLER and International 
trucks, dealership in central Florida. 
Large garage and showroom, paved 
used car lot, large paint and body shop— 
all completely equipped. Box 2107, c/o 
Automotive News, Detroit 7. 


WILL SELL INTEREST in a major dealer- 
ship, prosperous Hartford, Connecticut 
area. Principals only please answer. Box 
2108, c/o Automotive News, Detroit 7. 


AGENCY HANDLING CHRYSLER-PLYM- 
OUTH, within 20 minutes of Lexington, 
Kentucky, facilities one year old, Sell- 
ing 200 new units per year, Approxi- 
mately $10,000 will handle parts and 
equipment, Box 2109, c/o Automotive 
News, Detroit 7. 

DEALERSHIP HANDLING BUICK in 
fastest growing area within the State 
of Texas. Practically brand new build- 
ing and all facilities, Will sell or lease 
the real estate premises. This is in the 
midst of the best buying potential in a 
city of 750,000. Ample and justifiable 
reason for selling, Write Box 2116, c/o 
Automotive News, Detroit 7. 


DEALERSHIP HANDLING VOLKSWAG- 
EN in midwestern city with trading 
area over 500,000. This very profitable 
dealership can be bought—pay twice the 
present net worth, which is around 
$75,000. Box 2117, c/o Automotive News, 
Detroit 7. 

HOT SPRINGS, ARKANSAS — handling 
Lincoln-Mercury-Comet — -lealership es- 
tablished 13 years at same ‘ocation under 
present management. Good lease avail- 
able but not a must. Sell parts, accesso- 
ries, machinery, shop equipment, office 
furniture, fixtures, signs and supplies 
for $15,000. Reason for selling — other 
interests, Contact: Pat Storey, 620 Mal- 
vern, Hot Springs, Arkansas, 

DEALERSHIP HANDLING FORD, Fal- 
cons and Thunderbirds, This is better 
than a 1,200 car per year deal. Only 
Ford dealership in a location in excess 
of 300,000 population, 900,000 popula- 
tion in the county, This is one of the 
finest Ford dealerships in the country. 
Write Box 2118, c/o Automotive News, 
Detroit 7. 

FOR SALE IN MAINE: Wonderful op- 
portunity for someone with the necessary 
finances to purchase the most desired 
ear franchise, 150 car potential, Show- 
room, well equipped service and parts 
departments, paved sales lot, good lo- 
cation on Route 1, Box 2119, c/o Au- 
tomotive News, Detroit 7, 


FLORIDA — Building for sale or lease. 
Ideal for auto agency, Former dealer- 
ship, has garage facilities with working 
space for three mechanics, service sta- 
tion, attractive showroom, parts depart- 
ment with upstairs storage space, Ideal 
location, Write Box 2120, c/o Automo- 
tive News, Detroit 7. 








For Sale 
Dealership Handling 
Plymouth-Valiant 


High volume and low overhead op- 
eration. Low capital requirement— 
in Oklahoma City, Oklahoma. 


Contact: 
PAUL HUDIBURG 
Box 5566, Oklahoma City. 
TT 
DEALERSHIPS WANTED 


CHEVROLET OR FORD, located in Sou- 


thern California, Will pay top cash or 
buy-in, Factory approval assured, Con- 
fidential, 
News, 


Box 1994, c/o Automotive 


Detroit 7. 





HAVE $500,000 
NET WORTH 


to invest in Cadillac, Chevrolet or GM dual. 
Am basically interested in volume dealership 
or one offering volume potential, either met- 
ropolitan or single point. No restrictions on 
geographical locations, Am presently dispos 
ing of large, medium-price line dealership. 
You will be replying to one principal only in 
utmost confidence. 


Box 2100, c/o Automotive News, Detroit 7. 
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MISCELLANEOUS 
PELE IIS LET 


WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These . 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


& 
|| *CADALLOY STEEL CAST 
]| YOKES WITH HEAVY DUTY 
| "Nepertyy fe meuranes TUBULAR STEEL "Vv" 
: go Papago | SECTIONS TO RESIST 


DEALERSHIPS WANTED 


LORIDA—Either coast, Top cash price. 
Factory approved. Residing in Florida 
now. Immediate action. Box 2078, c/o 
Automotive News, Detroit 7. 


RETIRE ON FLORIDA SOUTHEAST 
COAST, Will trade income properties 
and fine home for medium-size Cadillac 
deal in Illinois, Wisconsin, Indiana, Box 

2083, c/o Automotive News, Detroit 7. 


DEALER SERVICES 


































TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 
APPRAISAL SERVICE 
, {for Buy/Sell’ Agreements, Annual Fiscal’ 


‘moe 


“Hidden Earning Power” booklet. CARS FOR SALE CARS FOR SALE PARTS FOR SALE STRAIN & STRESS. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. | 1951 mG TD ROADSTER, black with light | ATTENTION DEALERS! We wholesale all| LLOYD PARTS for all models, Complete * 
10040 Freetand we ‘ BR ny it 27, Michigan| ‘top, white leather interior, $750; 1953| our cars at all times. No car misrepre- > Cadalloy Steel Castings 





MG TD roadster, green with tan top, nice sented. Call or write Boulevard Buick} ration, 1812 South Andrews Ave., Fort Minimum Yield Point: 
_ shape except motor needs overhaul, as is Company, 230 E, Cermak Road, Chicago Lauderdale, Florida. JA 2-7491. 46,000 Lbs. Per Square Inch 
d $600; 1959 Riley 4-door, gray with red 16, Illinois. Attention: Harry Tacina, . q 





eae a. on antique or classic. e 
is vrolet, x 51, Thom: ville, 
Connecticut. Peon’ |UNIVERSAL SWIVEL ACTION 
JAGUAR, PORSCHE, MG, HEALEY parts ON COUPLERS FUNCTIONS 
ons eens Sas meee Ser eae IN UNISON WITH SPRING 
’ ser » €xXcellen scount. 
Waco, P. 0. Box 185, Miami 35, Fiorida.| SUSPENSION ON ALL CARS 
BMW PARTS AND ACCESSORIES for FOR SMOOTH & SAFE 


Isetta ‘‘300,’"’ ‘‘600,"’ ‘‘700.’’ Contact 
nearest distributor or National Parts TOWING. 


and white leather interior, very nice, Sales Manager. Phone: DA 6-2200. 
1 ' ° $1,150; 1959 Austin-Healey Sprite road-| 7949 GADILLAG 7 series sedan Yivdra. 
1961 Auto Costs! ster, like new, 12,425 miles, red with gy are baa-chiees a” 8 ba — 


Mi i red leather, $1,400; 1960 Austin 850 
° Discover how much your Deal's cars really} tudor, only 10,034 miles, like new, $1,100; ee a ae, eae Be ‘Sten anebiaee, 


cost. The book, "AUTO COSTS," gives you; 1959 Renault Dauphine sunroof 4-door,; Asking $700, Jess Landholm, Fremont 
the factory invoice prices of all 1961 American| Tadio, heater, vinyl interior, white tires, Nebraska. ; : 
cars, 25 foreign cars, 4 American trucks, and| like mew, only 23,800 ‘niles, $1,100. 


Hunter Motor Co., Carbondale, Illinois. 
ell thelr equipment. Used by dealers and | ere eee 
banks nationwide. Order your ‘61 edition|1959 ALFA ROMEO CONVERTIBLE, model 


Super Spider. Damaged right front fender. 






















































0 today for only $10—three year subscription $18| ‘seijing price $850. This car costs $4,300 1961 Center, Ludwig Motor Corp., 421 E. 91st 

J (including all supplements). new, | gone 16,000 miles, can be driven a... New. York 28, TRafalgar 6-7010 BOLTS ans 

a AUTO COSTS, Spencer Publishing Company, anywhere . . . or we will purchase rig’ t (Sole U. 8. importer for BMW cars and ¥ WASHERS 

t ifberty N. Y. front fender, Framingham, Massachu VOLKSWAGENS parts, Frontek Corp, formerly BMW- ARE USED TO MAINTAIN 

x . setts, TRinity 9-9107. Fadex Corp., 230 Park Avenue, New 

5 York 17, MUrray Hill 9-2710). SNUG FIT OF ALL CONNECTIONS 
R CARS FOR SALE ALL TAXES PAID i nc ia NO. RIVETS TO LOOSEN AND 

: Wit Studebaker six. Write: Summers, masirieniaet -piecaateccsn 

, ORTANT NOTICE Prices Include Excise Tax, Cus- ee Se hes, Se, ee * 

e IMP toms, Insurdnce, Freight. Deliv- - THE SUPERIOR 

n one ae ered to your door with proper mative, omee Got uick ae through BLUE CHIP 

e : . : ive s’ Want Ads. 

. check the seller as to what, if any, papers. Fully Americanized. TOW PILOT 

ie excise taxes and duties have not 

0 been paid on the vehicles. SHOP EQUIPMENT FOR SALE 

: got the Cars in Stock For JOHN BEAN wheel alignment imachine| With Lubricated Automatic Brake 

° Immediate Delivery Mechanically adjustable aligner with and Brake Cable 

Call or wire tor || teaser pie seg Bodar ua 08 cm. pa 
- 4 wire for rade for used car or pickup of like ers HSCOUNE ccc csceccs 

x 61 Volkswagens t 9 our price value. Hunter Motor Co., Carbondale, Dealers’ Net with 4 $52 35 
° Fully games nai cus omer « Adapear Ceanaes Fed. Tax. Inc. 
‘ “WE SELL TO SELL AGAIN" De VILBISS SPRAY BOOTH 

ji basinitiate Delivery iE GARETT OCR LINN AND GAS OVEN THE FAMOUS 

4 e B & Ww WHOLESALERS One of the best of its kind. Like new. MOTO-MATIC 

‘ Excise Taxes Paid OF AUGUSTA MR. PEYTON TOW GUIDE 

e MINIATURE VEHICLES 980 Broad St., Newark, New Jersey 

. oT @ leds mo 841 Greene St. Phone: MArket 4-4300 With Universal Swivel Action! 

- oe phone: Bigelow Sates Augusta, Georgia Four Clamp Hook-Up 

a N. Y. phone: WHitehall ESSO SALE 

In North Carolina contact: James Allison, PH: Park 2-5565 — ——— 

y E. M. Stafford Auto Auction 

y EXpress 9-0921 as e PORTABLE DUAL CONTROLS 





Recommended for Driver-Education Cars by Adupte Fed. Tex, tne, 
the Auto-Industry mens ek Committee 

Sie Bean Geele tnodeks; ieteiine someatie "ON THE BALL" 

er a r els, including compa 

Automatic transmission $25; standard 


$30. 
CONTROLS, ING, 170! Balmoral, Detroit TOW PILOT 


2898 with *Gadalloy Steel Safety Coupler 






1959 FORD $275- 


SALE TAXICABS $375 


A-| condition. Ready for the road. All 
ood motors, transmissions, rear ends. 
lean bodies. 


Call, Write or Wire 













































: BIG SAVING : d 
y PRICED TO SELL! use car! 




































f= 
EMKAY MOTOR SALES 
: 
. VOLKSWAGENS 1046 Bedford Ave., Brooklyn 5, N.Y. NEW LINES WANTED tr sein 4g nether apot memati ~~ 
l- Lister sciali tinea edie i ce tacit ita tl ert 
7 "60s NEW PRODUCTS WANTED by distribu- | peclers’ Net with 2 38 
:. 61 s & ere WANED | torship selling to mew car deahers, ved 5 Large 3 25 
: ; ‘ VOLUME PACIFIC NORTHWEST DEAL-| car dealers; wash and polish racks in Fed. Tax. Inc. 
: Immediate delivery from our stock. ; ER must buy (distressed stocks of clean fethiin tee aenkeeen oe 
F ALL COMMERCE ll are in fast-sellin Swanty-ive, Phene or wire: A-it hesters, | Benen Pen te ee Oe TOF 
. & TRADING CORP. ae and fully equip g ith and. Oak, Eugene, Oregon, Phone: a a TSOEL a ote = 4 Substantial Discounts 
“ be York 5, N. Y. ped ~2512. Sia a 
ame aS New a ee : , LIMOUSINES —a peer eerie CONVERTIBLE TOPS $21.25. Jeep tops, To Distributors 
with power steering, en eee ee ee eee ee eee 12 Miliott, Beverly, Mass” Write for Illustrated Catalog 
- ‘ . nt 5, ichigan. , ’ , 6 
mms |e & H, automatic trans- TRUCKS FOR SALE PILOT DISTRIBUTING CO. 
mission, many with REAL BARGAIN: Priced for quick sale— 
: y one 1960 GMC Model A-5003 2%-3-ton ce ates sion 
VOLKSWAGENS pi totadresantaasshing ee eetme etienann saat iter SEE PAGE 24 | BATTLE CREEK 9, MICH. 
Budd wheels, two-speed ear axle, for the nation's Phone WO 2-5257 All Depts. 
ter an efroster, straight air bra*es, PT] 
1961s—All Models Chevys, Fords, Plym- Deluxe Cab No. 1815 and all ICC equip- TOP AUTO AUCTIONS Leaders in the Industry 
s s it d safety equipment. Actual 7,800 . 
: IMMEDIATE DELIVERY ouths, Buicks, Cadillacs, miles. Must ibe seen to be appreciated. since 1939" 
Ship Port s i i can seen a 
~ CHECK 2 OUR PRI CES Pontiacs. Sedans, hard- Perr "Bulek ‘Company, 2215 Milam, 
tops, wagons and con- ee a 
CAR ‘WHOLESALERS, INC. verts—you name it, we've 1 














Jerome . . ® CJ 
ewes siae® "ett! tov meng: ff) Wreckers | New Subscription Order: 

en ae eee 1951 GMC 1-ton with Askton Crane 
bell ringers! and Holmes tow sling ....... $1,250 

r oS en with ioe Send Automotive News to Address Below 

‘ Ample Supply of 1959 and ’60 models are oe eee es een ‘ U. S., Canada and U, S. Possessions 

. now available at Hertz ee ee ee eer re ae ee One ‘Yoor $9 [] or Two Years $16 [] 

° CLEAN offices across the country. RR Pe See ALR Sips Oe All Other Countries — One Year $13 [] or Two Years $22 [] 





with Beacon ray, electric brake lock, push 
bumper, backup and warning lights and 
battery booster. All have good rubber and 


AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


USED 


ares tay ee IY TY I LR a re i Sa Ns | oars alk 
CARS CALL sis eehaatans Gael Wik aes WUT ET IN Reena sees anton entoseessoegaece sem sees 
THE HERTZ MANAGER We glee: have: 10 fale: medal CROWN ee iii sssis ccc cacecdnercGc and Giese 0 dc cccccccscccecseteacesss scedspemheke 
1960 1959 ; 1958 IN ‘YOUR CITY TODAY pickups and panels for sale. 
vom — SANDY'S AUTO & a eee nye eee ere eee eee eeeteee i ms 
MOST MAKES or write: Mr. I. E. Spatig TRUCK SERVICE, INC. reet POMa by PRLs decevccdconcbsicacedesennapesaps Oo Mey ncveets 
The Hertz Corporation 139 Bayard St. Dayton 2, Ohio|! City......--cessceceeeceeecesenessesenseecerens Sele. is ckcageveaune 


TRADE CONNECTION: 


a ee CS lf 


CU RRY 660 Madison Avenue BA 8-6171 


New York 21, N. Y. 





4 
° 


CHEVROLET — ANTE Car Dealer [] Truck Dealer [] Manufacturer [7] 
" —————————————————— Jobber [] Insurance [] Financial [J Supplier [] 
B'way & 133rd St., N. Y. C. WANTED—Used Ford, Chevrolet, Interna- 
tional 2-ton trucks and Universal Jeeps. Mak ye ii 
if State price, cundition first letter. Bridge- OOF LOL... ceevccee eeeseces ecvccseccccccesecsce Me secsevcce : oe | 





port Equipment Company. Bridgeport, 


Nebraska. Le ies tirhn pila onoiatiiiima 








Ed Hogan AD 4-6000 











' 
we 


U 
ame OMe eae SR en aaa aCe 
STAY OUT OF TROUBLE...AWP THEREBY KEEPS EM SOLD: 


MINUTE it Bip) HERE | AM..|| YOUOUT IN A SECOND... STOP IN To SEE ME... nL 
STUCK IN THE SNOW! 


"IN SNOWOR MUDOR SAND YOU MOVE ON | 

TRACTION You GO! YKNOW, THE | THROUGH... IFONE WHEEL CAN GRIP |” 
| STORK WONT WAIT EVERYTIME)! 734 L/M/TED SLIP DIFFERENTIAL,| 
\__ YOU GET STUCK! DIRECTS POWER To THE WHEEL WITH TRACTION.”"|, 


SOLD! IN MY NEW CAR 1 WANTA / * THANKS TO DIFFY AND MY 
LIMITED SLIP DIFFERENTIAL... | > 9 LIMITED SLIP DIFFERENT) 7A, 
| CANT AFFORD To GET Sruck/” weg ty IDONT GET STUCK ANYWHERE /* 


2 

A 
SES 
SSG 
A BGG % 6.2 
BS SP ZS —— 


ZS ~Z 


"ORDER LIMITED SLIP 
§ DIFFERENTIALS OV ALLS 
Your 6/ DEMONSTRATORS 
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